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REVERE BRASS FORGINGS 


BETTER PARTS...LOWER UNIT COST...FEWER REJECTS 


Here are three of the thousands of sub-assemblies that have 
been converted from castings to Revere Die-Pressed Forg- 
ings by their manufacturers. Design men and production 


staffs alike have found that the switch to forgings means 


better parts, at lower cost-per-unit and with fewer rejects. 


Reasons for these: 
Forgings permit manufacture to closer tolerances, with far 
less machining and finishing, compared with castings. 

Die-pressed forgings eliminate sand holes, pits and rough 
spots that cause frequent rejects of castings 

Smooth, dense surface of forgings takes a better plating 
finish compared with castings. 

The Revere Technical Advisory Service is ready to work 
with you to help you take advantage of the benefits of a 
switch to forgings—in brass, copper, other copper alloys 
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and aluminum. Send us the part you make or your drawings 
for initial recommendations. For further details, you can 
reach this helpful knowledge and experience by calling the 
nearest Revere Sales Office. 


SEND FOR THIS HELPFUL BOOKLET 


“Revere Forgings: Aluminum « Brass « Copper” 
Rome Manufacturing Company Division 
Box 111, Rome, N. Y. 


REVERE 


COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 

Executive Offices: 230 Park Avenue, New York 17, N.Y 

Mills: Rome, N.Y .; Baltimore, Md.; Chicago and Clinton, 

Mil; Detroit, Mich.; Los Angeles, Riverside and Santa Ana, 

Calif.; New Bedford and Plymouth, Mass.; Brooklyn, 


N.Y.; Newport, Ark.; Ft. Calhoun, Neb. Sales Offices in 
Principal Cities 


Distributors Everywhere. 
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Century motor powers air compressor 
around the clock.... 


This 25-horsepower Century motor helps furnish 
compressed air vital to the manufacture of gypsum- 
derivative products. With the plant operating three 
shifts daily, a constant supply of compressed air is 
needed to sustain the manufacturing process. 

Century motors are especially suited for compres- 
sor applications because of their capacity to take 
frequent on-off cycling. Their high starting torque 
activates the tightly enclosed compressor pistons 
almost instantaneously. The Century totally- 


enclosed-fan-cooled enclosure offsets the presence 
of abrasive dust in the plant. 

The Century Electric combination of a complete 
motor line (over 10,000 types, from one-twentieth 
to 400 horsepower) and a national sales organiza- 
tion whose exclusive interest is in motors, assures 
you of getting the right motors for your needs. If you 
have a motor question, contact your nearby 
Century sales engineer or your authorized Century 
motor distributor. 


CENTURY ELECTRIC COMPANY 


St. Louis 3, Missouri Offices and Stock Points in Principal Cities 





ontrol ideas for cutting costs: 


Measurement /¢ 


MARKS THE SPOTS 


where 4 valves are replaced by 1... 


. . . And that one valve is a Rockwell-Nordstrom 
Multiport lubricated plug valve. Above, it is controlling 
flow in four directions—a multiple job only this type 
of valve can do. 

This could mean big savings in your plant, plus 
more efficient traffic control of everything you flow 
through pipe. For instance: A large sugar refinery had 
trouble efficiently routing slurry to process units. A 
Rockwell field engineer recommended Multiport valves, 
since one Multiport does the work of three or four 
ordinary valves. With fewer valves and simplified pip- 
ing and fittings, the new installation quickly paid for 
itself by eliminating costly flow control errors and im- 
proving quality. And since Rockwell-Nordstrom is the 


- 
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most complete line of lubricated plug valves, the Rock- 
well field engineer was able to make a number of 
other valve suggestions for improving flow control, 
preventing waste, and reducing valve maintenance. 

There are literally hundreds of ways Rockwell field 
engineers are helping manufacturing and processing 
plants save time, money, and materials through better 
measurement and control methods. The experience of 
the world’s largest manufacturer of valves, meters, 
regulators, and other measurement and control prod- 
ucts, can pay off for you, too. Wherever gases or liquids 
flow through pipe in your plant, there is a real oppor- 
tunity for savings. It will cost you nothing to get the 
facts. Simply send the coupon. 


ROCKWELL 
The leading single source for Measurement control products and ideas - 
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HOW MUCH 
COULD YOU SAVE? 


There is hardly a plant anywhere— including 
yours—where the right application of the right 
measurement and control methods and equip- 
ment won’t produce savings many times the 
modest cost involved. Certainly it’s worth in- 
vestigating—especially since it will cost you 
nothing to find out. Simply mail the coupon now. 


SEND COUPON NOW! 


“IN-PLANT”’ METERING: 


LIQUIDS AND GASES 


Rockwell gas and liquid meters, 
properly applied, can improve 
quality control, sharpen cost con- 
trol, and prevent waste in almost 
every plant department. A Rock- 
well Field Engineer can help you 
find where meters will cut costs 
... and Rockwell has a complete 
line of meters to measure prac- 
tically anything that will flow 
through pipe. 


LIQUIDS AND GASES 


More efficient control of all the 
material flowing through pipes in 
your plant is a positive step in 
cutting costs. There are new ap- 
plications and new ideas for using 
gas pressure regulators and valves 
that will stop wasteful, inefficient, 
and dangerous handling of fuels, 
production fluids, and products. 
A Rockwell Field Engineer can 
show you where and how. 


MEASUREMENT & CONTROL DEVICES 


ROCKWELL® 





Rockwell Manufacturing Company, Dept. MC3D, Pittsburgh 8, Pa. 


Please send me literature as checked: 
Valving gas, liquids and slurries. Bulletin V-621 
Measuring gases. Bulletin 1085 
| Reguiating gas pressures. Bulletins 1044, 1059, 1082, 1086 
| Measuring liquids. Bulletins P-100, P1-666, OG-400 
|_| Condensed catalog of all products. Bulletin C-5000 
[_} Please have your Field Engineer call. 
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Now we're set for a big 


future! Thanks for insisting! 


Include the Graybar man in your elec- 
trical planning. 

The recommendation he makes comes 
from experience with countless kinds of 
power distribution equipment, motors, 
controls, wiring and lighting supplies. 

Call Graybar for impartial recommen- 


dations . . . and able, in-the-plant help. BE L E C T R I Cc C O M P A N , A I N C. 
eel 


We'll work with you or your electrical 
contractor. 95 


$20 LEXINGTON AVENUE, NEW YORK 17, NOV. @ OFFICES IN OVER 130 PRINCIPAL CITIES 
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Vendor Rating Takes Teamwork .. on cee 
Getting the facts on exactly how good a vendor is—that’s 
a job that can be done by purchasing. But De Laval Steam 
Turbine has found that vendor rating can be much more 
effective if all departments get in on the evaluation act. 


Are You Getting Through? 
Specific tips to help P.A.’s communicate more skillfully. 


Shipping Guide Helps Cut Freight Costs 
Potter & Brumfield made a study of its freight costs, worked 
up a handy shipping guide which is now part of its pur- 
chase order. Result: freights costs down 20% 


Order Writing Without Error 
Automatic order writing has many advantages, het Green- 
lee Bros. finds 100° accuracy is the greatest benefit. 


If You’re an Importing P.A. 
Advice for purchasing executives 
markets. 


interested in foreign 


How to Standardize Lubricant Purchases 
In many companies lubricant buying verges on catch-as- 
catch-can procurement. There is a way to straighten it out. 


Forms Forum 


Unhappy about your forms? Maybe these samples of how 
another company handles its paperwork will help. 


What About Tie-In Service Contracts? 
Most tie-in contracts are illegal. 
dicates that tie-in “service” 


3ut a recent decision in- 
contracts are ok. 
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For immediate delivery of your 
day to day needs call your local 


@ STEEL SERVICE CENTER 


























































































































Worth specifying because they're 


CLEANER, BRIGHTER... 


free from processing contaminents 


The extra quality features make it worth the few seconds it takes to 
say or write “Bliss & Laughlin Lusterized Finish’? when you specify 
cold drawn steel bars. This is standard on all Bliss & Laughlin drawn 
bars. You receive a cleaner, brighter bar, uncontaminated with 
processing lime, oil, and grit. The bar is easier to work, cleaner to 
handle, superior’in surface brightness. Why settle for less? 








LUSTERIZED FINISH 


... the premium finish on all BLISS & LAUGHLIN 
COLD FINISHED STEEL BARS at no extra cost! 


Leading ependent Producer of Cold Finished Stee/ Bars 


BLISS & LAUGHLIN 


GENERAL OFFICES: Horvey, lll. « MILLS: Harvey, Detroit, Buffalo, Los Angeles, Seattle, Mansfield, Mass. 





See Signs of 
Business Pickup 


March Auto Sales 
Are Higher 


Purchasing Magazine's Business 
Confidence Index jumped a sharp 
12 points in April to 117 (1958 — 
100). This indicates that many 
P.A.’s expect better economic 
conditions in the next three 
months. 
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Pulse of Business 


P 
ii HERE are no visible signs of an upturn in business. But there 
are plenty of signs that point indirectly to better business by next 
fall. Inventory liquidation has slowed to a halt. March figures are 
not in yet, but they’re almost sure to show the end of the liquida- 
tion of stocks of purchased materials. In fact, they may even show 
some accumulation. 

Although manufacturers certainly aren’t in any mood to build 
stocks, some companies are already being forced to increase inven- 
tories slightly just to maintain current sales. Pressure of higher 
retail sales will eventually be felt at factory level. Manufacturers 


who have benefited from the upturn in government orders will be 
building stocks eventually. 











Steel inventories should be affected by the upturn in auto sales. 
In the last month, automakers have been forced to re-open several 
assembly plants that had been shut down because of the slump. A 
sharp drop in dealers’ inventories of new cars is also stimulating 
production. At the end of February, dealers’ stocks were over 
1 million cars; one month later they had dropped over 85,000 units. 

In dollars, the year-to-year sales figures of automobile manufac- 
turers look much worse than the unit figure. Currently, one of 
every three cars sold is in the compact class. A year ago, the aver- 
age was less than one in four. 








Auto manufacturers are getting a boost from government sales. 
A summary of Army awards for March shows awards of $188 mil- 
lion to the automotive industry alone—which represents 10% of 
total car sales. The Army’s contracts last month to all industries 
exceeded $500 million. 

Reports throughout the country reveal a better business tone. 
There has been a pickup in ordering and bids, and an increasing 
number of producers and wholesalers are reporting improvement 
in production and distribution schedules. 





Full recovery, however, is not just around the corner. Until most 
of the basic industries are utilizing 80% or more of their capacity, 


Business Confidence Index 
How P.A.s feel about the short-term economic outlook 
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Now, redesign... 
if these drives give you trouble 


Ask your local Gates Man to show you how 
reduce machine down-time 


Super HC Drives 


If you have a chain, gear, flat belt or even 
a conventional V-belt drive that is causing 
costly production down-time or high main- 
tenance costs, your local Gates Man will 
be glad to help you. He will show you how 
these troubles can be ended by using a 
Gates Super HC V-Belt Drive—the first 
and most advanced High Capacity drive. 

Because of exclusive design features, 
Gates Super HC V-Belts handle up to 3 
times the horsepower of conventional V- 
belts in the same space—or they can often 
handle the required horsepower in about 
half the space. Fewer belts are needed, and 
sheaves can be smaller and lighter weight. 


Asa result, bearing loads are less, increasing 
bearing life, reducing maintenance costs. 

Gates Super HC Drive is quiet, smooth- 
running and entirely dependable—multiple 
belts assure you of continuous operation, 
ending costly production losses. It is a 
highly resilient drive that protects your ma- 
chine from vibration and damaging shock 
loads, increasing machine life and lowering 
maintenance costs—savings that often 
amount to many times the cost of the drive. 

The Gates Man located near you is a drive 
design expert. Ask your nearby Gates Dis- 
tributor for his help when you have a drive 
problem, 


BP 41 


. 


There is a Gates Man 
—a drive expert — ~ 
located near you 


The Gates Rubber Company, Denver, Colorado Sto x 


Gates 


V-Belt Drives 
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50 years of 
progress 
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Pulse of Business 


PRODUCTION 


the economy will not be on an even keel. At 000 Net 

present, the average use of capacity ranges Tons 

from 70% to 75%, with the steel industry still 11600 

around the 60% figure. 10900 
Nevertheless, March figures on employment 10200 

were encouraging. The Department of Labor 9500 

announced that for the month ended March 15, 8800 

unemployment declined by 200,000 to 5,495,000. 8100 

Better news yet was the gain in employment 7400 

of 861,000 wage earners. And a private market 6700 

analyst, whose employment estimates have 600 0} , nerican iron & Stee! Institute 

been remarkably close to the government fig- 5300L_ a ae 

ures, says that by the end of March, unemploy- 


ment was further reduced by 286,000 to a total 
of 5,209,000. 








The construction industry is doing its share 
to reduce unemployment. March figures show 
that the value of new construction rose 8% 
above the February level. 

Construction is expected to continue to 
show improvement in the coming months in 
some areas, but will decline in others. The fed- 
eral government has acted to stimulate public 
construction by accelerating the supply of 


funds in the first six months of 1961 for high- 
ways and post office buildings. 





However, a slowdown in capital investment 
by industry to improve plant and equipment 
will tend to offset the rise in public construc- 
tion. Estimates of capital improvements show 
a 3% drop for the first quarter compared to a 
year ago and a 2% decline in the current quar- 
ter. A decline in outlays is anticipated from 
$35.7 billion in 1960 to $34.6 billion in 1961—a 
drop of 3 per cent. 

The estimates for private housing are more 
encouraging. Housing starts rose in January 
and February, despite poor weather, and con- 
tinued upward in March. But here too, compari- 
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proves it... 


breaking point tests show 
Allen screws are 
consistently better 


‘PRODUCT QUALITY ASSURANCE 


PQA is the symbol of unquestioned quality at Allen. 
It stands for constant quality control from rigid up- 
grading of incoming raw materials to final, uncondi- 
tionally guaranteed shipment to you. 


To give you some idea: Federal Spec. FF-S-86a calls 
for 4,950 lbs. for the 4-20 cap screw. Day-in, day- 
out breaking point tests of these screws prove that 
Allens are consistently better . . . well above the minimum 
requirement! 


Quality checks like this one confirm PQA every step 
of the way through Allen’s manufacturing process. And 
to help you keep costs down and profit margins up, 
Allen manufactures 1457 standard sizes. 


Remember .. . it costs you no more to have genuine 
Allens right from stock, and they are only a minor 
fraction of your assembly costs. 


ALLEN 


MANUFACTURING COMPANY 


Genuine ALLEN prod- 
ucts are available only 
through yourALLEN 
Distributor. He main- 
tains complete stocks 
close by to help cut your 
freight costs, inventory, 
warehousing and han- 
dling. He offers fast, 
single-source service. 
He knows Allen prod- 
ucts. And he makes 
Allen Engineering Serv- 
ice available to you any 
time. Call him! 


HEX-SOCKET SCREWS 


HARTFORD 1, CONNECTICUT, U.S.A. Sctatite 


Plant at Bloomfield, Connecticut ¢ Warehouses in Chicago, Cleveland and Los Angeles 
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sons with 1960 show reduced activity. The cur- 
rent rate of new housing starts is still 5% be- 
low the comparable period of a year ago. 


Easing of credit in the mortgage field should 
stimulate new housing. But home building may 
not attain previous high rates because the 
great backlog of post-war housing demand may 
have been satisfied. 

This theory will get a test in the current 
quarter, with the greater availability of mort- 
gage money at lower rates. The rate of expan- 
sion of companies supplying shell houses, how- 
ever, indicates that in the low-cost housing 
field, demand for dwellings is still very strong. 











ay . Ses has turned up,” according to the 
March report of the National Association of 
Purchasing Agent’s Business Survey Commit- 
tee. 

The report says that “we may have com- 
pleted the bottoming-out process... and 
rounded the bend toward the up side. If pres- 
ent trends continue to develop, the 1960-1961 
recession will be shorter and milder than its 
predecessors.” 











The committee notes that new order and pro- 
duction figures are showing further improve- 
ment. It adds that March “is the first month 
since October 1960 that the number reporting 
conditions better has been higher than the 
number reporting worse.” 

This optimism is echoed by the 1000 P.A.’s 
surveyed by PURCHASING Magazine for its 
April Business Confidence Index. This indicator 
of buyer opinion about the short-term business 
outlook rose 12 points to a record 117 (1958= 
100). The index started its rise in February. 
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How Ryerson gives you 
EXTRA VALUE IN SHEET STEEL 


genruicate of panrtsis and Tests 
*s Carbon control—Did you know that 


Ryerson can furnish a conformance 
report, if requested when your order is 
placed, certifying that hot or cold 
rolled low carbon sheets in stock sizes 
are SAE 1008 with maximum carbon 
content of .10? This means you can 
minimize or eliminate problems of vari- 
ation in formability and weldability. 


Closest cutting tolerances— Our 
standard ‘‘aim’”’ tolerances are the 
closest in the industry. For example, 
on shearing of sheets: width or length 
tolerance—under 48”, + 1/32”; 48” and 
over, + 1/16”. These limits can be guar- 
anteed upon specific request, given in 
advance of processing your order. 


Fast, dependable service—Hun- 
dreds of customers often cite these two 
major reasons for ordering from 
Ryerson: absolute confidence in ‘“‘de- 
pendability of service as promised,” 
and speed of service to meet their most 
critical requirements. 

Whatever your sheet and strip 
requirements, a Ryerson specialist is 
ready to consult with you. A phone 
call is all it takes. 


RYERSON ->» 


JOSEPH T. RYERSON 6 SON, INC., MEMBER OF THE g, STEEL FAMILY 


STEEL - ALUMINUM - PLASTICS - METALWORKING MACHINERY 


SERVICE CENTER PLANTS: BOSTON + BUFFALO + CHARLOTTE + CHICAGO « CINCINNATI » CLEVELAND « DALLAS « DETROIT +» HOUSTON + INDIANAPOLIS 
LOS ANGELES + MILWAUKEE + NEW YORK + PHILADELPHIA + PITTSBURGH + ST. LOUIS * SAN FRANCISCO «+ SEATTLE + SPOKANE + WALLINGFORD 
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Straws in the 
Trade Wind 


&> FASTENER SHIPMENTS OFF — Sales of 
fasteners—a good indicator of the level of in- 
dustrial production—declined again, according 
to the latest monthly report of the Industrial 
Fasteners Institute. Its index fell a point to 
74 (1956-58—100), primarily reflecting the 
business slump of two of its major customers 
—the automotive and construction industries. 


& STAINLESS MARKET GROWING — The 
market for stainless steel will exceed one mil- 
lion tons by 1967, according to a study by In- 
ternational Nickel Company. This would be an 
87% jump from the 592,075 tons sold in 1957. 
Twenty industries were included in the study, 
including metalworking, chemicals and ma- 
chinery. 


& INDUSTRIAL SUPPLIES ORDERS RIS- 
ING—For the first time in eight months, new 
orders for industrial supplies and machinery 
increased. The latest index of the American 
Supply & Machinery Manufacturers’ Associa- 
tion bounced up five points to 181 (1948—100). 
This index reflects new orders for production 
tools, equipment, and supplies placed by indus- 
trial distributors with their manufacturing 
sources. 





For the P.A.’s Hot File... 


The steel vs. aluminum battle for the 
rigid conduit market is becoming hotter. 
Alcoa recently reduced its prices by 5%, 
and previously, Youngstown Sheet & Tube 
promised a 5% discount on conduit ship- 
ments through June 30th. In addition, 
some non-integrated conduit suppliers 
have been shading prices below the basic 
metal producers’ quotations. 
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> FREIGHT LOADINGS TO DROP — The 
number of cars loaded with revenue freight is 
expected to drop 5.6% in the second quarter of 
1961 as compared with the same period last 
year. According to the regional shippers ad- 
visory boards, carloadings of the 32 principal 
commodity groups will be around 6,050,940— 
compared with 6,408,793 in the second quarter 
last year. Only one of the 13 boards predicted 
an increase in freight carloadings over second 
quarter last year. 


> WHAT'S UP IN PROFITS?—Net profits of 
2034 manufacturing companies declined 4% 
between 1959 and 1960, reports the First Na- 
tional City Bank of New York in its April bul- 
letin. At the extremes, commercial banking 
showed the greatest rise in earnings, 34% for 
the period, while air transport profits tumbled 
74%. Related to sales dollars, manufacturing 
profits dropped from 5.8% to 5.4% in 1959- 
1960. For the period 1947 to 1959 the figure 
was 6.3%. Related to net worth, the drop was 
from 9.8% to 9.1%. 


®» USED MACHINERY CLEARING HOUSE 
—A new clearing house for used machinery 
purchases and sales has been set up by Indus- 
trial Machinery Data Service in Boston. Buyers 
list the equipment they wish to buy, and sellers 
register the machines they want to sell. 
Through electronic data processing, the speci- 
fications are matched and both parties are put 
in contact with each other for private negotia- 
tions. Each party pays a $10 registration fee 
per listing and 5% of the sales price if the deal 
goes through. 


>» LUMBER PRODUCTION DROPS—The lat- 
est report of the Commerce Department’s lum- 
ber survey committee shows that lumber pro- 
duction dropped sharply in the last quarter of 
1960. Output totaled roughly 7.6 billion board 
feet—a decline of 15% from the preceding 
period and 17% from the same period of the 
previous year. Lower demand from home- 
builders because of the severe winter weather 
in many sections was largely responsible for 
the decline. 
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to tell you it’s 
worry- proofed 
at the factory 


Other spring fasteners may look like Tinnerman 
SPEED Nuts. But only the T-marked ones really are 
Speep Nuts... really are “Tinnermans”. . . made to 
highest quality and precision standards to assure 
worry-proof performance on your assembly. 

Here’s what the exclusive Tinnerman T-mark 
means to fastener users: 

Over thirty-five years of Tinnerman experience as 
the originator and largest producer of spring-steel fas- 
teners...the leader in solving your fastening problems, 


Outstanding fastener design and production experi- 


CANADA: Dominion Fasteners Ltd., Hamilton, Ontaric 
GREAT BRITAIN: Simmonds Aerc s Ltd., Trefore 
FRANCE: Simmonds S.A., 3 rue Salomon de Roths 
GERMANY: Mecano Simmonds GMBH, Heidelberg 


ence that assures you the best possible design of SPEED 
NutT, whether it is a special SPEED Nut or one of the 
10,000 SPEED NUT brand fasteners presently available, 

Stringent control of SPEED NuT quality from coil 
strip to you, including die design, production, heat 
treatment and finishing. 

Be sure you specify “Tinnerman T-marked SPEED 
Nuts” that give you better fastening, that cut parts 
and assembly costs, that never let you or your cus- 
tomer down. Tinnerman Products, Inc., Dept. 12, 
Box 6688, Cleveland 1, Ohio. 


TINNERMAN 


Leck fer the Tianerman *T” 
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Pulse of Business 
Sales, Inventories, Orders 


e@ Orders, Sales Rise After Bil$ 
Many Months of Decline 


Manuracrurers’ new orders and sales 
both advanced in February after long declines, 
reports the Department of Commerce. Inven- 
tories continued to decline though at a slower 
rate than they were during the height of the 
recession, 

Seasonally-adjusted new orders rose $600 
million to $29.1 billion, following four consec- 
utive months of decline. Leading the new order 
pickup were electronics, instrument, and air- 
craft-missile companies. 

Sales were up $300 million to $29 billion. 
This was the first increase in ten months. Al- 
though sales of industrial machinery dropped, 
heavier shipments were noted by steel, electri- 
cal machinery, food, and chemicals companies. 

Inventories were down $60 million to $53.6 
billion. The biggest reductions occurred in autos 
and other machinery. 





Manufacturers’ Sales 1960 1961 
Seasonally Adjusted (Millions of ' Dollen) Oct. ; : Jan. (*) Feb. (p) 
All Manufacturing Industries. . . . : swuédo dua ’ 29,600 29,250 A 28,670 28,980 
Durable-goods industries. . : ; 14,080 13,810 J 13,170 13,280 
Primary metal......... : or Meche Sue J 1,790 1,790 - 1,760 1,820 
Fabricated metal i , ‘ 1,530 1,570 d 1,550 1,540 
Machinery Se Se ae 5 eed ; 4,590 4,610 i 4,650 4,640 
T ttation equip = ald F = sneer is ‘ 3,630 3,300 h 2,770 2,790 
Lumber and furniture............. bbe evPaneauavede tt 780 790 740 750 
Stone, clay, and glass 700 700 690 690 


Non-durable goods industries...........6.0cseeeees a c 15,520 15,440 K 15,500 15,700 
Food and beverages......... nee nae aladdans E 4,700 4,660 y 4,730 4,840 
390 420 410 410 

1,150 1,130 Be 1,080 1,090 

‘ : ; pastiioat? , 1,040 1,050 5 1,060 1,080 

Chemical.. ayhtehe : I 2,260 2,220 2,260 2,300 
Sars and oa. ; 3,230 3.190 . 3,230 3,240 
Rubber. . ee ee ibe tedee cs - 490 500 450 460 











Manufacturers’ Inventories 
Seasonally Adjusted (Millions of Dollars) 
A\l manufacturing industries 
Durable-goods industries. ...... . 
Primary metal...........00005 


Transportation equipment... .. 
Lumber and furniture............ 
Stone, clay, and glass............ 


Non-durable goods industries 
Food and beverage : 
SIE as cccccccccccccccese 
PDAS b ewe debe<cccccccec: 
PU asst teeeareccecccees 
Chemical. . 
Petroleum end ‘cool. ‘ 


Manufacturers’ New Orders 
Seasonally Adjusted (Millions of Dollars) 
All manufacturing industries 30,590 29,210 29,020 28,700 
Durable-goods industries........ 2... .0.0.0 cece ce ceeeee ; 14,800 13,740 13,600 13,220 
Non-durable goods industries.................. , 15,790 15,470 15,420 15,480 


(t) Revised. (p) Preliminary. 
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What’s different about specifying and buying 
fabricated parts like these from Richardson 


A “GUNG HO” ATTITUDE 


There are beneficial differences when you buy from the 
Richardson salesman. He represents a company geared 


and manned by experienced personnel *“working har- 
moniously” to provide job shop attention and service to 
your specific needs. The differences continue with eni- 
phasis on clear customer communications. He is trained 
to tell you effectively about Richardson’s two fabricat- 
ing plants, and discuss intelligently the many different 
manufactured grades of laminated Insurok® rods, tubes, 
sheets and fabricated parts. He has case history sam- 
ples to share with you in discussing applications that 
can cut your cost and improve equipment performance. 


In turn, the Richardson man clearly presents your needs 
immediately te our plants, assuring accurate information 


as to what you want in fabricated part performance, 
delivery and competitive prices. 


In addition, you get better fabricated parts from Rich- 
ardson because of our undivided responsibility from the 
original manufactured material through the finished 
piece. The job-shop-service policy is backed up with 
substantial production facilities and a careful quality 
control system. 


Your order will be produced by skilled men working 
together in harmony and getting your job done just right 
with a minimum of cost. The Marines call it Gung Ho. 
It comes when a company is specialized, experienced 
and versatile. Call the Richardson salesman today and 
put this attitude to work for you. 


Write Dept. 12 for free technical data 


2) 
2791 LAKE STREET, MELROSE PARK, ILLINOIS 


Sales Offices In Principal Cities 


Laminated 
_ Fabricated 
and 
Molded 


astics 
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Pulse of Business 
The Trend of Prices 


e Firm Prices Noted for 


170 
Some Nonferrous Metals 160 METALS AND METAL PRODUCTS 


e Tin Hits Highest Level atid ieiaaeess debian 
Since Suez Crisis in ’56 oe 


i ee! 
130 


120 
110 














ALL COMMODITIES 








Prices OF some nonferrous metals have FARM PRODUCTS 





started to firm. With economists and purchas- oun: 


ing agents noting that the recession is bottom- 90 7 cee eee oe — | 
ing out, many buyers are stepping up their pur- 80 } Bureau of Labor Statistics 1947-49=100 
ar ee 


70L i — 1 1__t a 














chases of raw materials. 
This is the current market situation in a few 
major nonferrous metals bought by P.A.’s: 








Tin: The tin price shot up to around $1.10 
a pound in New York recently, nine cents 
more than P.A.’s were paying at the beginning 
of the year. The last time tin cost more was 
during the Suez crises when the price hit $1.11 
a pound. Speculation about the Laos conflict is 
apparently responsible for the upsurge. 

World tin consumption this year, excluding 
Russia, is expected to total 162,000 tons. If 
this figure holds up, production will run 5000 
to 10,000 tons below consumption during the 
year. 























Copper: Pressure has been mounting recent- 
ly for a price rise. Scrap copper prices have 
been going up and exports — particularly to 
Japan—are at a high level. 

At this writing, many purchasing agents 
are predicting an upward turn in the custom 
smelters’ 29 cents-a-pound price. Custom smelt- 
ers have been holding off on an advance until 
they are certain that it would stick. But with 
the price they have to pay for scrap rising, it’s 
unlikely that they will hold out much longer. 

Brass mill business has also been improving. 
In recent weeks, there has been an increase in 
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For fast sheet delivery in the Midwest 


ALUMINUM 


New source... 
Personal service 


You get fast sheet delivery in the 
Midwest from Dow’s modern Jack- 
son (Michigan) plant—formerly a 
facility of the Sheet Aluminum Corp- 
oration, with 35 years’ experience 
in sheet rolling. You’ll find advan- 
tages in Dow’s personalized service 
on all orders for custom rolled 
sheet, and in the centralized loca- 
tion, too. These mean short transit 
times to customers in the area 
shown on the map at left, plus fast 
in-plant order handling. Together, 
they add up to delivery in a hurry! 


This new Dow plant produces 
aluminum coil and flat sheet, in 
alloys 1100, 3003, 5005, 5050, 5052, 
5357, 5457, 5557. Typical commodity 
items are residential siding sheet, 
lamp base stock, weatherstrip, fin 
stock, and building sheet. 

Send for Dow’s new Aluminum 
Mill Products data book. You'll find 
important details on alloys, sheet 
sizes and facilities. Write for a copy 
today. The Dow Metal Products 
Company, Midland, Michigan, 
Merchandising Dept. 1106EE4-24. 


THE DOW METAL PRODUCTS COMPANY 
Division of The Dow Chemical Company 
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Pulse of Business 


More on Price Trends 


purchases of copper alloy water tubing used for 
new housing construction. 


Lead: Lead buying is continuing at a sub- 
dued level. Recent purchases have mainly been 
of carload quantities at average and flat pric- 
ing bases. 

The federal government has been urged to 
raise import quotas on lead (as well as zinc) 
and eliminate them entirely “in a reasonable 
period of time.” This recommendation comes 
from the powerful Research and Policy Com- 
mittee of the Committee for Economic Develop- 
ment. According to the committee, “No do- 
mestic industry should expect permanent pro- 
tection from market forces, and this is especi- 
ally true when the protection conflicts with 
vital national interest.” 


Zinc: Orders for galvanizing have been mak- 
ing up a good part of the recent business for 
zinc suppliers. Sales of prime Western con- 
tinue to pace the market. 

Deliveries of slab zinc in March, totaling 
70,074 tons, jumped 15% from the previous 
month. However, because production rose 
7800 tons during the month to 78,007 tons, in- 
ventories advanced almost 8000 tons. 


Aluminum: Shipments of aluminum sheet, 
plate, and foil to P.A.’s have been higher thus 
far in 1961 than in the similar period of last 
year. 

For example, in the first two months of this 
year alone, deliveries of sheet and plate totaled 
221,454,000 pounds. This is a 5,532,000-pound 
increase over January and February of 1960. 

During the same period, foil shipments 
amounted to 38,041,550 pounds — compared 
with 36,693,162 pounds in 1960. 
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GOODYEAR EXGLUDIVE! 
ID YOUR oIGN OF V- 


ag¢ 


Goodyear V-Belts’ precision matching 
comes from this exclusive close-tolerance 
matching equipment that length-codes each belt 
to 1/32”. Most other belt manufacturers code 
only to 1/10”. 
Goodyear V-Belts’ precision 
matching assures standout 
performance. Example: only 28 
COMPASS-V-Steel Belts handle 
this big steel saw, normally call- 
ing for 42 belts. Result : the steel 
mill saved $500 at the original 
installation — will save more at 
every belt change. 
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THE GREEN@ SEAL 
BELTS CODED 10 1/32 
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Here’s your assurance that every belt in 
a set matches in length-—pulls together for 
maximum trouble-free horsepower hours 


What’s more, the Green Seal means — 


Dimensional stability that lasts the life of the belt—thanks to 
shrink- and stretch-resistant “muscles” of 3-T Process Cord or 
airplane-type steel cable built into each belt. 


Satisfactory performance even when subjected to dampness — 
because of special mildew-inhibited compounds. 


The most complete line of V-Belts anywhere today — always 


within easy reach through a nationwide network of distributor 
stocks. 


The proper selection of V- Belts to meet your requirements with 
the help of the G.T M.— Goodyear Technical Man — America’s top 
belting specialist. 


So make the GREEN SEAL your sign of savings—in both time and 
money—by calling your Goodyear Distributor. Or write Goodyear, 
Industrial Products Division, Akron 16, Ohio. 


Lots of good things come from 


GOODSYEAR 


INDUSTRIAL PRODUCTS 


al, Compass—T. M.'s The Goodyear Tire & Rubber Company, Akron, Ohio 
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| VV Butterfly Valve! 


| 


MATCHLESS 
‘LUNKENHEIMER 
~ QUALITY 


' 
\ 


FIG. 4026N 


Complete Valve with Ends 
on Casting 


pia W. P. 150 psi. 
| ¢ QUICK OPENING 
» POSITIVE CLOSURE 
+ NICKEL-PLATED CAST IRON 
* STAINLESS STEEL TRIM 
- “O” RING SEALS 


New Lunkenheimer Butterfly Valves are 
compact and lightweight, easy to install 
on any line in a fraction of the space 
required by standard gate or plug valves. 
A quarter-turn of the stem opens the disc 
full or closes it tight. No lubrication is 
required, and ‘‘O"”" Ring seals provide 
positive shut-off in either vacuum or pres- 
sure service. These new Butterfly Vaives 
Teme SP-t0) < | are made to traditional Lunkenheimer 
(Rubber-Lined: Fi. 4151R) standards of quality. WRITE for new 
a - Catalog 613 or call your Lunkenheimer 
2”-18". Screwed, Welded. 
Grooved, or Flanged Ends distributor today for full information on the 
Supplied Separately to Fit 
Your Pipe Cognections new Lunkenheimer Butterfly Valve line 


... available now for immediate delivery. 
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Washington Report 





Kennedy's Goal: Slash 


Unemployment to 4% 


A TURNAROUND in the econ- 
omy is close at hand, with the 
change having been brought about 
by a series of factors—including 
increased government spending 
and rising confidence among bus- 
inessmen and consumers. 

Government spending authority 
—if all the Kennedy programs are 
adopted by Congress—will in- 
crease by between $6 and $7 bil- 
lion this year. State and local 
government spending will be 
stepped up by more than $3 bil- 
lion. 

Walter Heller, chairman of the 
President’s Council of Economic 
Advisors, reports that inventory 
liquidation has been slowing, 
thereby boosting the economy. 
He suggests that it may be the 
third quarter, however, before in- 
dustry goes over into an active 
buildup of inventories. 


Keynes: He had an idea. 
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The upturn in business condi- 
tions will be the first step in 
solving our economic problems. 
It will not cure unemployment 
and will not restore a number of 
the business indexes to peak 
levels. 

Chairman Heller says that the 
present high level of joblessness 
is a direet result of the failure 
of the economy to grow to a rea- 
sonably full potential. If unem- 
ployment had been held to 4% 
of the workforce, the nation’s 
gross national product now would 
be at a $550 billion level—in- 
stead of the $500 billion mark at 
which it is operating. 

The Kennedy Administration’s 
immediate goal is to bring unem- 
ployment down to 4% of the 
workforce. At this level, the un- 
employment caused by the reces- 
sion will have been eliminated. 


Following the eco- 
nomic philosophy ex- 
pounded many years 
ago by Lord John M. 
Keynes, (l.), Dr. 
Walter E. Heller, 
Chairman of the 
Council of Economic 
Advisors supports the 
idea of heavy govern- 
ment spending as the 
way to fight recession. 


To achieve still lower levels of 
unemployment would call for an 
attack on structural unemploy- 
ment, which occurs when labor 
forces are whittled down in de- 
clining industries, such as coal. 
Reduction of structural unem- 
ployment could bring the per- 
centage of jobless down to 3% or 
342% of the workforce. 

One important point that Chair- 
man Heller makes is that the GNP 
must grow by roughly $17 billion 
each year merely to maintain the 
economy at the same level. The 
annual increase in population and 
the continued improvement in 
productivity require substantial 
growth just to keep the same 
pace. 

Heller believes that the meas- 
ures thus far taken by the Ken- 
nedy Administration to cure the 
recession have accomplished their 
purpose. Roughly half of these 
measures were instigated by the 
Eisenhower Administration and 
the remainder by Kennedy. 

These cures will create jobs, 
but not enough to sop up all the 
urgent unemployment. The cures 
will establish a higher demand for 
products, but not enough to utilize 
all of the available plant and ma- 
terials capacity. 

Steps beyond the present call 


Heller: He thinks it’s a good one. 





Premier... 


the galvanized sheet with 
the zinc coating... 


‘ to stay 
thats Or 


Mangle it, give it the tor- 
ture test, the zinc holds 
tight. 





— 


Crimp it any way you want 
—the coating stays on! 


Ay: ~~ Pound it, stamp it, give it 
the works, the coating — 


exe AS never gives up! 


4 
BE 


Form it, bend it, lockseam 
__ it, —the zinc is on to stay! 





Work it to the limits of the steel, 
try your most complicated forming on 
it .. . give it the toughest job in 
the shop . . . you'll find the zinc 
coating on PREMIER Galvanized 
Sheets is on to stay. 

It will not chip, flake, crack or peel. 
You can bend it, stamp it, crimp, 
lockseam, roll form, solder and weld 
any way you want... the coating stays 
right on the steel. 

PREMIER Sheets are strong, to take rough 
treatment, but ductile to form easily. The sparkling 
bright finish reflects the permanence and inner quality 
that mean good looking jobs. 

Galvanized by the most modern continuous process 
PREMIER Galvanized Sheets have the tightest zinc coating ever. 
PREMIER Sheets and Coils are available in wide range of 

gauges and widths for immediate shipment. Call today for the steel 


cuicaco (all HEmlock 4-5800 
miwaukee (atl Hilltop 4-3092 


“GREAT WESTERN [ibecheinodetin 


2300 W. 58th St., Chicago 36, Illinois 


STEEL COMP ANY Milwaukee Office and Plant: 2475 W. Hampton Ave. 


REPRESENTATIVES IN PRINCIPAL MIDWESTERN CITIES 
ESTABLISHED =— 
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Washington Report continued 





for a shot in the arm to capital 
spending. So far, the Kennedy 
program has utilized what have 
become the classical economic 
remedies to combat recession. 

Thus the Keynesian formula of 
government budget deficits has 
been invoked. Personal incomes 
have been bolstered by a con- 
tinued high level of government 
payments. Federal spending has 
been increased and the contract- 
ing rate has been accelerated. 

Special measures have been 
pushed—such as the distressed 
area legislation—to patch up ag- 
gravated area problems. While 
such legislation is considered 
sound by the Kennedy advisers, 
they do not expect the measure 
to be very effective in reducing 
unemployment. 

Housing legislation has been ad- 
vocated to keep new housing 
starts at roughly the same level 
as last year. The Kennedy think- 
ing is that present levels of de- 
mand for new housing do not war- 
rant a sharp increase in the rate 
of housing starts. 

On the other hand, the Ken- 
nedy program calls for loans up 
to $10,000 for modernization of 
existing housing at reasonable in- 
terest rates. This is an entirely 
new government program and in- 
dicates an effort on the part of 
the Administration to rehabilitate 
cities. 

However, to really underwrite 
a major economic recovery re- 
quires a boom in capital goods 
The Kennedy approach is to pro- 
vide tax incentives that will make 
plant and equipment purchases 
more attractive. 

Here the approach is not new. 
The Eisenhower Administration 
favored tax incentives for capital 
investment, and studies and sur- 
veys were made under the last 
Administration that have served 
as a guide for the Kennedy pro- 
posals. 

Congress generally favors tax 
incentives for capital investment. 
But the recasting of the tax sys- 
tem on capital investment is be- 
ing coupled with other tax pro- 
posals that are highly controver- 
sial., 
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@ Weigh Changes in 
Electronics Buying 


Department of Defense admin- 
istrative and procurement officials 
are evaluating an eight-volume 
study of military electronics pro- 
curement. 

The study discusses the possi- 
bility of applying single service 
procurement to electronics. It sug- 
gests that if such a system were 
adopted, the Air Force would be 
the logical military procuring 
agency for all of the serivces. 

However, some officials feel that 
the electronic needs of the three 
services are so diverse and so spe- 
cialized that single service pro- 
curement would not be applic- 
able. In fact, the study concludes 
that electronics procurement 
should be centralized in a De- 
fense Electronics Management 
Center. 

Under such a concept, the cen- 
ter would be staffed by all the 
services. However, the policies 
and operations would come direct- 
ly under the Office of the Secre- 
tary of Defense and would not be 
under the jurisdiction of the in- 
dividual services. 


@ SBA Cuts Interest Rate 
In Labor Surplus Areas 


The Small Business Adminis- 
tration has ordered a cut in in- 
terest rate to 4% on all loans to 
small firms and to local and state 
development companies located in 
areas which have been designated 
by the Department of Labor as 
having a substantial labor sur- 
plus. 

Borrowers in other areas will 
still have to pay the 544% on 
direct loans to small firms and lo- 
cal development companies and 
3% to 544% to state development 
companies. 

SBA Administrator John E. 
Horne says the purpose of the 
interest cut is to encourage in- 
vestment by small business in new 
plant and equipment. He feels 
that this will stimulate business, 
jobs, and income in areas of heavy 


unemployment.—A. N. Wecksler 











Collets, 
Feed Fingers 


— Pais 


For all Automatic Screw 
Machines, Chucking Machines, 
and Turret Lathes. 


Available for: Brown & Sharpe, 
Cleveland, Cone, Davenport, 
Greenlee, Acme-Gridley, Na- 
tional Acme, New Britain, War- 
ner and Swasey, Jones & 
Lamson, Gisholt, Bardons and 


Olive:, Foster, Morey, Sim- 


mons and others. 
One Source of Supply for all 


your collet feed finger and pad 
requirements, means pur- 
chasing economy. 


Send for Catalog 36 


HARDINGE BROTHERS, INC. 
ELC MIRA, Mae. 


Immediate Delivery from Conveniently Located 
Stocks in; 
Atlanta, Boston, Chicago, Dayton, Detroit, Elmira, 
Hartford, New York, Philadelphia, Seattle, Portiand, 
Los Angeles, Minneapolis, Oakiand, Springfield, N. J. 
St. Lowis, and Toronto. 
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ANOTHER REASON FOR CHOOSING 
OWENS-ILLINOIS CORRUGATED BOXES 






How Owens-lilinois put more muscle 
in its corrugated boxes 


MR. STRONGBOX 
LOCALIZED SERVICE FROM: 


Atlanta, Ga. Long Island City, N. Y. 
Aurora, Ind. Los Angeles, Calif. 
Bradford, Pa. Madison, II]. 
Bristol, Pa. Memphis, Tenn. 
Chicago, Ill. Mercedes, Texas 
Dallas, Texas Miami, Fla. 
Detroit, Mich. Milwaukee, Wis 
Flint, Mich. Minneapolis, Minn. 
Jacksonville, Fla. Newark, N. J. 
Kansas City, Mo. Oakland, Calif.* 
Salisbury, N. C. 
*These plants are operated by 


National Container Corporation 
of California, subsidiary of Owens-Illinois. 


After five years of research, Owens-Illinois has redesigned C-flute, a standard 

corrugated arch, to make it stronger than any previously available. 

For corrugated-box users, this new C-flute means: 1) greater protection of 
your product because of increased resistance to crushing, 2) a more rigid 
board, 3) more positive folding during assembly, and 4) fewer high and low 
areas, resulting in better printing. 

Secret of the new C-flute is a structural change in the corrugated arch 
which gives it substantially greater flat-crush strength. Result: a better box 
at no extra cost to the user! 

Let us talk to you about how C-flute can benefit you. 


PAPER PRODUCTS DIVISION Owe NS -[hu NOIS 


FORMERLY NATIONAL CONTAINER GENERAL OFFICES + TOLEDO 1, OHIO 
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Natural rubber now gets only 30% of the market . . . 


Special Commodity Report 


synthetic gets the rest. 


Rubber Price Picture Uncertain 


e Demand Still Greater than Supply 
e Butyl Tires Making Gains 
@ Silicones Will Help Cut Costs 


Rosere PRODUCT prices 
should remain quite stable for at 
least the remainder of the second 
quarter of 1961. The future, how- 
ever, is composed of many un- 
knowns. In early 1960, predic- 
tions were made for record rub- 
ber consumption that year. Meas- 
ured against past performance, 
the year was not really bad for 
the industry, but it did not live 
up to advance notices. Profits for 
many of the larger companies 
were good—even in the face of 
lower production and some lower 
prices—but they were obtained 
by shifting to a “tight ship” policy. 
Companies which did not, or 
could not, reduce costs ended up 
with a very slim profit margin. 

Future prices in the natural and 
synthetic rubber markets can take 
one of several directions. World 
wide consumption of natural rub- 
ber in 1960 was, for the third 
straight year, greater than pro- 
duction—with the excess made up 
by withdrawals from national 
stockpiles. At current prices, how- 


ever, stockpile sales are effec- 
tively stopped. Therefore, an in- 
crease in demand or any appreci- 
able buying by Russia or Red 
China could start prices upward 
again. 

Offsetting this, higher prices 
would permit stockpile sales again 
and would make the new “syn- 
thetic natural” rubbers competi- 
tive in price. In addition, increased 
capacity for synthetic rubbers in 
the free world should tend to re- 
duce demand for natural rubber 
unless consumption picks up to a 
degree greater than now pre- 
dicted. Thus the price of natural 
may fluctuate, but only within a 
very narrow range. 

The lower natural rubber price 
and lower consumption are hav- 
ing an effect on the synthetic 
rubbers. SBR (styrene-butadiene 
rubber) plants, normally run on 
an around-the-clock basis, have 
had complete shutdowns for the 
first time since the end of World 
War II. While list prices for SBR 
have remained steady, a further 


softening of this market might 
see a reduction for at least some 
grades. 

Neoprene, butyl, nitrile, and re- 
claimed rubbers also had con- 
sumption drops during the year. 
All except nitrile, however, had 
increased exports which helped to 
offset the domestic drop. Little 
change in price is expected in 
these grades. 

The effect of the “synthetic na- 
tural” elastomers (polyisoprene 
and polybutadiene), along with 
newcomers such as ethylene-pro- 
pylene rubber, has not yet become 
clear. When plans for these stereo 
specific rubbers were made, na- 
tural rubber was selling quite a 
bit above their expected selling 
price. Now with direct price com- 
petition from natural, demand and 
future expansion of facilities for 
these rubbers are being ques- 
tioned. Companies not yet com- 
mitted to a stereo rubber program 
are marking time to see which 
way the wind blows. 

Biggest question mark in rub- 
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When your requirements involve forgings or deep drawn stampings,—and if you are 
faced with the problem of reducing cost and improving quality take advantage of Transue 
& Williams Cost and Quality Research. There are excellent possibilities that our experi- 
ence gained from producing a variety of forgings and stampings for many industries can 
be a valuable aid in helping you solve your forging and stamping parts problem. Write 
or call us today or send us a print to learn how we can be helpful. 


Finding better ways to reduce cost and improve quality through experience. 


Sales Offices: Philadelphia * Old Saybrook (Connecticut) « Chicago ¢ Detroit « Dallas ¢ Los Angeles 


Sizes: 1 ounce to 500 pounds Sizes: 3 inches by 3 inches, to 


Materials: Carbon and Alloy ne 60 inches long, 40 inches wide 
Steel, Non Ferrous and Stain , WE and 16 inches in drawn depth 
less, Titanium, Pure Molybde 
num, and High Temperature 
Alloys (Plain of Heat Lic--)<-1)) 


Materials: Steel, Stainliess-and 
Aluminum. (Blanking, form 
ing, welding, sub and fina 


—— *, 4 assemblies) 
IT’S BETTER c } 


&& 
WILLIAMS 


FORGINGS AND 
DEEP DRAWN STAMPINGS 


> 
TRANSUE “y , ALLIANCE, OHIO 
aL 


" 
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ber, as in most other fields, is 
what is the American consumer 
going to do. But certain segments 
of the rubber industry supplying 
replacement parts are hardly 
aware of the recession. Because 
of the slowdown in new car pur- 
chases, sales of replacement tires, 
hoses, belts, wiring, and wiper 
blades have been very good. Un- 
less the economy declines further 
and dries up even some of these 
replacement sales, this part of the 
industry should continue at a 
steady pace. 

Another group holding up well 
are the makers of automobile 
mountings. The introduction of 
unit body construction has opened 
up a new area for mounts be- 
tween the body and frame to elim- 
inate rattles and vibrations. Fur- 
ther adoption of this type con- 
struction should increase this bus- 
iness. 

The poor profit picture in many 
of the smaller companies, both 
tire and mechanical goods manu- 
facturers, has led to several merg- 
ers or sales to larger companies. 
A slow upward drift in the econ- 
omy will probably not be suffi- 
cient to prevent more of these 


Special Commodity Report continued 





consolidations. 

The rubber industry may be 
heading into a situation somewhat 
similar to that in the plastics field. 
New elastomers being introduced 
or older ones moving into new 
uses may—instead of replacing 
other types of materials—replace 
other rubbers. 

For example, butyl rubber has 
moved into tire production and 
urethane threatens to do the 
same. Stereo rubbers and ethy- 
lene-propylene threaten to take 
over both natural rubber and SBR 
products. Other stereo rubbers 
still in the laboratories may also 
come along and move into estab- 
lished uses. 

There are several developments 
worth watching in the tire field. 
The butyl tire, now marketed by 
at least three major vendors, may 
continue to make gains. This pre- 
mium tire offers a lot in comfort 
and safety. A curious sidelight, 
however, is the change in driver 
habits it permits. 

When SBR treads were intro- 
duced several years ago, it was 
common to hear tires squeal when 
cornering. New tread designs 
helped to eliminate this, but the 
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of Synthetic to Total 


Although rubber consumption in the U.S. varies considerably from year to 
year, the overall trend is to heavier use, with synthetic rubber playing an in- 


creasingly larger role. 
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major factor was drivers’ adoption 
of slower cornering to keep below 
squeal speed. The no-squeal butyl 
tread permits a driver to develop 
faster cornering habits—resulting 
in a wearing away of the tire 
shoulder and lower tread wear. 


Reaching the Ultimate 


Another tread development is 
the introduction of the Tomarkin 
process. In this process, small 
chunks of a harder elastomeric 
material are introduced into the 
tread compound during manufac- 
ture. The resulting rough tread, 
using regular summer tread de- 
signs, outperforms snow treads 
on light snow, ice, or wet pave- 
ments. The ultimate in stopping 
ability may soon be reached since 
faster stops would endanger pas- 
sengers thrown forward and cause 
more rear end collisions. 

The controversy between nylon 
and rayon tire cord will continue 
—with the possible entry of Dac- 
ron or other fiber to complicate 
the picture even more. A possible 
compromise is the recent intro- 
duction of a four ply tire using 
two inner plies of nylon and two 
outer plies of rayon. This tire 
takes advantage of the comfort 
and wear of rayon, while includ- 
ing the added strength of nylon 
where needed most. 

In the industrial field, a new 
silicone rubber—self bondable to 
metals—should permit the pro- 
duction of more satisfactory in- 
tegral parts with perhaps even 
some cost savings due to fewer 
production operations. 

Development of new compound- 
ing ingredients, the use of mole- 
cular sieves for vulcanization con- 
trol, high temperature curing, and 
room temperature curing should 
provide rubber parts buyers with 
an even greater selection to meet 
their needs. Supplies of all mate- 
rials—except for some of the new- 
ly introduced items—are ample, 
so that purchasing agents should 
be able to get rubber parts when 
and where desired. The only de- 
lay which may be encountered is 
on lead time since most rubber 
parts are made to order rather 
than being stock items. 
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CONVENTIONAL FUSE 


40,000 amp test proves CLF" fuse protects — Conventional fuse fails 


SAFETY you can see ? 


The explosion of a fuse box from a severe short- 
circuit, such as 40,000 amps, can be highly dangerous 
to costly equipment and to personne! maintaining it. 
As your power system expands, your short-circuit 
level may exceed the safe interrupting capacity of 
conventional fuses, causing such an explosion. 

General Electric’s new Class J, Class H and Class L 
CLF fuses are laboratory-tested to supply an inter- 
rupting capacity of 200,000 amps, providing safe pro- 
tection when you need it most. The maximum current 
passing through a CLF fuse is limited by specially- 
designed silver elements. 


The 40,000 amp test above illustrates the risk of 
allowing conventional fuses to protect your electrical 
power system. Elements in many conventional fuses 
allow the short-circuit level to reach a point which can 
touch off a damaging explosion. With today’s costly 
equipment, conventional fusing is a risk you can’t 
afford. 

As your power system expands, specify General 
Electric CLF fuses . . . specify safety you can see! For 
further information, write section 618-01, General 
Electric Co., Schenectady 5, N. Y. 

CLF is the trademark of the General Electric for high interrupting 
capacity fuse which meets new NEMA standards FU 1-19 
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Progress /s Our Most Important Prodvet 


GENERAL @@ ELECTRIC 


Business Upturn Reported 
By Purchasing Assns. 


Reports on improved business 
conditions continue to come in 
from NAPA regional associations. 
There seems to be no doubt that 
most purchasing executives feel 
that a definite economic pickup 
is in the making (see p. 11). 

The Cleveland association, for 
example, reports: “The glow on 
the business horizon seems to be 
a little brighter and there are in- 
dications that it will not be too 
long before we should have con- 
crete evidence of an upturn. Al- 
though we reported a consider- 
able worsening of production last 
month, this has now leveled off 
to a point where it can almost 
be safely stated that the bottom 
has been reached. New orders 
have strengthened and this should 
be reflected in the production 
picture in the weeks ahead. There 
is more optimism and encourage- 
ment expressed by the commit- 
tee members in March than we 
have encountered for many 
months. Business is still not good, 
but we feel we are seeing the 
beginning of the trend long antici- 
pated. New order quantities re- 
main small but there is an in- 
crease in the number of new or- 
ders reported, which the mem- 
bers feel is a healthy sign.” 


Los Angeles Is Optimistic 


Report from the Purchasing 
Agents’ Association of Los An- 
geles carries out the same theme, 
reporting the outlook this way: 

Exceptionally strong showings 
were made by two of the major 
indicators, production and new 
orders, in the business survey for 
March. Although the gain indi- 
cated for employment, the third 
indicator ordinarily associated 
with “good” business conditions, 
is much more modest, it never- 
theless entered the positive side 
for the first time. A continuation 
of the rate of improvement is 
forecast for April. 

The small negative figure for in- 
ventory actually marks a sharp 
change in the rate of decline, 
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which had averaged —14.4 for the 
preceding five months. Prices, al- 
though consistently negative, 
have shown no marked trend, 
most answers falling into the “no 
change” category. Nationally, 
prices are mostly “no change.” 


GM Is Indicted for 


Locomotive Monopoly 


In line with the recent crack- 
down on antitrust violations, the 
government has indicted General 
Motors Corporation for using its 
vast financial power to monopolize 
the Diesel locomotive industry. 

According to the charges by a 
federal grand jury in New York, 
GM used illegal sales methods 
to suppress competition and to 
capture over 84% of the total loco- 
motive business in the country. 

This action was the first of any 
of the grand juries that have been 
examining various aspects of 
GM’s activities since the end of 
1959. 

The government says that GM 
has monopolized the manufacture 
and sale of railroad locomotives 
for many years. The company 
was indicted under Section 2 of 
the Sherman Act. 

GM entered the locomotive in- 
dustry in 1930. Since 1946, its 
locomotive sales have totaled $2.7 
billion. Its volume from all divi- 
sions last year was $12.7 billion. 

The Justice Department says 
that GM is “probably the nation’s 
largest shipper of freight.” This, 
it notes, gives the company a 
powerful reciprocity weapon to 
pressure the railroads into buying 
GM locomotives. 

In addition, says the govern- 
ment, GM has virtually excluded 
its competitors from the industry; 
controls substantially all of the 
rebuilding, remanufacturing, and 
upgrading of locomotives; and has 
attained a dominant position in 
supplying locomotive parts. 

Frederic G. Donner, chairman 
of GM, declared that the company 
“is not guilty of the monopolistic 
practices charged in the indict- 
ment. This will be clearly estab- 
lished at the trial.” 


Steel Buyers See Slight 
Economic Improvement 


Most steel buyers feel that a 
general improvement in the econ- 
omy is now underway. They ex- 
pect a slight pickup in business 
in the second quarter though they 
admit no “fantastic” economic 
spurt is in the cards. 


Predict Steady Prices 


That’s the summary of the 
latest market report issued by the 
steel committee of the National 
Association of Purchasing Agents. 
The report was released by A. G. 
Ruediger, chairman of the com- 
mittee and director of purchasing 
of Carrier Air Conditioning Com- 
pany. 

In commenting on steel, the 
committee notes that, “There is 
no real improvement in the over- 
all demand for steel. Fifty per- 
cent of the buyers reporting are 
operating with lower steel inven- 
tories . . . Only 5% see higher 
mill prices through the third quar- 
ter while 95% see prices remain- 
ing steady to the fourth quarter.” 


Galvannealed Price Reduced 


Regarding specific steel items, 
the committee says that base 
prices and extras on galvannealed 
steel were reduced, putting this 
product closer to the price of gal- 
vanized. The report adds that, 
“the Fairless Works’ black plate 
is down ten cents per hundred- 
weight and Fairless electrolytic 
tin plate is down ten cents per 
hundredweight.” 

According to committee chair- 
man Ruediger, “Some warehouses 
are offering mill overruns at low- 
er than mill prices. In the New 
England area, hot-rolled stainless 
strip is being offered at lower 
prices due to a tough competitive 
situation.” 

On delivery, the steel commit- 
tee reports that “Lead time on 
tin mill products has lengthened 
to six weeks in the Midwest.” In 
addition, lead time on zinc-coated 
sheets is now five weeks in the 
East and Midwest. 
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NOW! A HEAVY GAUGE, POLYMER COATED FILM WITH 


12.6% GREATER YIELD! 





Here is a 600 gauge, premium performance, 
polymer coated cellophane that costs no more 
than comparable films—yet it gives 12.6% 
greater yield. What’s more, new 600RS offers 
extra strength that virtually ends bag break- 
age—true transparency and sparkle that pro- 
vide maximum appetite appeal—freshness and 
flavor retention that increase shelf life. Equally 
as important, 600RS prints with jewel-like 
quality. And it sails through bagging machines 
in a breeze—seals quickly and securely over a 


SOORS CELLOPHANE 


wide temperature range. Don’t settle for less 
than this overall economy in your bagging oper- 
ation. Phone or write us for an appointment 
with our representative or a selected cellophane 
converter specializing in your field. 


—_________+ 


Write for our 
new folder— 
"*Avisco 600RS 
cellophane.” 


| 600 RS CELLOPHANE | 





AMERICAN VISCOSE CORPORATION, FILM DIVISION, 1617 PENNSYLVANIA BOULEVARD, PHILADELPHIA 3, PENNSYLVANIA. 
SALES OFFICES ALSO LOCATED IN ATLANTA, BOSTON, CHICAGO, DALLAS, LOS ANGELES AND NEW YORK. 
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ON UNITED AIR LINES...THE WORLD’S LARGEST JET FLEET... 
FOR FASTER, MORE FREQUENT AIR FREIGHT SERVICE 


At the rate of once every fifteen minutes, every 


day, a United Air Lines Jet Mainliner® takes 
off. And every flight carries freight—up to 
14,000 pounds. United serves more U.S. cities 
by jet than any other airline... gives you the 
convenience of frequent service plus the speed 
needed for same-day delivery. 

But the fact that United Air Lines operates 
the world’s largest jet fleet is only part of the 
United Air Freight story. These jets are backed 


by a fleet of Mainliners and fast, all-freight 
Cargoliners scheduled to fit your needs. This 
total freight lift gives you a wide choice of 
flights night and day, to major cities through- 
out the nation. 


Add United’s unique Extra Care in handling 
and expediting and you have the best, surest 
way to ship. Call your freight forwarder, or 
any United Air Lines sales office, for your 
next shipment. 


WORLD’s LarcesT vet FLEET [UNITED xnown FoR EXTRA CARE 
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fe Much of the beauty of Chrysler cars 


The proper foundation of a Chrys/er-style paint job shows itself in this gleaming Plymouth 


““‘body-in-white’’—stee 


Body parts for Chrysler cars emerge f 


of huge presses and coils and 


steel. Floor pans are formed, to be 


into single unitized assemblies 
by fully-automated resistance 
stamped with great precision, a 


Squeeze out car roofs, without a bre 


m a complex 
of flat rolled 
ed further on 
major parts 
Doors are 

) ton presses 


k or blemish. 


wit the surface finish a truly fine car must have. 


This is Chrysler Corporation’s Ohio Stamping Plant, 
giant of the auto industry, where 28 major stamping 
lines eat 2000 tons of steel a day and produce 600 
different body parts. Steel is the basic raw material 
of this amazing plant—and the men who buy and 
use it know exactly what they need. As a regular 
supplier, J&L matches their needs consistently 


Jones & Laughlin Steel Corporation 


STEEL 3 GATEWAY CENTER, PITTSBURGH 30, PA, ‘ 
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Feast your eyes Notice how the steel itself contributes to the elegance and grace 


of Chrysler styling w, even in this raw metal stage, the ‘‘body-in-white”’ has a lustrous finish of real beauty. 


comes from the steel itself 


Each die-forming situation is individual and de 
a specific set of metallurgical properties from 
steel. In many cases, the factor of extreme imp 
ance is surface finish of the steel. Other t ra 
ing quality is paramount. And often, combinations 
of these and other qualities are needed, balanced 
one against the other with metallurgical precision. 


The Ohio Stamping Plant may be big. But it is a 


tight operation—efficient, competitive, economical, 
with full control of quality at all times to insure the 
beauty and soundness of Chrysler bodies. That J&L 
steel is bought regularly, and used at one time or 
another in all the major parts produced by the Ohio 
Stamping Plant, speaks well indeed for J&L quality. 


<a 


: is is e roof line--at full rate of pr on. J&L is o 
This Steelmark identifies on Dt 80-inch, 0.07 Boy ale 
products made of steel. 1 Line t be , So drawing 


Look for it when you buy, 





“KeM’ BUYER’S GUIDE 
TO QUALITY 
ASBESTOS PRODUCTS 
FOR INDUSTRY 





“K&M” K-BOARD withstands soaking heat up to 1200°F. 
Tough, rugged “K&M” ®K-BOARD is a rigid-type insulating 
panel immune to steam, heat, and humidity. In addition, it 
offers you low thermal conductivity, remarkably low density, 
plus a good strength-weight ratio. You can cut, drill, and 
nail the 42” x 48” panels with ordinary carpenter’s tools. 
Paint them. Form them into curved sheets and special 
shapes. “K&M” K-BOARD sends your maintenance and 
replacement costs into a sharp dive, when used as: walls, 
firedoors, ceilings, and floors of buildings housing heat- 
generating equipment, or whenever you need a rigid 
insulating panel. 








“K&M” ZEBRA Pipe Insulation stands up under shock “K&M”" Gasketing Materials remain pliable and resilient ! “K&M" KON-X BEARING PADS reduce vibra- 
and heat! “K&M” ZEBRA®@ is a tough, multi- K&M” Compressed Asbestos Sheet Packings tion on concrete structures ! **-K&M’’ Kon-X 
layer pipe insulation . . . for low, medium and can be used for general industrial applications, serves as a bearing pad between pre- 
high temperatures .. . that won’t crack or warp Diesel engines, refrigeration industry, automo- stressed and precast concrete beams and 
Withstands intense vibration. Minimizes han- tive, aircraft engines, and oil refineries. Grades abutments. Allows for expansion and 
dling breakage. Speeds application, because it for use against hot oils, gasoline, and refrig- contraction with least wear. Reduces 
comes in half-sections exclusively. It’s easy to erants. Meets military and naval specifications, spalling and cracking—cuts maintenance 
cut and fabricate. Won’t cause skin irritations. as well as aeronautical specifications. and replacement costs. 


“K&M” Asbestos Tapes and Tubing are fireproof You can rely on the quality and the performance of any 


and flexible! “-K&M” Asbestos Tapes are “K&M” asbestos product ... because they’re backed by over 
non-ferrous for high voltages . . . ferrous : b ; : ; ‘ales : a 

for high temperatures. Insulate i ' eighty-five years of experience. Forinformation onany “K&M” 
icth cranes Tobias ts or ——_—. product, write to: Keasbey & Mattison Company, Ambler, 
tremely flexible for use on electric 3 4 Pa., Dept. I-341. 

coils and transformer leads. . . 


to protect wires and power cables “Sreps F In Canada, write to: Atlas Asbestos Company, Limited, 
against heat due to arcing. 5600 Hochelaga Street, Montreal 5, P.Q., Dept. 1-341. 


Keasbey Mattison at Ambiler GED 


For More Facts Write No. 174 on Infcrmation Card—Page 32 


For More Facts About Ad 
36 


on Facing Page Write in No. 175> 











WOT MELE ~ a ~ 
4 PWS crt ay 


dae Ws, sgn Met as re * a 4 
<4 My: PSS Nga sitet RED, Wap cece 
‘ . wate 4 PNA aye 
ea PLL x saa: 





\ pemenamna tienen. 
ee CMA OACONE nn saa. Sees me 


a 




















oO @e-.2's's.6 6 © 8' Oe CO CG 


: If you buy bus conductor... 
: One minute of your time now 
- can mean *38000 to your company 


One minute is all it takes to read this message. 


Rome Cable Division supplies And $3000 is how much one P.A. 
, ALUMINUM WIRE AND CABLE : , 
SOPPER WIRE AND CABLE * selected aluminum bus conductor for a new 13,000-sq-ft plant. 
ALUMINUM BUS CONDUCTOR s i ol 
* ALUMINUM CONDUIT . The reason for this saving: Alcoa 


saved in direct material costs alone when he 


aluminum bus costs only one-third to one- 


eee eee eee eeeee s+ half as much as copper bus of the same current-carrying capacity. 
, ft ‘ If you bought the same amount of bus conductor as this P.A. did, initial cost 
aco . savings could be worth $3000 to your firm! 
. f L . ’ Other savings, too. Lightweight Alcoa aluminum bus installs quickiy. It is easy to 
. 4 —_ - form, punch, drill and join. 
” Sie 
. 4 ‘ Your Alcoa distributor can give you 


4 j | the facts on sizes, shapes and availa- p+N L Cc oO ys 


bility. Or write to Rome Cable Divi 


sion of Alcoa, Department 14-31, cet OME CAB LE 


Rome, New York. o 4 v4 S20'O & 


@ 20 Dozen Rolls Per Minute 


450 feet of Duraweld rush oven- 
fresh baked goods through West- 
ern bakery. 


@ Faster, More Efficient 


Duraweld reduced downtime at Mid- 
western brewery. 


©) 300 Containers Per Minute 


Duraweld speeds 2-0z. to 1-gal. 
containers through Resina High- 
Speed Screw Capper. 


©@ Over 200 Per Minute 


Duraweld handles vials, cans, 
bottles and jars on John Burton 
Automatic Cellubander. 


from breads 

to beer 

to beauty 
alds... 


*< 


ae) j 


gn 
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Top Plate Conveyor Chain 


delivers the goods to reduce 
processing, packaging and product handling costs! 


You can reduce production costs with smooth-running, longer lasting 
DIAMOND Duraweld Conveyor Chain. Duraweld is all steel (stainless 
if you prefer) that shrugs off wear, solvents, and scalding deter- 
gents. Streamlined design permits higher operating speeds and loads 
with less maintenance and downtime. 


Duraweld top plates are welded to roller chain linkplates to 
reduce weight and cost; permit the use of wider support rails that 
improve top plate load capacity and load distribution. This, plus 
deep sprocket engagement, insures smooth high speed operation. 

For complete information, call your D1amMonp Distributor or write direct 


to DIAMOND CHAIN COMPANY, INC., A Subsidiary of American Steel 
Foundries, Dept. No. 521, 402 Kentucky Avenue, Indianapolis 7, Indiana. 


soeuentm.e DIAMON HAINS 


property of Diamond Chain Company, Inc. ® 
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have you checked 


the \A'BIO\'s of your 


compressed air system 
lately ? 


It’s only basic that the most modern, most efficient 
air-operated equipment is only as effective as the 
power supplied to run it. Cut the power and you cut 
the effectiveness. 

Today, in this most modern era, there’s scarcely a 
plant where all air-operated equipment is running at 
peak efficiency . .. and the culprit is low air pressure. 
Restoring full air pressure will effect tremendous dol- 
lar savings for you. 

Why not call on the person best versed in com- 
pressed air applications . . . Your local INGERSOLL- 
RAND sales engineer or authorized distributor. He 
has been trained to look over your compressed air 
requirements and make the most economical but still 


the most effective recommendation. 


Ing ersoll-Rand 


88A3 11 Broadway, New York 4, N. Y. 


Package d airT-co le a air compre ssors, 


Vy through 20 horsepower 


?. 


ee aera 
Teer 5 


seems 


Write today for your free copy of I-R Form 213B “A Better Air Power System”. 
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Information For Your Catalog Files 





POWER TRANSMISSION EQUIPMENT 


Catalog GC-101-F illustrates and describes a line 
of power transmission equipment. Includes wide- 
range variable speed belts, poly-V belts, and gear- 
belts. The bulletin also lists a comprehensive line 
of roller chain and sprockets. 


Browning Manufacturing Company 
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RELAYS 


Bulletin 10 covers general purpose relays. The 
data sheet provides detailed coil data and contact 
nomenclature in two tabular presentations. Covers 
open, plug-in, and printed circuit applications. 


Industrial Timer Corporation 
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RESISTORS 


Bulletin No. 42-1051 describes linear motion vari- 
able resistors. The brochure contains specifications 
on six types. Also includes information on me- 
chanical and environmental inspection 


Globe-Union, Inc. 
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ROLLING DOORS 


Catalog No. 6101 describes and illustrates rolling 
doors and partitions. The 20-page bulletin gives 
complete information, architectural specifications, 
and detail drawings. Includes charts and blue- 
prints. 
Cookson Company 
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SAWS 


Catalog No. 60-CT lists carbide-tipped circular 
and band saws. Illustrated to show different tooth 
styles. Gives usage recommendations for each type 
of saw and includes pointers on care and main- 
tenance. 
Borg-Warner Corporation 
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SILICON RECTIFIERS 


Bulletin No. 300 gives electrical and mechanical 
specifications on silicon rectifiers. The illustrated 
catalog includes cutaway drawings and typical 
operating characteristics. 
Syntron Company 
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STAMPED GEARS 


A 16-page catalog illustrating and describing 
stamped gears. Also provides detailed tables giv- 
ing critical specifications for segments, internals, 
sprockets, and ratchets. Gives data on center hold 
shapes, tooth parts, and diametral pitch rules and 
formulae. 

Winzeler Manufacturing & Tool Co. 
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STEEL 


A file folder describing cast-to-shape steels. Sec- 
tions describe patterns, molding, melting, finishing, 
and quality control. Covers five principal grades 
of steel castings. 
Vanadium-Alloys Steel Company 
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SWITCHES 


A brochure on high-speed rotary switches. Gives 
descriptions and application data. Covers switches 
for telemetering, programming, commiutating, 
sampling, multi-plexing, and computing. 
Royal McBee Corporation 
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TAPS 


A handbook describing various kinds of taps. In- 
cludes a material list, tap selection tables, infor- 
mation on use, a price list, and a gage selection 
table. 
Hanson-Whitney Company 
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THERMOCOUPLE WIRE 


Bulletin 1-500 illustrates and describes thermo- 
couple wire and accessories available for assem- 
blies. The 12-page brochure includes prices, cata- 
log numbers, and ordering information. 


Claud $. Gordon Company 


Write No. 11 on Information Card—Page 32 


TRANSFORMERS 


A two-color, 36-page catalog describing single 
phase, three phase, and phase change dry type 
transformers. Includes photographs, wiring dia- 
grams, specifications, and prices. 


Atlantic Transformer 
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Find it Fast 


“We turn to the Yellow Pages first to locate in The 
items we've never purchased before,” 


Yellow Pages 


says Wes Richards, Purchasing Agent, Omark Industries, Inc., Portland, Oregon America’s buying guide 


for over 60 years! 


“Many of our orders are for new items or for “We have a number of out-of-area Yellow Pages 
special kinds of equipment. We usually find their directories on hand—to help us locate the where- 
sources easily in the Yellow Pages.” abouts of various sales offices.” 


“The ads under various Yellow Pages headings “Recently, we needed an expert on government 
give us a lot of essential information that helps packaging requirements, and found him easily — 
us in our purchasing.” through the Yellow Pages.” 





Catalog Files. 





rf in a series of washroom survey comments, 


from “SBS soap counlenhare: ARC WELDING PRODUCTS 
Bulletin 7000.7 covers a line of arc 
welding products. Presents informa- 
tion on AWS electrode classification 
and discusses correct electrode se- 
lection for every type of welding 
application. Lists arc characteristics, 
welding procedures, and physical 
properties for each electrode. 
Lincoln Electric Company 
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FANS 
Bulletin AFF-61 covers axial-flow 


fans for heating, cooling, ventilating, 
fume removal, and drying systems. 
The 16-page illustrated catalog de- 
scribes fans with direct-connected 
motors and designs with V-belt 
drive. Includes features, construc- 
tion details, optional equipment, 
specifications, and tables of capaci- 
T. J. O'Brien ‘~ ties and dimensions. 

SBS Division Manager and “% 4 A. 4. Wing Sty, Go. 


veteran soap counselor on : Write No. 14 on Information Card—Page 32 
our East coast, reports these a 


conditions at a large plant ' bY 
in his area: ; LIFT TRUCKS 


Catalog BU-660 describes a line of 
“We found soap waste a major problem in 17 of the 27 wash- lift ‘rucks in the 2000- to 10,000-Ib 
rooms surveyed. Waste powdered soap deposits made an unsightly capacity ranges. The 16-page bulle- 
mess of washbasins and made floors dangerously slippery — ran tin has photographs and other illus- 
2 Me ; : trations which cover design, con- 
up unnecessary housekeeping costs. Employee morale took a beat- ae? j 
‘ struction, and operating features. 
ing even though management was paying through the nose. lachuden peiiet caredh tak Well 
“They were very interested in viewing ‘Operation Pinpoint-— came. 
especially the part that points out how easily SB5 60 Cream Allis-Chalmers Manufacturing Co. 
Deodorant Soap prevents waste. We demonstrated afterwards Write No. 15 on Information Card—Page 32 
how this thick-bodied cream clings to the skin, won't drip or run 
off like a liquid or powder. We also pointed out that only 36 ‘SBS SWITCHES 
60’ dispensers, filled twice weekly, will do the work of the 67 
dispensers now in use that need filling once a day!” A 20-page bulletin COME, Se 
cision switches for industrial, com- 
Money-saving suggestions like this begin mercial, and data processing appli- 
with OPERATION PINPOINT-a thought- cations. Catalog 104 includes photos 
provoking presentation filled with facts and condensed descriptions of over 
about skin hygiene and washroom main- 200 items, including miniature, spe- 
tenance. The SBS soap counselor serving cat purpose, lighted pushbutton, 
your area can pinpoint the right soap to toggle, limit, proximity, and mer- 
do every skin cleansing job best and at cury switches. 
lowest cost in your plant. Let him show Minneapolis-Honeywell Regulator Co. 


you OPERATION PINPOINT . . . just Write No. 16 on Information Card—Page 32 
call your nearest SBS office, collect. 











THERMOSTATS 


Bulletin 3560 covers type GP com- 
mercial thermostats. Gives technical 
information, such as ratings, ranges, 
tolerances, and differentials. In- 
REA a cludes photographs and line draw- 
SAGINAW, MICH. © Los Angeles, Calif. * Newark, N. J. ‘ ings. 

suites Sah Chemical By-Products, Ltd., Toronto, Ontario = Stevens Manufacturing Company, = 
pee ee te ee | Write No. 17 on Information Card—Page 32 
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GAYLORD follows up with 


complete packaging service 


Behind every Gaylord man and every 
Gaylord box is a fully integrated, nation- 
wide organization staffed and equipped 
to track down hidden packaging costs 
before they waylay you. 


Don’t let design, production or delivery 
haunt you. Call your Gaylord Man. He’s 
almost as close as your shadow. 


G> CROWN ZELLERBACH CORPORATION (fp) 2<sscscesceee~ 


GAYLORD CONTAINER DIVISION 


IJ HEADQUARTERS. ST. LOUIS 
PLANTS COAST TO COAST 


For Mcre Facts Write No. 179 on Information Card—Page 32 For More Facts About Ad 
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| Be sure of 
is sta. 

s to be sure of 
the standard 


eo 


a 





ou specify 


The TUBE-TURN trademark is more than a 
trade mark. It identifies a standard of per- 
formance and satisfaction. It has universal 
recognition and acceptance as a mark of known 
value. 

TUBE-TURN components for welded piping 
systems are the product of decades of pioneer- 
ing, of a wealth of experience without equal, 
of an investment in related research and engi- 
neering exceeding that made by all other such 
manufacturers combined. These are important 
considerations in this era of widespread deceit 
and subterfuge. 

Simply copying TUBE-TURN products is an 
obviously easy shortcut to look-alike substi- 
tutes. When such impostors sneak into jobs 
through the “or equal’? loophole in many 
specifications, however, it is impossible to be 
sure they meet TUBE-TURN standards. Only 
costly and time-consuming laboratory testing 
can prove it. And such testing, if undertaken, 
cannot be conclusive because the proper tests 
destroy the samples and there is never assur- 
ance of uniformity in any quantity delivered. 

The substitution of anything for genuine 
TUBE-TURN welding fittings and flanges is 
difficult to understand or justify. TUBE-TURN 


quality demands no premium. TUBE-TURN 
products are always priced competitively with 
truly comparable items. Any so-called “bar- 
gain’’ substitutes must be substandard in 
value! What “saving” can possibly justify the 
risk involved when a single failure may easily 
result in losses greater than thé cost of the 
entire piping installation? 


Inferior Substitutes 
Can be Avoided! 


Specifications calling for TUBE-TURN products 
with the customary ‘or equal’? wording need 
not be the open door to risk or trouble. Re- 
sponsible suppliers and contractors will not 
only serve you honestly and properly, they 
will be glad to provide proof of it. They will 
give you an affidavit that they have met your 
specifications to the letter...and they will 
identify and describe whatever substitutes they 
elected to supply within the “or equal’”’ lati- 
tude allowed. This is a sensible procedure for 
everyone concerned. Write us today for a 
copy of Bulletin 1031-D-251 on this subject. 
TUBE TURNS, Louisville 1, Kentucky. 


“TUBE-TURN” and “tt” Reg. U.S. Pat. Off. 


TUBE TURNS 








Oy 


LIFESAVER For The 
Men Who Design Piping 


Tube Turns offers not only the 
most complete line of properly en- 
gineered welding fittings and flanges 
for utmost flexibility in planning 
any piping installation, but a wealth 
of technical data and able engineer- 
ing assistance without counterpart 
anywhere in the world. Standard- 
izing on TUBE-TURN piping com- 
ponents saves time and trouble. 


on 
ony 
é 


LIFESAVER For The 
Men Who Buy Piping 


The world’s most complete line of 
welding fittings and flanges, over 
12,000 regularly stocked TuBE- 
TURN items, permits every speci- 
fication to be met without com- 
promise or delay. A fully responsi- 
ble Tube Turns Distributor is as 
near as your telephone to give 
prompt delivery of all your needs 
from one source on a single order. 
Saves time, paperwork, multiple 
checking, piecemeal! deliveries and 
the inevitable problems of divided 
responsibility. You save money 
when you standardize on TUBE- 
TURN piping components! 


O%. 
fy ~~ 
w 
aL’ 
LIFESAVER For The 
Men Who Install Piping 
Time is money in the assembly of 
a welding piping system. TUBE- 
TURN welding fittings and flanges 
do not require remanufacture or 
compromises . . . or the delays that 
result from rejections. They are 
uniform, precision-engineered for 
easy, time-saving installation. And 
you can put them in and forget them 
because they are dependable. TUBE- 
TURN piping components cost less 
because they save more in every 
way! 


TUBE-TURN Welding 
Fittings And Flanges Are 
Stocked By And Sold 
Exclusively Through 
Authorized Distributors. 





Why take less... when CORDLEY 


offers more: 


More Cooler Experience. Water 
Coolers are Cordley’s only business, 
not a side line. 


More Assurance of Satisfaction. 
Cordley’s full 5-year guaranty is by 
far the strongest in the industry. 


More Help in choosing the right 
coolers for your use...from Cordley’s 
line of 28 job-rated models. 4439 


The New CORDWALL LINE 


No plumbing shows. 
Flush to the wall. No 
dirt can get behind. 3 
wall models for instal- 
lation at any height. 5 
floor models. See Yel- 
low Pages for nearest 
Cordley Distributor. 
Ask for Catalog 61. 


CORDLEY & HAYES 


Specialists in water cooling since 1889 


443 Park Avenue South, New York 16, N.Y. 
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Letters To 


The Editor 





SERVICE WITH A SMILE 
Dear Sir: 

We would like a tearsheet, re- 
print, or photostat of the arti- 
cles listed below: 

“Reciprocity Doesn’t Have To 
Be A Dirty Word” by Leonard 
Sloane—March 30, 1959 issue; 

“Purchasing’s Big Role In Man- 
agement” by W. D. Schelbe—No- 
vember 23, 1959 issue; 

“Purchasing Analysis: Its A 
Job For Buyers”—July 18, 1960 
issue, 

Although we subscribe to your 
publication, we do not have suf- 
ficient space to keep back-copies 
after they have been read, so we 
must rely on you for these items. 
If there is any charge for this 
service, please enclose the in- 
voice with the articles. 

Judith Gilligan 
Mc-Graw-Hill Publishing 
Co., Inc. 

New York 36, New York 


® We are delighted to be able to 
provide this kind of service for 
our readers. Charges are nominal 
—just enough to cover handling 
costs. 


ON THE WING 
Dear Sir: : 

A letter from Eugene T. Tur- 
ney, Jr., Anodyne Inc., in the 
February 27 issue, gives us the 
bird for showing two pigeons to 
illustrate the fast delivery of our 
magnetic cores and laminations in 
a recent advertisement. He sug- 
gests that a pair of high-winged 
teal might better have illustrated 
our point. 

Our pigeons, both racers and 
veterans of long service as car- 
riers, were a bit miffed when we 
passed along the word to them. 
“High-winged teal?” they asked 
in unison. “Strictly for the birds 
when it comes to delivering the 
goods.” 

Our own feathers are unruffled. 
We thank Mr. Turney for his sug- 
gestion, and guess that he must 


be personally acquainted with the 
speed of our delivery. 
Mary M. Guenther 
Advertising Manager 
Magnetic Metals Company 
Camden, New Jersey 


LEGAL DEVELOPMENTS 


Dear Sir: 

Your articles and features on 
purchasing law are very helpful. 
Particularly in view of recent de- 
velopments, this may be the most 
carefully read section of PuRCHAs- 
ING Magazine in this office. 

Your articles are written in lay 
language which is easily under- 
stood by even the most inexperi- 
enced. 

Do you have a compilation of 
these articles on purchasing law 
that can be purchased and used 
in the instruction of our newly 
hired purchasing people? I would 
be very much interested in pur- 
chasing such a volume. 

William K. Henning 
American Hospital Supply 
Corp. 

Evanston, Illinois 


® Outstanding legal articles from 
recent issues will be published 
in book form within a couple of 
months. Watch for the notice. 


HYDRAULIC STANDARDS 


Dear Sir: 

The article on page 92 of the 
February 13 issue (“New Tubing 
Standards Cut Costs 30%”) was 
of great interest to us. 

There is a quotation from “Hy- 
draulic Standards for Industrial 
Equipment.” Can you tell us 
where we can obtain a copy of 
this publication? 

_ E. W. Sholl 
Johns Hydraulic Equipment 
Melbourne, Australia 


@ Applied Hydraulics and Pneu- 
matics Magazine, 812 Huron 
Road, Cleveland 15, Ohio, is the 
publisher. 
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, BALL VALVE 


@" of Industry's MOST VERSATILE 


jamesbury 
-Seat’ BALL VALVES 


























Full Flow — two ways Quarter Turn * * . 
Operation Double - Seal 


Ask for complete “Double-Seal” Ball Valve Literature. 
JAMESBURY CORP., 94 NEW STREET, WORCESTER, MASS, 


DISTRIBUTORS IN PRINCIPAL CITIES 7 
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Does it make sense to shop around for petro- 
leum products when you can get the best 
of everything from one source? Not when 
you can save time and money by dealing at 
Sun’s “Supermarket,” a single source of hun- 
dreds of quality petroleum products. 


Your local Sun man is a human encyclopedia 
of technical know-how based on research and 


experience. He’ll give you all the technical 
help you need. 


You'll like dealing at the Sun “Supermarket”... 
where quality has been established as the best 
economy of all. Call your local Sun man, or 
write SUN OIL COMPANY, Philadelphia 3, Pa. 


In Canada: Sun Oil Company Limited, Toronto 
and Montreal. 


QUALITY... 


the best economy of all 
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Announcing 


CARMEF 


~ Series Cutting Grades 


to boost production—-extend tool life up to 200% 


If you're tooling-up for a really tough cut, try Carmet’s new 
700 Series Cutting Grades. Make one super-duty tool do 
the work of two or three—on any steelcutting job, includ- 
ing superalloys. 

Carmet’s 700 Series is a new, premium group of carbide 
gtades just released after exhaustive field trials. Results were 
conclusive. These carbides stood up under the roughest 
interrupted cuts going. They gave longer tool life than com- 
petitive grades in the same application class. And, they 
produced exceptionally fine finish cuts, even in C-8 preci- 
sion boring classifications. 

Here are the 700 Series Steelcutting Grades, and their 
applications: 

CA-704 Hard and dense for the ultimate in finish cuts 

and precision boring. 

CA-711 Ideal for medium to finish cuts in the general 

purpose category. 

CA-720 Tough and thermal shock-resistant for medium 

and heavy cuts, including interrupted cuts. 

These new Carmet Grades combine edge wear and crater 
resistance with an unmatched ability to endure shock. The 
700 Series will outperform other groups of tools in any C-5 
to C-8 application. Take a look at a few customer trial reports: 


cameras: 
rag CARMET 700 SERIES CATALOG SUPPLEMENT NOW AVAILABLE 
Som ella} There's a new Supplement to the Carmet Catolog C-14-B, listing 


’ tool and insert styles, and prices for the new 700 Series. Contoct 
your local distributor, or write Carmet direct. 











“Turning tapered, slotted, forged SAE 4140 valve plugs ... 
formerly got 8 finished pieces per cutting edge. Now get up to 
25 pieces with CA-720 on a tough, interrupted cut!” 

“Turning OD of universal joint ears . . . now getting 177 pieces 
with CA-720 against 135 with former tool.” 

“On SAE 1035 rotor shafts . . . got 7 more shafts per tool with 
CA-711. And K Monel shafts... got more from 9 CA-711 tool 


corners than 12 corners on triangular inserts formerly used.” 


“On SAE 4320 forgings ...a whopping 242 pieces with CA-720, 
against 209 with previous Carmet 600 Grade, 198 with bese 
competing tool.” 


Remember, for less demanding operations, the 600 Series 
Cutting Tools will continue to be sold by Carmet. But 
for the really tough cut . . . when you've got to make chips 
on a mean, tool-buster of a job . . . this kind of performance 
from the 700 Series will save you time. And, cost you less 
than competing premium grades! 

They're doing just that in shops all over the country... 
right now! Try them, just once, on your job. Your local 
Carmet Distributor has them in stock. Contact him for more 
information, or write: Carmet Division, Allegheny Ludlum 
Steel Corporation, Ferndale, Detroit 20, Michigan. Dept. 


P.4.1, 
2696 


CARMET tx 


CEMENTED CARBIDE- DIVISION OF ALLEGHENY LUDLUM 
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INDUSTRIAL RETAINING RING 


PRICES REDUCED 


Series 1000, Series 3000 and Series 3100 Industrial 
Retaining Ring prices—in quantities up to 100,000—have 
been greatly reduced. 

Thanks to modern, efficient production methods you 
can now get these Industrial Retaining Rings—either pre- 
stacked or bulk packed—at new, low prices... and pay 
less for pre-stacked rings than you have been paying for 
bulk packed. Reductions apply to standard materials 
and finishes. 


Use this coupon to send for your new, revised IRR 
Price List. 


iO} 
hy 


' 


} 


1% 


INDUSTRIAL RETAINING RING COMPANY 


Please send me, free, a copy of the new 1961 IRR Price List —61P 


_____| would also like to have your representative call. 


Name Title 





Company 





Address 





City State 





|), Originators of modern retaining ring dispensing 


INDUSTRIAL RETAINING RING COMPANY 


57 Cordier Street, Irvington 11, New Jersey 
For More Facts Write No. 185 on Information Card—Page 32 


Aprin 24, 1961 





Purchasing People In The News 





James C. Kershner has been 
named purchasing agent by Mon- 
itor Systems, Inc., Fort Washing- 
ton, Pa. Prior to joining the com- 
pany, Mr. Kershner was employed 


James C. Kershner 


by The Birdsboro Corporation as 
assistant purchasing agent. Before 
that he was with The Budd Com- 
pany, Instruments Division, as 
buyer. Mr. Kershner is a grad- 
uate of Ursinus College with a 
B. A. in economics and business 
administration. 


Olin Mathieson Chemical Cor- 
poration, New York, N. Y. has 
made J. J. Forst assistant product 
manager of the Metals Division’s 
aluminum pig, ingot and billet 
product department. 

Mr. Frost joined Olin in 1953, 
and prior to his latest appoint- 
ment served in the corporate pur- 
chasing department as purchasing 
manager, metals and electricals. 
He received his B.S.M.E. and 
B.E.E. degrees from the Univer- 
sity of Virginia. 


Joseph S. Turner has been 
named manager, production con- 
trol and purchasing for The LFM 
Manufacturing Company, Inc., 
Atchison, Ks. LFM is a subsid- 
iary of Rockwell Manufacturing 
Company. In addition to his pur- 


32 


chasing functions, Mr. Turner will 
now assume management respon- 
sibility for production control, ma- 
terial control, internal transporta- 
tion and scheduling. Before join- 
ing the company, Mr. Turner was 
a materials engineer with the 
Coleman Company of Wichita, Ks. 
He has also been a research metal- 
lurgist with the Timken Roller 
Bearing Company, Canton, Ohio. 
He received a Master’s degree in 
metallurgy from the University of 
Kansas. 


George A. Garrison has been 
appointed purchasing agent at 
Norton Company, Worcester, 
Mass. Mr. Garrison has been serv- 
ing as manager of the company’s 


George A. Garrison 


West Coast plant since 1955. He 
joined the company in 1946 as a 
manufacturing control engineer. 
Later he served in industrial en- 


gineering. 


J. I. Case Company, Racine, 
Wisc., has made the following ap- 
pointments: C. F. Grumley has 
been promoted to corporate direc- 
tor of purchasing and traffic; B. R. 
Getman has been made manager of 
purchasing of the Clausen works 
and James E. Young purchasing 
agent at the Churubusco, Ind. 


works. Mr. Grumley succeeds H. 
J. Maubert, who resigned his po- 
sition to join the research and 
consulting firm of Arthur D. Lit- 
tle, Inc., Boston, Mass. 

Mr. Grumley joined the com- 
pany in 1942 as a buyer in cen- 
tral purchasing in Racine. In 1947 
he was transferred to the Betten- 
dorf, Iowa, plant as purchasing 


C. F. Grumley 


B. R. Getman James E. Young 
agent. In 1960 he came to the 
Clausen works as manager of 
purchasing, the position he now 
leaves to accept his new assign- 
ment. He is a graduate of Au- 
gus‘ana College, Rock Island, IIL. 
Mr. Getman, who is being trans- 
ferred from the Churubusco plant, 
was employed by the American 
Tractor Company in 1956 as pur- 
chasing agent. He came to Case 
at the time of the merger of the 
two companies. Prior to that he 
was employed by the Servel Cor- 
poration at Evansville, Ind. There 
he was production control super- 
visor, buyer, and assistant to the 
vice president, purchasing. He at- 
tended Evansville College. Mr. 
Young joined the organization in 
1958 as assistant purchasing agent 
at the Churubusco plant, the posi- 
tion from which he was promoted. 
He has been active in both the 
Purchasing Agents Association of 
Evansville and Fort Wayne. 
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KNOW YOUR 
SYMBOLS 


THE SAFETY SWITCH THAT CHALLENGES COMPARISON! 


é ; ; Minimum arcing—double-break 
This symbol stands 


for fusible switch switching 


Are control— Vacu-Break® principle 
ft (@® Pressure contacts—Clampmatic® 
This Fae stands B II ID 9 spring action 
for QUALITY UL O 24 S 


Positive switching—direct handle 


heavy-duty operation 
safety  ittucsenpiata 


switch! . . . Plus—all current-carrying parts are 


silvered. Available through 1200 amperes in 
NEMA 1 and NEMA 3R enclosures. . . 
competitively priced. Challenge our field 
representative to prove these switches are 
the finest . . . or write for details. 








MASTER 
Vacs Brmah 


SAFETY SWITCH 








PUSH OFF 
2 


BullDog Electric Products Division, 1-T-E Circuit Breaker Company, Box 177, Detroit 32, Michigan. In Canada: 80 Clayson Rd., Toronto, Ont. Export Division: 13 East 40th St., New York 16, N.Y. 
I-T-E CIRCUIT BREAKER COMPANY 
BULLDOG ELECTRIC PRODUCTS DIVISION 
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how Parish 
ingenuity reduced 
a forming operation 


» 1A,000 


of a second! 


Operator removing an outer warhead shell formed and shaped by explosives. 


problem: How to reduce the time and cost involved in forming large aluminum alloy 
missile warheads. 


solution: Parish research engineers reduced the forming rate of aluminum inner and outer 
warhead shells to 1/1,000th of a second with explosives. A split die equipped with 
vacuum seals and an open top was used, with water serving as a transmitting 
medium for the Primacord explosive. Parish ingenuity dramatically reduced 
forming rates while keeping springback and work hardening to a minimum. 


Parish facilities, skill and ingenuity have ma- welding, balancing, forming and assembling, 
terially reduced time and cost on thousands of | why not insure top-flight quality and per- 
intricate production problems. If you have a formance by calling Parish today? 

production problem—large or sma!!—requiring 
stamping, machining, forming, heat-treating, 


Write for your copy of this illustrated booklet describ- 
ing the diversified facilities available to you at Parish. 


PAR! H 


PRESSED STEEL 


DIVISION OF DANA CORPORATION © READING, PENNSYLVANIA 
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These costly pipe motion problems quickly tah 5 
corrected with Flexemies metal hose 
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Fast, local service from your 
Flexonics PMS distributor 


Whatever your piping problem, you'll receive sound and ex- 

perienced counsel from your Flexonics P M S distributor. He 

is a PipE MOTION SPECIALIST . . . carries a complete stock of 

Flexonics metal hose and fittings . . . will fabricate complete 

assemblies to your requirements. Bearing wear on a compres- 

sor or pump... valve or pipe fitting failures . . . piping in 

confined areas are problems quickly corrected with the proper 

application of metal hose. Call your Flexonics distributor for ~~ UNBRAIDED 
fast, dependable, local service. Behe ny 


UNBRAIDED MEDIUM PRESSURE 


Z BRAIDED HIGH PRESSURE CORRUGATED HOSE 
' f CORRUGATED HOSE 
FLEXONICS DISTRIBUTOR : PIPE MOTION SPECIALIST " : s 
: PTS Es. 
BRAIDED HIGH PRESSURE FLEXIBLE CONNECTOR 


FLEXONICS CORPORATION «+ BARTLETT, ILLINOIS 
In Canada: Flexonics Corporation of Canada, Ltd., Brampton, Ontario 
3 














ATTACH TO YOUR LETTERHEAD 


Q 

§ s«Flexonics Corporation 
4 390 East Devon 
a 

a 

i 

a 


Bartlett, Illinois 


Send free copy of 
Flexonics Metal Hose 
Product and Design Guide. Also send 
the name of your local distributar. 


METAL and SYNTHETIC HOSE 
EXPANSION JOINTS 


SUBSIDIARY OF CALUMET & HECLA, INC. 
BELLOWS @ SPECIAL TUBULAR ASSEMBLIES 


ae 


(H-475 
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3 - NOTICE: a tough newcomer to an old frontier! 
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Pe bd ; “ 
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WANTE 


_ by YOU! 


..f0F Sealing,..masking...bundling...and packaging 


Aliases: Flat-Back Flint, Crepe-Back Cantrell, Sealing Slade, The Masking Marvel, 
Bundling Bascomb, Pack-Horse Pecos, etc. 


Description: Wears 8 different guises, depending on the caper he’s cooking up: 


#620: General purpose crepe masking tape #642: Waterproof carton-sealing paper tape 
#621: High temperature crepe masking tape #643: Colored printable flat-back paper tape 
#640: General purpose flat-back paper tape #645: Colored produce packaging flat-back paper tape 
#641: High-strength flat-back paper tape #660: Surface protection paper tape 


Identifying Marks: Recognized by firm, easily handled rolls. Sometimes makes 
appearance under assorted colors. 


Occupation: Seals, masks, bundles, packages. Found in any climate, operating under 


toughest conditions. Bound to show up wherever there’s work to be done, dirty or 
otherwise. 


Record: Pretty amazing. Leaves a trail of thoroughly wrapped-up jobs wherever he’s 
been. Looks like there’s no stopping him. 


Caution: This character is tough and he’s sticky. Each of his 8 personal- 
ities likes to get the job over and done with fast and effectively. One more 
thing: He’s pressure-sensitive . . . so show no mercy. 


Atten tion ! If you want further information MAIL NOW FOR DETAILS 
concerning this 8-sided rascal, notify us imme- : 

diately. Our men are by far the best-trained tape ; The Kendall Company 

engineers in the industry. They’re experienced : Polyken Sales Division, Dept. P-4 
specialists who enjoy solving problems involving : 309 W. Jackson Bivd., Chicago 6, IIlinois 
quality Paper-Back Tapes and their top-rated > Please send me information on: 

Cloth and Plastic country cousins. Now you ; { | #620 { | #641 | 1 #645 
can consolidate purchases of all tapes for quan- : { | #621 { 1 #642 | | #660 
tity discount. Mail the coupon today! [ | #640 [| | 643 


Tapes will be used for 


Pol U ken = 


INDUSTRIAL TAPES eo 


THE KENDALL company 
Polyken Sales Division 

















Address 








Zone State 
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A new Riegel paper that won’t stick offers 
remarkable savings in handling sticky 
things like uncured rubber, pitches, 
waxes, asphalts and adhesive masses. It’s 
Riegel Strip-Ease, ‘'™) a slick separating 
and interleaving paper, coated with Dow 
Corning’s Sy]-off®. 


Strip-Ease peels cleanly in a jiffy, ends 
wasted materials. Ideal for calendering 
and curing rubber and for wind-up of 
proofed rubber or plastics. Makes an ex- 
cellent wrapper or carton liner. Surfaces 
won’t pick or migrate. Can be re-used 
repeatedly in many jobs. 


Riegel makes many other papers with 
quick-release and separating properties 
to serve industry in products, in produc- 
tion, in packaging.Can a Riegel technical 
paper solve some sticky problem for you”? 


os SEND FOR SAMPLES ox ox 


Riegel Paper Corporation 
P.O. Box 250, New York 16, N. Y. 


Please send samples and data on 
STRIP-EASE to: 


Mr 
Co. 
Address 
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FOB-=“tilosotfy of buying” 





The retirement of Ralph Ke 


h’s appointment to the top 


purchasing position at Alcoa were announced in our Mar. 27th issue. But at the 
time, Alcoa’s public relations people couldn’t supply us with a photo of these 


ry 


‘wo noted purchasing figures together. Finally they dug one out of their files 


and we now present it here as a follow-up tribute to two fine gentlemen 
whose contributions to the Naional Association of Purchasing Agents and 
the purchasing profession are immeasurable. 


Irs GETTING near convention 
time and it won’t be long before 
crowds of ambitious and curious 
purchasing agents will be crowd- 
ing into the early morning work- 
shops, which were introduced so 
successfully last year. Perish the 
thought that anything like this 
should happen at N.A.P.A., but 
we pass along anyway the news 
that one of the most successful 
sessions at the National Hotel 
Exposition was a Wine Sales 
Workshop and Tasting. More than 
400 executives “packed the meet- 
ing room during this program” 
according to a public relations 
release. 
& e 


Wuar DO YOU know about 
the biggest purchasing blunders 
in history? Do you know: Where 
Hannibal got those elephants?; 
Who arranged to buy Manhattan 
for $24?; Who purchased Louisi- 
ana?; Why Lincoln’s Gettysburg 
address was printed on the back 
of an envelope? 

Well, a purchasing agent was 


bypassed in every case. For the 
“facts’, see Emery Air Freight 
Corporation’s humorous booklet, 
“The Purchasing Agent... . His 
Place in History.” Copies may be 
obtained free by writing to 
Emery’s General Sales Depart- 
ment, 801 Second Avenue, New 
York 17, N. Y. 
is * 


I IRELESS PUBLICIST Banty 
Eubanks isn’t content to spread 
the public relations gospel to pur- 
chasing agents in his official ca- 
pacity as national chairman of 
N.A.P.A.’s public relations com- 
mittee. He has just been cited for 
a fine talk to the Piedmont Traffic 
Club at a recent meeting in 
Greenville, S. C. 
z & 
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Ir IS AMONG writers and 
other editorial workers that Ray- 
mond B. Cattell and Ivan H. 
Sheier of the University of 
Illinois have found the highest 
anxiety ratings,’ Time Maga- 
zine’s March 31 cover story re- 
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ports. 

And small wonder! Several 
months ago, we decided to run 
a series of articles on general 
problems facing business execu- 
tives. We thought it would be 
good to start the series with a 
study of the emotional (and re- 
lated physical) illnesses the busy 
businessman might be prone to. 
Managing Editor Ned Kellogg 
was given the assignment and be- 
gan to collect his material. 

"Long about February 1, we 
scheduled the article, tentatively 
titled “The Facts on Executive 
Tensions,” for an April issue. 
Then came the problem of illustra- 
tions. Editor Kellogg, an _ in- 
veterate museum prowler, sug- 
gested using a hair-curling litho- 
graph he had seen in the Museum 
of Modern Art, “The Shriek,” by 
onetime chocolate factory worker 
Edvard Munch. He won out over 
the protests of a couple of Nor- 
man Rockwell fans here and the 
tinished article began to take 
shape. Clearance was obtained 
from the Museum, cuts were 
made, and a layout was prepared. 

Just about the time we were 
okaying page proofs on the article 
for the April 10 issue, one of our 
editors passed a newsstand on his 
way to lunch. He almost let out 


>» — 


a 
a shriek. There was “The Shriek” 
staring at him, in four colors yet, 
from the cover of Time for March 
al. 

Well, you can’t win ’em all is 
the philosophy we try to go by 
around here. It will take some of 
us quite a while to lose the feel- 
ings of guilt and anxiety aroused 
by that scoop. But think how in- 
nocent and calm we would be if 
we had moved a little faster with 
what proved to be a really bril- 
liant idea! 
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FILTERING 
SIZING 
STRAINING 


TESTING 


In all metals, in all weaves 

... woven to the highest accuracy 

standard in the industry. You just can't 

buy a better wire cloth than “NEWARK.” 

Hundreds of meshes, weaves and metals to fit your 
specific need. Years of processing experience to «& 
help you pick the right wire cloth for your 


application. Write for Bulletin FC or write us about a 


your problem. Fast deliveries, best cloth, 
lowest cost when you call on NEWARK. 


Jire Sloth xh 


COMPANY ¢ 
: 


09 


351 VERONA AVENUE © NEWARK 4. WN. 3. 
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More and more Purchasing Agents confirm the 


OK in OaK ite 


when they look for top quality in cleaning 


RESEARCH 


Quality starts with materials designed 
for the job. It means concentrated clean- 
ing efficiency so that a little goes a long 
way. And it means complete uniformity 
from barrel to barrel. 

Which explains why working with 
Oakite offers important savings in time 
and work ... costs less to do the job... 
and assures you an extra measure of 
service and dependability every time. 

When the Oakite man tells you about 


DEPENDABILITY 


PERFORMANCE 


economizing with highest quality ma- 
terials, more efficient methods, and the 
results of latest cleaning research... 
remember that he and 250 other Oakite 
Technical Service Representatives have 
proved it to the satisfaction of many 
thousands of users. Ask the Oakite man 
nearest you to tell you more. 

Oakite Products, Inc., 54 Rector 
Street, New York 6, N. Y. 





* Descalants; Derustants * Electrocleaners 





IT’S GOOD PURCHASING POLICY TO ASK OAKITE ABOUT: 


* Aluminum Cleaners, Etchants * Barrel Finishing Compounds OA K ITE 


* Cafeteria Sanitation Chemical Sterilization 
* Coach Washing Compounds * Conversion Coatings 


* Hot Tank Cleaners * In-Place Cleaning Heat Exchangers hoa ATS 
* Paint Strippers * Plant Maintenance Cleaning _— is. 1909 

* Prepaint Phosphate Treatment * Spray Booth Maintenance 

* Steam-Detergent Cleaning Guns * other Mechanized Cleaning Methods 


ears’ leadership in industrial cleaning 
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6 Features that make a big difference 
in counterboring operations! 


eeeeeeeeeeee 


1. HAND DETACHABLE .. . a twist of 
the wrist engages or releases the 
cutter after the severest cutting 
operation. 


4. BALANCED DRIVE .. . double bear- 
ings—one on each side of drive lug— 
provide extra rigidity. 


eeeeeeeeeeeeeeeeee 


‘ 
eee ee eee eeeeeeSPeeeeeeeeeeeeees 


- 
a3 


2. STURDY DRIVE . . . diametrically . 5. FREE FROM OBSTRUCTIONS... 
opposed drive lugs engage corres- ~ holder body slips easily into a bushing 
ponding abutments in the holder. ° or can be threaded for stop nuts or 


collars or fluted for lubrication. 


3. EXTRA TORSIONAL RIGIDITY... . 6. PRACTICALLY INDESTRUCTIBLE 
drive lugs are close to seating . ... no binding, no shearing—driving 
shoulder of cutter for powerful, : forces apply compression. 

smooth operation. . 





These are the features that make the difference in counterbores—six 
reasons why no one reports failure of a Continental Counterbore Drive! 








Wontinental™ root wots EX-CELL-O 


DETROIT 32, MICHIGAN 
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“Who makes it easy to get 


“Magnetic Metals, 
magnetic core components?” 


of course!”’’ 


There’s no monkey business when you seek informa- 
tion about magnetic cores and laminations from 
Magnetic Metals. No double-talk on specifications. 
No ifs, ands or buts about delivery. Here’s a source 


of supply that simplifies your purchasing job with 


you can count on. (Magnetic Metals ships cores and 
laminations from stock from both its East and West 
Coast plants, so delivery is swift.) And you'll get 
fast, written confirmation of your order, usually 
within 48 hours. 





the straight facts—all the information you need to 
order magnetic materials. A big comfort, particularly 
when Engineering is breathing down 


Besides making your job easier, Magnetic Metals 
has much to offer in the special way its products are 
made, in exceptional attention to detail all along the 
line, in its genuine interest in helping your engineers 
get best possible performance from magnetic core 
components. We’d like to hear from you. . 


your neck. 


You'll get expert engineering guidance with any 
problems you may have with specifications. You'll 
get firm price quotations. You’ll get delivery dates 


, oo TIC 


TALS 


- soon. 


Hayes Avenue at 2ist Street, Camden 1, N.J. 

853 Production Place, Newport Beach, California 
ig transformer laminations « motor laminations + tape-wound cores 
powdered molybdenum permalloy cores + electromagnetic shields 


MAGNETIC METALS Cc nN. QD 


ca 
@ j GA. 


oe 
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BETTER STEELS FOR BETTER PRODUCTS 


a 
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FREE MACHINING 


UNILOY 3O3SMA 


STAINLESS STEEL 


®MACHINES UP TO 50% FASTER 
®*LENGTHENS TOOL LIFE 


Uniloy 303MA is a free machining grade of 
chromium-nickel stainless steel developed by 
Universal-Cyclops. It has been proven greatly supe- 
rior to AISI Type 303 in key plants throughout 
the country. 


Production tests have proved that Uniloy 303MA 
machines up to 50% faster than Type 303. Cutting 
tools Jast longer, decreasing tool cost and machine 
down time. Completed parts have a better finish 
than is possible with Type 303, and the corrosion 
resistance is far superior. 


*Patent No. 2,900,250 


Send for a copy of our new brochure containing 
complete data on Uniloy 303MA, and for Perform- 
ance Reports citing dollar savings achieved by satis- 
fied customers. 

Contact your nearest Universal-Cyclops steel serv- 
ice center or sales office. Uniloy 303MA is AVAIL- 
ABLE FOR IMMEDIATE DELIVERY. 


UNIVERSAL 


CYCLOPS 


STEEL CORPORATION 
EXECUTIVE OFFICES: BRIDGEVILLE, PA 


@ 


STAINLESS STEELS + TOOL STEELS ° HIGH TEMPERATURE METALS 





BM al-mal-) Mm alelabier-l diale lal ler. ¢-) chloride with 
improved plating and ‘handling qualities: 


Gives platers 13% more nickel chloride per pound 


New Udychlor 67 nickel chloride with less water content offers platers many 
advantages not found in ordinary nickel chloride: 


e Purity is higher. 
e Nickel chloride content has been boosted from 54% to 67%. 
e Udychlor 67 is non-caking; particles are more uniform. 


e There’s less handling and storage. 
e It features quick-dissolving characteristics. 


What’s more, on the basis of nickel chloride content, you pay no more when 


you specify Udychlor 67! Its many superior plating and handling features 
are yours at no extra cost. Order Udychlor 67 today! 


world’s largest plating supplier 


The Udylite Corporation 
Detroit 11, Michigan 
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Calendar of Coming Events 


ITS A 


AFACT 


YOU CAN DO BETTER WITH 









































April 29-May 3. National Screw 


Machine Products Assn: 
National Meeting, Somerset 
Hotel, Boston, Mass. 


May 2-3. Lead Industries Asso- 
ciation: 33rd Annual Meet- 
ing, Drake Hotel, Chicago, 
ill. 


May 3-5. National Association 
of Educational Buyers: 
40th Annual Convention, 
Chase Park Plaza Hotel, St. 
Louis, Mo. 


May 3-13. U.S. World Trade 
Fair: Machines, Machine 
Tool, Hardware, Coliseum, 
New York, N.Y. 


May 7-11. Nationa] Office Man- 
agement Association: Sher- 
aton Jefferson Hotel, St. 
Louis, Mo. 


May 8-11. National Welding 
Supply Association: 17th 
Annual Convention, Hotel 
Commodore, New York, 
N.Y. 


May 9-11. The Materials Hand- 
ling Institute: Eastern 
States Show, Convention 
Hall, Philadelphia, Pa. 


May 21-24. Industrial Heat- 
ing Equipment Association: 
Annual Spring Meeting, 
The Homestead, Hot 


Springs, Va. 


May 22-25. Design Engineers 
Show, Cobo Hall, Detroit, 
Mich. 





May 22-26. American Society 
of Tool and Manufacturing 
Engineers: Conference & 
Exhibit, Coliseum, New 
York, N. Y. 


May 24-25. American Iron and 
Steel Institute: Annual 
Meeting, Waldorf-Astoria 
Hotel, New York, N. Y. 


May 24-26. Electronic Industries 
Association: 37th Annual 
Convention, Pick-Congress, 
Chicago, Il. 


May 25-26. National Society of 
Business Budgeting: Statler 
Hilton Hotel, Dallas, Tex. 


May 29-30. Canadian Purchas- 
ing Agents Association: 
36th Purchasing Confer- 
ence and Products Display, 
Royal York Hotel, Toronto, 
Canada. 


June 4-7. National Association 
of Purchasing Agents: An- 
nual Convention, Conrad 
Hilton Hotel, Chicago, Ill. 


June 5-9. Society of the Plastics 
Industry: 9th National 
Plastics Exposition, Colli- 
seum and Commodore Ilo- 
tel, New York, N.Y. 


June 14-17, Drop Forging Asso- 
ciation: Annual Meeting, 
Greenbrier, White Sulphur 
Springs, W. Va. 


July 18-20. Western Plant Main- 
tenance and Engineering 
Show: Pan Pacific Audito- 
rium, Los Angeles, Calif. 


SUBSCRIPTION CORRESPONDENCE AND CHANGE OF ADDRESS: Write to Circulation 


Department, PURCHASING Magazine, 205 East 42nd Street, New York 17, 


« Y. 


Please give title and company affiliation in all correspondence. Notify us promptly 
of any change of address. Be sure to give old as well as new address; include 


postal zone number, and new compan 


name and title. Enclose address label from 


@ recent issue, if possible. Since mailing labels are addressed in advance, please 
allow 5 weeks for change to become effective. 
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STAMPING 
QUALITY 


Our customers are known 
for the quality of their prod- 
ucts, and have associated 
themselves with us to main- 
tain those high quality 
standards. We have been 
successful in doing just that 
for 45 years. If your prod- 
ucts require the same high 
quality standards: it’s time 
you checked what De-Sta-Co 
has to offer. Better your 
product—better your profits 
—better do it now! 


FOR MORE FACTS 


REQUEST OUR GRATIS 
ENGINEERING SERVICES 


em YOU CAN 


DEPEND ON DE-STA- CO 


| 


: 


DETROIT STAMPING COMPANY 


|980 MIDLAND AVENUE 


f , MICHIGAN 
|PETROIT 9, micKre | 
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POWELL MAKES IT A SIMPLE MATTER 


To find the right valve, just call Powell. It’s that 
simple, since Powell offers the world’s largest 
variety of industrial valves for virtually any flow 
control problem... such as handling water, oil, gas, 
air, steam and corrosive fluids. 


What’s more, you don’t have to wonder about Powell 


hy 


te] 


25 1 us ae 
R ae 


« 


Peg. 


Py a 


performance. It’s built-in through sound engineer- 
ing, development, materials and workmanship. 


So, remember, finding the right valve can be a simple 
matter when you specify Powell Valves. For further 
information, call your nearby Powell Valve Distributor 
(there’s one in every major city), or write us direct. 


115th year of manufacturing industrial valves for the free world 


POWELL DEPENDABLEVALVES 


THE WM. POWELL COMPANY © CINCINNATI 22, OHIO 
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Purchasing Pointers 
SSS OR TOTO 


BUYERS HAVE TRANSPORTATION FACTS—Buyers in plants of a large midwestern 
i ae company are supplied with Traffic Information Cards by the 
corporate traffic department. Cards list transportation data 
collected from vendors supplying four or five items totaling 
500 lbs. or more amonth. Cards are reviewed once a year. The 
program has made buyers more aware of transportation costs 
and has helped cut costs through lower prices and freight rates. 


REQUESTS FOR PUBLISHED MATERIAL—Your purchasing library may not be as 
‘large as Union Carbide's, but you may be able to uSe one of 
UC's ideas for requeSting publications and article tearsheets. 
It's a form letter with spaces for filling in the number of 
items, title, and information on charges, if any. 


SALESMEN'S CALLING HOURS—Most P.A.'s take a dim view of regular calling 
hours for salesmen, but sometimes they're absolutely necessary. 
If that's the case with you, try to make the best of a difficult 
Situation. Let people calling on you know what the hours 
are—by displaying them on bulletin boards or in welcome book- 
lets. See that everyone calling on you knows exactly why you 
have calling hours. And be sure exceptions are made for out- 
of-town visitors who are unaware of your policy. 


DATA ON DATA PROCESSING—Automated Operations and Data Processing is 
new fortnightly service publication devoted to developments 
in ADP. It is written for all levels—president, comptroller, 
purchasing executive, department heads, and operators. The 
publisher, National Business Aids, Inc., 1656 Lincoln Blvd., 
Santa Monica, says the newsletter will describe new equipment, 
new applications, changes in prices and leasing arrange- 


ments, and notices of meetings of interest to users of ADP equip- 
ment. 


a 


DO YOU HAVE THE URGE TO WRITE?—If you have something to say about your pro- 
fession or your department, can express yourself fairly well, 

and would like to pick up some extra money, why not try writing 
articles for trade and business magazines? Most of them in 
your field are looking for how-to articles on procedures, dis- 
cussions of business policies, and opinions on current problems. 
Check your favorite magazine to see the kind it uses regularly. 
Don't be bashful about your style. Most editors will go out of 


their way to help you put the article into final shape—and 
you still get paid. 
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DURKEE 
ATWOOD 


pal 


MULTIPLE 
v-BELTS 


What are your V-Belt needs? 
DURKEE-ATWOOD solves them! 





When you buy V-Belts, you want full-rated power trans- 
mission, consistent performance and long, trouble-free life. Industry’s most 
Power drive problems vary from industry to industry and complete 
machine to machine, whether OEM or replacement. Durkee- V-Belt Line 
Atwood can meet any of your V-Belt needs with the right DA 358 V-Belts » DA 
belt, a belt made with the newest high tenacity fibres, care- Suid Multiple V-Belta 
fully engineered and thoroughly tested for performance. For gorges Beer Benes 
any of your V-Belt needs, or for drive design assistance, Double V-Belts « FHP V- 
contact your nearest Durkee-Atwood distributor or factory orgs S = heey Belting 
representative. Or write direct to Industrial Division, Stardy-Link Betting. 


Durkee-Atwood Company, Minneapolis 13, Minn. 











Look for the |DJA.| On Your V-Belts 


ey 


DURKEE-ATWOOD V-BELTS 


DURKEE-ATWOOD COMPANY MINNEAPOLIS 13, MINNESOTA 
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A New Attack 


On Purchasing 


PURCHASING MAGAZINE 


AprIL 24, 1961 


EDITORIAL 





Pourcuasinc AGENTS have had some pretty wild charges 
hurled at them over the years. They’ve been called everything 
from anti-social introverts, to price chiselers, to outright grafters. 

So far P.A.’s have taken it all more or less philosophically. 
They have turned aside the taunts and slurs as all part of grow- 
ing up (the growing up, that is, of immature salesmen who would 
eventuaily realize that nothing improves salesmanship like good 
buying.) 


But now a new assault is being mounted on the fortress of 
purchasing, and all in the name of science, no less. From the 
temples of motivation research the word has come forth and been 
turned into the salesman’s battle cry: 

“Purchasing agents have emotional blocks. That’s why in- 
dustrial sales are unreasonably delayed or never consummated. 
What we must conquer in P.A.’s are vanity, indifference, inertia, 
fear, and procrastination.” 


A new training film, based on this more or less profound in- 
terpretation of modern industrial purchasing is now making the 
rounds of the marketing troops, to help them prepare themselves 
for combat with purchasing. The whole idea is supposed to be 
humorous and constructive. It actually is ludicrous and, how- 
ever unintentionally, insulting. 

The film stars Jonathan Winters, a very funny guy, but hardly 
the prototype of the modern purchasing executive. Acting ac- 
cording to the dogma of the motivational researchers, he plays 
the part of a vain clown who knows nothing about the product 
he’s buying, who can’t make a decision on his own, who’s afraid 
of his engineers, and who’s more interested in golf, women and 
booze than he is in his own responsibilities. 


Conceived, presumably, in the scientific spirit, the film turns 
out to be quite primitive beneath the Hollywood veneer. We need 
no fancy researcher to come from the university to tell us that 
people—all people—are affected by vanity, indifference, inertia, 
fear, and procrastination. This has been quite obvious from the 
time of Solomon. To intimate that one function of business is 
guided only by these basic instincts is not only unfair, it’s absurd. 

Here’s a tip for salesmen. Don’t pay any attention to movies. 
Figure that P.A.’s have done what good salesmen have done: 
conquered or. sublimated their vanity, fears, inertia, ete. Acquaint 
yourself with the real motive behind modern industrial pur- 
chasing techniques—the search for value. Then prove you can 
supply that value and you'll get the order. 


Qual VG _ 





De Laval Procurement Manager Richard P. Sprigle (right) 
feels that successful purchasing is impossible without the 
help of other departments. Here (I. to r.) he holds a con- 





ference with Fred Hoffman, assistant P.A., machinery 
division; Dan Tils*one, quality control manager; and Jack 
Burgner, materials manager, power accessories division. 


Vendor Rating Takes Teamwork 


e How to analyze supplier performance 


e How rating program works 


e How all departments benefit 


By John Van de Water, 


Technica! Editor 


Venpor RATING could be a 
do-it-yourself job,” says Procure- 
ment Manager Richard Sprigle, 
“but we've found that it’s much 
more effective if it’s a team effort.” 
That’s why other departments— 
particularly quality control and 
engineering—play such a big part 
in the highly successful vendor 
evaluation program at De Laval 
Steam Turbine Co., Trenton, N. J. 

The quality control and engi- 
neering departments’ main re- 
sponsibility in the vendor rating 
program is to evaluate vendor 
quality; Sprigle and his purchas- 
ing department take care of rat- 
ing all other areas of vendor per- 
formance. The ratings are not 


70 


based on inflexible figures arbi- 
trarily arrived at. As much as pos- 
sible De Laval tries to determine 
a vendor’s competency through an 
objective analysis of statistical 
data. Each rating is made up of 
four weighted elements. The max- 
imum number of points a vendor 
can get in each category are: 

— quality, 40 points 

— delivery, 30 points 

— cost competitiveness, 20 
points; 

— service and reliability, 10 
points. 

The total is the performance 
rating. Purchasing rates 90 to 100 
as excellent; 80 to 89, good; 70 


to 79, fair; and below 70, not ac- 
ceptable. 

“We try to deal only with ven- 
dors in the top two groups,” says 
Procurement Manager Sprigle. 
“Our inclination, of course, is to 
go to the best supplier first, but 
we have to consider the amount 
of business we're already doing 
with him as well as his plant ca- 
pacity.” Price, of course, affects 
who gets the business as there 
may be considerable variations in 
the quotes from top-rated ven- 
dors. 

Purchases at De Laval are in 
the $15 million a year range. Most 
of these expenditures are for cast- 
ings, forgings, and fabrications. 
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The rating program is therefore 
confined to suppliers in these cate- 
gories. Six rating reports are pre- 
pared quarterly: four for castings 
(steel, iron, bronze, and centri- 
fugal) and one each for forgings 
and fabrications. A seventh re- 
port, covering subcontractors, is 
made up monthly. All told, about 
125 vendors are rated regularly. 


What's Most Important? 


Quality is the most important 
element in the rating since the 
evaluation program is limited to 
vendors making components to 
De Laval specs. The maximum 40 
points given for quality are based 
on eight factors (such as dimen- 
sional accuracy, finish, deviations 
from specifications, etc.). 

The quality control department 
handles the mechanics of deter- 
mining the quality rating, but pur- 
chasing speeds the task by pro- 
viding an inspection report form 
on the back of the quality con- 
trol copy of the purchase order. 
Filed by order number together 


with chemical and physical test 
reports, this copy becomes part 
of the inspection history of the 
component, 

If there is a rejection, quality 
control prepares a separate in- 
spection report in three copies. It 
files the original by vendor. A 
yellow hard copy is attached to 
the material, and the third copy 
goes to purchasing which sends 
it to the vendor. When quality 
control analyzes a vendor’s per- 
formance it calculates the quality 
rating from the number of parts 
purchased and the number of re- 
jections. 

Quality ratings for subcontrac- 
tors are more detailed than they 
are for regular suppliers. An over- 
all quality rating figure is given, 
but in addition, the back of the 
subcontracting report lists indi- 
vidual ratings for the eight ele- 
ments that make up the final 
quality figure. With this detailed 
information the buyer can make 
a more critical selection. The re- 
port has one other feature: a 


breakdown of each subcontrac- 
tor’s available machine time for 
the next two or three months. 
This information is a big help to 
De Laval’s production department 
in planning work that has to be 
subcontracted. 

The delivery rating, worth 30 
points, is evaluated by purchas- 
ing. Buyers compare the vendor’s 
performance to his declared lead 
time or to his actual delivery 
promise. The vendor’s percentage 
of on-time deliveries (calculated 
to the 30-point base) becomes the 
delivery rating. 


The Price Is Right 


To determine a vendor’s cost 
competitiveness, purchasing com- 
pares the total number of orders 
placed for a specific class of com- 
modities with the number of the 
vendor’s quotes which were in 
line on price. The vendor does 
not have to get the order to be 
competitive. What’s important is 
whether his price was considered 
competitive. Shop loading, capac- 





ELECTRIC FURNACE 


LEGEND 
Approved Source 
Approved Inactive 
On Prebation 
Under Investigation 


CARBON 
CARBON MOLY 


CHROME 
VENDOR MOLY 


Foundry F A A A 


ba Qa A A A 


° H B B 





a 


STAIN. 


VENDOR ANALYSIS 
CASTINGS, STEEL 


RATING 

(40) Quality 

(30) Delivery Reliability 
(20) Cost Competitiveness 
(10) Service 


NICKEL 
STEEL 


MAX. 
WEIGHT | 


(40) 


D A 1,000 37 25 


= © 


5,000 25 28 


B . 2,500 35 2 


6,500 
5,000 
6,000 
7,000 

600 


(30) 
QUALITY DELIVER 


Revised 6-20-60 
Revised 1-15-61 


PERFORMANCE RATING 
(90-100) Excellent 
(80-89) Good 

(70-79) Fair 

(Under 70) Not Acceptable 


(20) 
PRICE 


20 10 92 


(10) 
SERVICE 


PERFORM. RATING 


15 8 -) 
4 


4 
19 
15 
16 
20 
15 
18 
20 
18 








Typical vendor analysis shows individual ratings for quality, delivery, price, and serv- 
ice, as well as total performance rating. To help the castings buyer, example also 
shows foundry capacities. 
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ity, and other factors naturally 
influence the actual buying de- 
cision. 

When reviewing service and 
reliability the buyer has to ask 
himself a few questions. Is the 
salesman doing a good follow-up 
job? Does he service the account 
adequately? Does he keep up 
with new products? Does the 
vendor respond promptly to in- 
quiries and requests for informa- 
tion? Are his invoices accurate? 

Sprigle admits that the answers 
may be somewhat subjective. 
“But,” he says, “we are trying 
to strengthen objectivity in this 
area. We are encouraging buyers 
to keep records of salesmen’s per- 
formance, both good and bad. We 
are accumulating figures on in- 
voice errors, on the length of 
time it takes to get information, 
on telephone callbacks.” 

Although service makes up 
only 10% of the total vendor 
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Purchasing systems 
simplify work for other 
departments. After 
material comes in, re- 
ceiving reproduces in- 
ternal copy of receiv- 
ing report from _ its 
own translucent copy 
of the p.o. Inspection 
report form is on back 
of quality control 


copy. 
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In addition to usual ratings, the analysis report on subcontractors gives detailed per- 
formance figures that are used to determine quality. 


rating, purchasing is considering 
giving it greater weight. “Service 
is a very important cost factor,” 
says Sprigle. “Poor service in- 
creases our expenses just as poor 
quality does. Too much follow-up 
makes buyers ineffective.” 


Get Better Suppliers 


De Laval’s vendor rating sys- 
tem has been in full swing for 
about two years, so it is possible 
to sit back and take stock. What 
are its benefits? “For one thing,” 
Sprigle points out, “we know 
whom we are dealing with and 
why. We have eliminated a num- 
ber of marginal suppliers during 
this time. For example, we used 
to deal with over 100 iron and 
steel foundries. Now we are down 
to about 20, and find we can 
balance our business _ better 
among those who are left.” 

Quality Control Manager Dan 
Tilstone enthusiastically sums up 
what the program means to man- 
ufacturing. “The system helps me 
even if at first it seems to make 
more work. Actually, it saves 
work by cutting down on rejec- 
tions, by eliminating poor quality 
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material that causes trouble later 
on. With this system vendors 
know what we want. We establish 
standards. We work with the ven- 
dor’s own quality control people. 
All this helps us to hold produc- 
tion schedules.” 

From a purchasing viewpoint, 
vendor ratings mean quality prod- 
ucts delivered on time at no in- 
crease in cost. Usually, emphasis 
on quality without a clear yard- 
stick to evaluate it means higher 
prices. De Laval’s system, 

makes price an 
consideration 

time 


how- 
import- 
and at the 
encourages competi- 
tion among approved vendors. 
How do the vendors react to the 
program? Naturally, the ones 
who come out with poor ratings 
critical. But suppliers who 
can meet the company’s stand- 
ards and provide service 
usually find that business gets 
better. A forge shop which is do- 
ing an unusually fine job, for ex- 
amp'e, has quadrupled its busi- 
ness in the last few years. 
Vendors like the system be- 
cause it gives them a chance to 
compete on an equal basis. They 


ever, 
ant 
same 


are 


good 


know what De Laval wants, and 
they know that no one will get 
away .with poor service or low 
quality. And best of all, so far as 
the vendor is concerned, he 
knows he won’t have to compete 
with marginal suppliers. 


Benefits of Rating Programs 


Purchasing gives vendors the 
chance to do the best possible 
job and is willing to discuss per- 
formance rating. If a vendor be- 
gins to slip, the buyer will tell 
him why his rating is down and 
what he should do about it. 

Even if a vendor is disapproved 
he has a chance to appeal. But 
when he is reinstated he is on 
probation for six months. If he 
cannot perform satisfactorily in 
this time he has little opportunity 
to make another comeback. “We 
are glad to tell vendors where 
they are falling down on the job, 
and what they must do to get our 
business,” says Sprigle. “But 
some just don’t have the equip- 
ment or personnel to do what 
we need.” 

Occasionally, purchasing has to 


(Please turn to page 170) 
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The Bettmann Archive 


Are You Getting Through? 


The quality of the purchasing job depends to a large 
degree on good communications. The P.A. must 
receive as well as convey ideas and information ac- 
curately. Here are some suggestions on how to improve 
your communications in both directions. 


By Arthur R. Pell, 


Vice President, 
Harper Associates 


P OOR COMMUNICATION is a major problem 
in business, but particularly so for purchasing. 
Probably no other department in a company must 
communicate so often and with so many other 
people as purchasing. 

People communicate when they convey or re- 
ceive ideas, orders, instructions, or information. 
Purchasing is constantly communicating: when it 
receives requisitions from operating departments; 
when it confers with engineering; when it reports 
to management; when it interviews vendors; when 
it requests quotations; when it issues orders. How 
well, or how poorly, it communicates has a pro- 
found effect on how efficiently it operates. 

Communication does not end, however, when 
ideas or information have been conveyed to others. 
It really only starts then. It is not complete until 
the receiver understands what has been conveyed. 
It is like a two-way radio. The message goes from 
station to station but it’s not completed until one 
indicates it has been received. 
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Between the transmitter and the receiver, how- 
ever, there are a number of barriers which may 
distort the reception or jam it completely. 

It is up to us to recognize and overcome the 
barriers that impede purchasing communication. 
We must first realize that barriers often exist 
within ourselves. We should examine our own 
communication pattern as well as those of the 
people with whom we are communicating. 

Probably the most common barrier is our fail- 
ure to listen. 


Train Yourself to Listen 


A salesman has been telling you his story for the 
past fifteen minues. What have you been doing? 
You started by attentively listening—then your 
mind wandered. You got to thinking about the 
meeting you just had with the boss, or the golf 
game you planned for the week-end, or the memo 
on your desk. You stopped listening and missed 
the point of his talk. Why did your mind wander? 


PURCHASING 


« 





Psychologists tell us we think many times faster 
than we talk. While a speaker talks, the minds of 
his listeners are racing ahead. We subconsciously 
complete his sentence before he does . . . assuming, 
often incorrectly, that he will say what we expect 
him to say. In the time that elapses between our 
completion of his sentence and his actual oral state- 
ment, our minds begin to wander. We think of 
other things because our brain has absorbed the 
idea at hand and is free to digress. 

Our thoughts may be directly concerned with 
the conversation. We may plan our rebuttal or 
think of questions to ask or related ideas we will 
bring up. But too often we think of the golf game 
and other unrelated matters. 

In many cases there are emotional overtones in 
our thoughts. If the speaker is someone we re- 
spect and admire, we may be thinking, “Isn’t he 
great,” Doesn’t he speak well,” “He’s a real sales- 
man.” On the other hand, if the speaker is some- 
one we loathe or fear, we may be ridiculing, de- 
bunking or just blind-hating him and not listening 
at all. 

While these thoughts, related or unrelated, are 
flowing through our brains, the salesman is still 


Communication is not complete until the receiver indi- 
cates he has received the message and understands 
what it says. 


talking. The sentences he started and we finished 
in our minds have been completed—either as we 
expected or otherwise. He has continued talking, 
adding new sentences, introducing new ideas. What 
has happened to us? We have missed the point! 
Our minds never caught up with the speaker. Men- 
tal digressions have taken us far away from the 
matter at hand. A barrier has blocked our percep- 
tion of his words. We heard them, but they did 
not register. We were not really listening! 

What can we do to overcome this tendency not 
to listen? 

First, we must be aware of the problem. We 
have to know immediately when we start not 
listening. We have to be on the alert all the time. 
In a conference, the speaker’s voice may drone 
on and on and our minds may not be following. 
This is the danger point. 

STOP. LISTEN. 

In a conversation, we hear words, but not ideas. 
STOP. LISTEN. 

In a sales interview, we’ve lost the question or 
the answer. STOP. LISTEN. 

Once we've stopped to listen the problem is half 
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solved, but we have already missed a good part of 
the conversation by this time. A good listener 
trains himself to anticipate when his mind is apt to 
wander. 

Here are some basic rules for good listening: 


(1) Adjust the conversational climate: A sales- 
man arrives at the office all set to explain a new 


Interpretation of words varies with individuals. Speed 
limits of.en mean one thing to a driver, another to a 
policeman in a bad mood. 


piece of equipment we have inquired about. At 
this moment, however, we may be absorbed in 
other problems. The climate is not favorable for 
listening. It we want to learn what this man can 
teach us we have to adjust the climate. 

If it’s physically possible, clear the desk. This 
will remove one source of disgression—looking at 


papers. If you can’t clear the desk, turn your chair 
away from the working part of the desk. Place 
the visitor at one side or a bit away from the 
desk—not across from the working area. Look at 
him, and listening will be much easier. 


(2) Concentrate. You can’t “clear your mind,” 
obviously. But you can concentrate on the matter 


In a written report, make sure that all pertinent in- 
formation is covered. There should be no need to 
interpret or explain. 


at hand. Even if the speaker is dull, you can listen 
with interest if you want to. What we want to hear 
and absorb, we do hear and absorb. 


(3) Know your emotional prejudices. If you 
have a prejudice for or against the speaker, the 
subject or the situation, you must recognize it and 
adjust for it. If we condition ourselves to keep 
our minds free of emotion, we can at least get to 
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listen to what is being said and be better prepared 
to understand, accept or rebut on a logical—not 
an emotional—basis. 


(4) Don’t anticipate. We do not know what the 
speaker plans to say. What we guess may be all 
wrong. Wait and listen. 

Inadequate vocabulary is another barrier to 
better communication. Each industry, each pro- 
fession has its own vocabulary. A man outside the 
purchasing field may not know what “value anal- 
ysis” means or a man not in manufacturing may 
not be familiar with the initials “OEM”. When 
technical language is used in a talk, discussion, or 
report, be sure everyone involved knows what the 
words mean. 


Define Your Terms 


A more common problem is the connotation 
certain words have to the speaker and to the 
listener. Words often signify different things to 
different people and may have emotional over- 
tones which may distort the original meaning. Such 
a common word as “efficiency” may frighten one 
person who can only think of it in terms of a 
salary cut or a tighter budget. It has more posi- 
tive meanings to others. 

Interpretation of words also varies with indi- 
viduals. What does “Speed Limit 40 MPH” on a 
highway sign mean? To one driver it means “I’m 
OK if I stay under 50.” To another it means 40 + 
10% tolerance. To a trooper who’s in a bad mood, 
it means you get a ticket if you hit 41. When you 
want to communicate try to avoid general or 
abstract wording. Be as specific as possible. 

Poor presentation is another obstacle to good 
communication. Whether the information is writ- 
ten or oral, the manner in which you present it 
may make the difference between whether or not 


Clear the desk when someone is trying to com- 
municate with you. This removes one source of 
digression—looking at papers. 


it is correctly understood. 

Presentation starts with good planning. A poor- 
ly planned communication will water down even 
the best ideas. 

In planning a formal communication such as a 
report to management or an inquiry to a vendor, 
outline all your ideas on paper first. Be sure all 
data are listed. Eliminate superfluous material. 
Satisfy yourself that the remaining ideas cover 
the subject completely. Now you are ready to 
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prepare the report. 

If it is to be a formal written report, make your 
points in language that is both clear and concise. 

To assure clarity, each point must be complete. 
All information that is pertinent must be covered. 
There shouid be no need to interpret or explain. 

Be concise. Don’t use more words than you need 
to tell your story—but use enough to tell all of 
it. You are not writing “undying prose.” 

For oral presentations at conferences, meetings 
or informal discussions, planning is equally impor- 


Probably the most common barrier to good commu- 
nication is our failure to listen. Why do our minds 
wander when someone is talking to us? 


tant. Marshal all your facts beforehand so you 
know what you are discussing and are ready to 
answer all questions about it. 

Most of our communications are informal. They 
are not limited by written reports or controlled 
conferences. We exchange ideas and information 
over dinner, in conversations and in casual con- 
tacts. 

Our problem in informal communications is 
much the same as above. We need clarity, com- 
pleteness and conciseness. And we must also recog- 
nize that some people don’t realize that a com- 
munication may be important despite its in- 
formality. 

In large companies the channels of communica- 
tion are clearly and sometimes rigidly established. 
The more “layers” information has to go through 
to reach the final receiver, the more chance of 
distortion. 


Use Feedback as a Check 


You may have played the party-game of whis- 
pering a story to your neighbor, who in turn whis- 
pers it to his, etc. By the time it returns to you, 
it is an entirely different story. In communicat- 
ing ideas orally through channels, this often hap- 
pens. Written memos may solve some of this. But 
not everything can be reduced to writing. 

The most successful communicators have evolved 
ways of testing whether they are “being received” 
by their listeners, and whether they themselves 
are “receiving” properly. 

One technique is called “feedback.” In auto- 
mation, machines have feedback built into them, 
so that automatic adjustment will occur if the ma- 
chine deviates from what it is expected to do 
(The thermostat is a good example of this.) We 


(Please turn to page 178) 
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Shipping Guide 


Helps Cut 
Freight Costs 


Potter & Brumfield, tired of seeing 


costs on inbound shipments rising, 


now issues specific shipping instructions to 


vendors in the form of a chart. 


The chart is actually part 


of the purchase order. 
Since it was adopted, P&B’s 


transportation costs have 


dropped steadily. 


Wauen Potter & Brumfield 
stopped asking and started telling 
vendors how they could cut trans- 
portation costs P&B’s inbound 
freight bills dropped 20%. 
Charles Schrader, director of 
purchases for the electrical parts 
manufacturer, had seen freight 
costs on purchased materials 
steadily rising. He had talked to 
his vendors, urging them to be 
more careful and selective about 
shipping methods. They listened 
politely, promised cooperation, 
but did nothing very substantial. 
Schrader decided to switch 
from mild persuasion to specific 
instruction. After careful study, 
he developed a Shipping Guide 
that became part of P&B’s pur- 
chase order—thereby making the 
supplier responsible for shipping 
the best way at lowest cost. The 
move was made last October and 
shipping costs for the month were 
20% lower than they were on the 
same amount of purchases in a 
previous month. Similar savings 
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By Thomas F. Dillon, 


Associate Editor 


have been realized every month 
since. 

The guide is in the form of a 
chart, printed on a single sheet of 
heavy stock (see _ illustration, 
p. 78.) It grew out of Schrader’s 
analysis of just what it was cost- 
ing P&B to have material shipped 
from certain points by certain 
carriers. 


Differences Show Up at Once 


Schrader found that most of 
the material coming into P&B’s 
pant at Princeton, Ind. was 
shipped from vendors in or near 
seven cities: Cincinnati, Chicago, 
New York, Los Angeles, St. 
Louis, Cleveland, and Evansville. 
Shipments could arrive by parcel 
post, air express, REA Express, 
or motor carrier. Rail and water 
transportation were impracticable 
for various reasons. Delivery 
times from the seven areas to 
Princeton varied from 1 to 10 
days. 

After charting this information, 


Schrader determined comparative 
freight rates, by area and by car- 
rier. He used weight brackets of 
from 10 to 4000 pounds. For ship- 
ments from 5000 to 10,000 pounds 
(the heaviest P&B receives) he 
expressed freight charges in 
terms of rate per hundred pounds. 

Schrader used the first class 
rate for air express and REA 
Express, and the truck rate that 
would apply on shipments of 
brass, box strip, 8 to 10 feet long, 
since this commodity was typical 
of the average truck shipment 
P&B had been receiving. 

Big cost differences began to 
stick out as soon as the figures 
were put down side by side. A 
quick glance showed, for example, 
that a 20 lb. shipment moving 
from Cincinnati to Princeton 
would cost $4.18 by truck, $3.55 
by REA Express, $6.41 by air 
express, and $1.38 by parcel post. 

Schrader decided to print up 
the form and make it a permanent 
part of his purchase order. It is 
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an, LEFT: 
PRINCES Machine 4 Pe ls mee, _ Potter & Brumfield’s intense in- 
— sn - terest in keeping freight costs 
down is readily apparent in the 
general shipping instructions on 
its purchase order. 


BELOW: 

Charles Schrader, P&B pur- 
chasing director, had dis- 
cussed his transportation costs 
with vendors, but didn’t get 
very far. This letter brought 


results. 





The first month Potter & Brum- 


field’s Shipping Guide (left) was 


in effect, freight costs dropped 
20% even though purchases 


held at same level as the pre- 
vious mouth. a 


now referred to as Specification 
No. 148064. He sent a copy of the 
chart to each P&B supplier, along 
with a covering letter explaining 
how P&B wanted it used. 

The chart is used primarily 
when the weight of a shipment 
is not known at the time the pur- 
chase order is issued. On repeat 
orders, after the most economical 
and satisfactory method of ship- 
ping has been determined, Potter 
& Brumfield will specify a par- 
ticular carrier to handle their in- 
coming shipments. 


When a Vendor Forgets 

Occasionally a vendor slips up 
and forgets the chart. When this 
happens, he gets a courteous but 
firm letter from P&B reminding 
him that it is to be followed on 
future orders. 

Reaction to the guide has been 
favorable from both sides. “We 
of course are very happy with 
our lower transportation costs,” 
says Schrader. “And our vendors 
are just as happy to cooperate 
with us. > END 
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Order Writing Withou 


When Greenlee Bros. & Co. installed gw“automatic order writing system 


it found that one of the major advantages paS the fact 


that repetitive information could“be reproduced with 100% accuracy. 


Ce 

I KNOW it’s human to err,” 
says John Stewart, purchasing 
agent for Greenlee Bros. & Co., 
Rockford, Ill. “But in typing or- 
ders it’s hard to forgive mistakes 
that may cause the wrong part to 
‘be delivered or an order to bounce 
back. That’s the reason that al- 
wathough I appreciate the speed of 
WGautomatic order writing, I ad- 


4 


/ 
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By Ted Metaxas, 


Midwestern Editor 


mire even more the infallible ac- 
curacy of tape and edge-punched 
cards in reproducing repetitive 
purchasing data.” 

As an example, Stewart pulled 
out a requisition formerly used 
by Greenlee company and pointed 
to the first line: 

19 9004520VC109EC-33D Dbl pumps 


“Perhaps this is an extreme 


Greenlee Purchasing Agent John Stewart pulls the instructions tape from pocket 
of a traveling requisition. In installing automatic order writing system, he con- 
sidered using edge-punched traveling requisitions but decided the pocket type 


was handier. 
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case,” he said, “but how would 
you like to be the person who 
had to pencil in a few pages of 
these items? And consider the 
typist who had to transfer num- 
bers and letters to the purchase 
order. The whole process wastes 
time and it’s impossible not to 
make a mistake now and then.” 

Stewart installed his automatic 
order writing system about a year 
ago. Working gradually, he has 
moved most of his 25,000 produc- 
tion materials to the tape system 
and will shortly do the same for 
5000 MRO parts. Tapes for parts 
are punched when traveling re- 
quisitions are released to pur- 
chasing. 


Stewart's Extra Flourish 


As an extra flourish, Stewart 
has revamped his receiving re- 
port system with an ingenious 
form and a Bruning machine sta- 
tioned at the receiving dock. 

The basic equipment for Green- 
lee’s automatic order writing sys- 
tem includes: 

(1) Traveling requisitions with 
pockets to hold tape strips. Re- 
quisitions have all the essential 
facts: part number, description, 
vendors, purchase record, etc. 
Tape contains data on part de- 
scription, special instructions, and 
price. 
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Wallace Bogen, assistant purchasing agent, watches as 
Flexowriter sets instructions from edge-punched vendor 
card. Greenlee system has a capacity for automatically 
producing 170 purchase orders daily. 


(2) A Friden Programmatic 
Flexowriter in a sound-treated 
booth. 

(3) Coded edge-punched ven- 
dor cards filed next to the Flexo- 
writer operator. Cards cover sup- 
plier names, addresses, f.o.b. 
points and special shipping in- 
structions. 

When production forwards a re- 
quisition to purchasing, it is 
checked by the buyer and is given 
to the Flexowriter girl who selects 
the proper vendor card from her 
file. The card is inserted into the 
machine to produce supplier data. 

With the Flexowriter spacing 
automatically, the typist manually 
enters such variables as date of 
order, delivery required, quantity. 

Then she pulls the tape from 
the requisition pocket and feeds 
it to the machine which automat- 
ically types part number, descrip- 
tion, price, and special instruc- 
tions. While the machine is work- 
ing, the typist enters date and 
number of the p.o. on the requisi- 
tion. 

Though Greenlee’s system is 
along conventional lines, it has 
some significant features. 

At first, Stewart considered 
edge-punched traveling requisi- 
tions but veered away after study- 
ing the economics. Instead, he 
chose a pocket-type VISIrecord 
form, color-coded for different de- 
partments. 
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Bruning machine quickly makes copies of receiving reports 
from master copy which was included in purchase order 
set. Form has columns in which facts on shipment are re- 


corded. Standing at right is Howard Peregoy, assistant pur- 


chasing agent. 


“If a parts number, spec, or a 
price change, the edge-punched 
card must be junked,” says Stew- 
art. “That’s a loss of 6¢ per card. 
Add to this the cost of clerical 
time to transcribe accumulated in- 
formation to a new card—plus the 
chance that a mistake might be 
made. To make a change with the 
pocket requisition, we merely cut 
a new tape which only costs about 
.002¢.” 


Handle 170 P.O.’s Per Day 


Pocket requisitions last for ten 
years on the basis of a four-time 
inventory turnover. They provide 
a cumulative, long-term record of 
prices and purchases. With the 
pocket forms, there is obviously 
no need to file tapes in purchasing 
along with separate specification 
cards. Also, the new system has 
eliminated a 8000-card purchas- 
ing record file. 

With a single typist, Greenlee 
prepares about 120 p.o.’s per day 
and has a capacity for 170. Auto- 
mation has halved order writing 
time and there are no mistakes. 

Two types of tape have been 
punched for the following classes 
of parts: 

(1) Engineered or low-volume 
items purchased from a single 
supplier. These make-up one-third 
of Greenlee’s parts. The tape is 
comprehensive, includes both ven- 
dor and parts data and the typist 


doesn’t have to pull a vendor card. 
Usually, she only has to insert 
three variables on the p.o.—date, 
delivery required, and quantity. 

Typing time is about 1% min- 
utes. And if there’s a vendor 
change, a new name and address 
can be entered manually. 

(2) Multiple vendor parts for 
which the buyer picks a supplier. 
Here, the typist selects the ven- 
dor card by code number. Typing 
time is slightly over 142 minutes. 

To minimize typing of variable 
data, Steward has pre-priced 95% 
of his items by punching prices on 
parts tapes. 

Commenting on pre-pricing, he 
said: “In today’s relatively stable 
markets, prices hold constant on 
previously negotiated items more 
often than not. It has proven less 
costly to enter a few price changes 
manually, as they are required, 
than to type out all price changes. 
Again, this cuts time and errors.” 

When price or other changes 
are made manually, a tape is sim- 
ultaneously prepared by the Flex- 
owriter to reflect the new situa- 
tion. It replaces the old one. 

All traveling requisitions for in- 
dividual suppliers are clipped to- 
gether by buyers so that the batch 
can be incorporated into one p.o. 

According to Stewart, it is pur- 
chasing’s obligation to challenge 
questionable parts quantities and 
delivery dates appearing on trav- 
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This reproducible receiving report form 
is part of the purchase order set. 
Three copies are made in a receiv- 
ing dock machine when shipments 
arrive. Shipment data is noted on 
columns at right. 


Traveling requisition with tape in side 
pocket will last ten years on basis of 
turning over inventory four times an- 
nually. To make a change, new tape 
is cut automatically. 


eling requisitions. The needs spec- 
ified by material control must, of 
course, be fulfilled—but purchas- 
ing should pursue the highest 
economy by adjusting quantities 
and deliveries. Consultation with 
production will determine wheth- 
er changes are feasible. 

Within a year, Greenlee intends 
to add to its Flexowriter a device 
which will punch selected p.o. 
data onto tape or cards. Various 


summaries will be prepared. For 
instance, Stewart envisages re- 
ports on dollar commitments for 
future deliveries; dollar commit- 
ments by vendors; scheduled de- 
livery of orders; etc. 

From this information, Stewart 
will be able to alert the financial 
department about bills that will 
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be coming in so that there will be 
sufficient funds on hand without 
excess capital being tied up. 

In another change Greenlee 
modernized its receiving report 
system about the same time the 
automatic order writing program 
was put in. Previously, the re- 
ceiving department followed the 


time-honored, but obsolete, meth- 
od of writing out reports from the 
packing ticket and a copy of the 
p.o. 
“This was slow, inaccurate, and 
costly,” declares Stewart. “The re- 
ceiving clerk could not catch up 
with his paperwork and spent 
(Please turn to page 172) 
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If Youre an Importing P.A.... 


A good buy is a good buy in any language—but all sorts of troubles 


face the P.A. in the foreign market if he isn’t well grounded in local customs 


and terms. Here are hints that will help you before you start purchasing from abroad. 


By Alfred L. Lomax, 


Professor Emeritus of Business Administration, 
University of Oregon 


lr YOU'RE thinking of buying 
in the foreign market, you must 
realize first that you'll run up 
against conditions not found in the 
U. S. 

Distances are greater, language 
can be a barrier, currencies vary 
from country to country, and ex- 
port regulations are quite arbi- 
trary. The terminology of foreign 
trade, marketing, and finance is 
different. 

The wording of purchase and 
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sales 
trade 


contracts used in foreign 
contain technical expres- 
sions generally unfamiliar to the 
U. S. buyer. Since sellers make 
stipulations in their own favor, 
the buyer must be alert to protect 
his own rights. So he needs com- 
plete understanding of trade chan- 
nels, terms of purchase, time and 
place of delivery, and basis of pay- 
ment. 

Fortunately, there are many 
sources of guidance and informa- 


tion for the buyer interested in 
the foreign market. One is the 
Bureau of Foreign Commerce, 
staffed with experts in all divi- 
sions of foreign trade. The bureau 
has 33 field offices located in the 
principal cities of the United 
States. They are equipped to 
serve foreign trade interests with 
personnel, libraries, and direct 
lines to Washington. 

Another important source of as- 
sistance is the foreign trade de- 
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What U.S. Industry Buys in Europe 


Here are the highlights of a special study 
on U.S. industrial purchases in Britain and 
Western Europe, prepared by PURCHASING 
Magazine’s European correspondent: 

Buying trends in 1960 were mixed, although 
there was an overall decline from 1959. Ex- 
ceptions to the trend were in those fields 
where European prices and quality were com- 
petitive with those available in U.S. Facts and 
figures on the most substantial imports by 
American companies follow. (Since full year 
returns are not yet available, nine months’ re- 
turns have been adjusted to an annual rate 
and compared with the 12-month figure for 
1959.): 


Woodpulp—Sales to the U.S. of sulphite 
bleached grade by two major suppliers, Nor- 
way and Sweden were valued at about $6,- 
809,000 compared to $11,158,000 in 1959. 


Sheet Glass—Purchases from Europe have 
risen steadily in recent years, but there was 
a considerable reduction last year. 1960 im- 
ports to U.S. were valued at $8,271,000 com- 
pared to $12,274,000 in 1959. 


Special Equipment—ls getting an increas- 
ingly bigger play from U.S. buyers. Surveying 
instruments, for example, were imported dur- 
ing 1960 to the tune of $2,011,000, compared 
to $1,979,000 in 1959. Value of imports of 
miscellaneous scientific instruments jumped 
from $3,960,000 in 1959 to $5,052,000 in 
1960. 


Machine Tools—For the most part machine 
tools did very weil in the U.S. market in 1960, 
despite the falloff in industrial production. 
Shipments of grinding machinery went up in 
value from $2,407,000 in 1959 to $3,380,000; 


lathes from $6,794,000 to $8,542,000; mill- 
ing from $1,878,000 to $3,269,000. Jig-bor- 
ing machinery was off from $2,321,000 in 
1959 to $1,960,000 in 1960. 


Steel—The U.S. import figures must be 
considered in the light of the long strike here 
in 1959, U.S. buyers purchased 2,415,662 net 
tons of steel mill products from Europe in 
1960, compared with 3,237,275 net tons in 
1959. The 1958 figure was 1,358,514 net tons. 


Ball Bearings—Sales in the U.S. increased 
considerably in 1960—$3,470,000 compared 
to $2,665,000 in 1959. Roller bearing sales 
were down from $3,089,000 to $1,449,000. 


Heavy Electrical Machinery—Did not do no- 
tably well in the U.S. market in 1960, reflect- 
ing worldwide oversupply. However, there was 
relatively strong demand for small electric 
motors. Small motor sales in 1959 were valued 
at $3,861,000; in ’60, $4,635,000. 


Crushing Bort and Industrial Diamonds— 
Value of crushing bort shipped to U.S. from 
European ports jumped from $1,621,000 in 
1959 to $16,511,000 in 1960. Industrial dia- 
mond imports, however, declined from $36,- 
127,000 to $19,845,000. 


Chemicals—U.S. imports of most types of 
chemicals dropped off slightly in 1960. Two 
examples: sodium, which went from $1,573,- 
000 in 1959 to $1,403,000 last year; and al- 
cohol-free preparations, which declined from 
$12,549,000 in 1959 to $11,477,000 in 1960. 


Buying trends in machinery (with the ex- 
ception of electrical machinery) showed a 
strong market improvement. 








partment of the Chamber of Com- 
merce of the United States, in 
Washington. Many local chambers 
of commerce offer similar service. 
Growing numbers of commercial 
banks are also setting up foreign 
departments, staffed by experts in 
foreign exchange and other as- 
pects of international trade. 
Authoritative texts that a pur- 
chasing agent will find helpful 
are: Purchasing Handbook, M-- 
Graw-Hill Publishing Co., New 
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York, which has sections on pack- 
ing, letters of credit, and related 
subjects; E. E. Pratt’s Foreign 
Trade Handbook, Dartnell Cor- 
poration, Chicago; the Custom 
House Guide, Import Publications, 


New York; and a Dictionary of © 


Foreign Trade, by Frank Henius, 
Prentice-Hall, New York. 

There are some basic ideas that 
a prospective buyer in the foreign 
market should become acquainted 
with even before turning to these 


sources for help. 

He should know, for example, 
the general meaning of a firm offer 
in foreign trade. Either the P.A. 
or the supplier begins the nego- 
tiation. A typical request for a 
firm offer will be sent by cable, 
usually, by a P.A. interested in a 
specific commodity. Such a mes- 
sage might read: 

Make us firm offer two hun- 
dred thousand feet BM Phil- 
ippine lauan January Febru- 
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ary delivery Pacific port. 
To which the exporter would re- 
ply: 
Lauan make you firm offer 
two hundred thousand feet 
BM seventeen dollars and 
twenty cents f.o.b. vessel Ma- 
nila January delivery irre- 
vocable letter of credit. 
How long should a firm offer 
hold good? What is the agreed 
upon time between inquiry, offer, 
and acceptance? Actually, there 
is no fixed standard except that 
agreed upon between the two 
parties. Customs of the trade, dif- 
ference in time zones, and closing 
hours of the commodity exchanges 
and banks, are among the factors 
to be considered. A firm offer is 
one that will not be retracted 
within a definite, agreed upon 
period of time. 


Measuring Systems Vary 


Definitions of weights and meas- 
ures should be clarified. The long 
ton of 2240 pounds is used con- 
sistently in the English-speaking 
world as against the 2000-pound 
ton in the United States. In Latin 
America the metric ton of 2204.6 
pounds is used. Where the price 
named is based on a hundred- 
weight (cwt.) there are twenty 
hundredweight to the ton whether 
short or long. 

Sometimes the buyer will ar- 
range to pay for ocean freight 
based on one of the named tons. 
Steamship companies, however, 
may quote rates on the measure- 
ment ton of forty cubic feet, de- 
pending upon which brings the 
greater revenue. Such a quotation 
then would read so much per ton 
weight or measurement (W/M). 

Liquid measure terms also may 
be confusing. The United States 
gallon is four quarts, but the Im- 
perial gallon used in Britsh Em- 
pire countries is five quarts. In 
transactions on vegetable oils, 
petroleum products, and other 
liquid commodities, ignorance of 
this variation could cause a lot 
of trouble, perhaps complete loss 
of profit. 

In one case an oil company ship- 
ped 10,000 cases of petrol to Aus- 
tralia. Each case contained two 
five gallon tins, American meas- 
ure. Naturally, the Australian im- 
porter was surprised when he 
found his shipment short. The dis- 
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crepancy could have been pre- 
vented had both parties carefully 
defined their trading terms. 

Sometimes the metric system 
gets into the act with liters and 
kilograms in both Latin American 
and European trade. However, 
conversion tables are available in 
the references mentioned earlier 
to help you in computations. 


Who's to Blame for Damage? 

Physical characteristics like free 
fatty acid, chemical or metallic 
content of ore, sugar and lactic 
acid in canned milk, require cer- 
tification of a competent chemist 
or assayist. In the Pacific Coast 
lumber trade, the Pacific Lumber 
Inspection Bureau issues its PLIB 
certificate, a universally accepted 
document wherever Douglas fir 
lumber is sold. 

Purchasing should be sure that 
anything bought abroad is pack- 
aged to withstand the hazards of 
overseas transportation. Marine 
insurance and steamship com- 
panies pay millions of dollars an- 
nually to claimants whose goods 
have been damaged in transit be- 
cause of improper packing at the 
factory. The carriers are not al- 
ways to blame for damaged goods. 

The price-conscious purchasing 
agent will need all of his natural 
alertness when buying from for- 
sources. Strange-sounding 
phrases such as f.a.s., c.i.f., c. & f., 
f.o.r., and dozens of others will 
face him. Contractual responsibil- 
under these various terms 
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and your European 
buying trips.” 


are outlined in the 1941 Standard 
Foreign Trade Definitions and in 
the later Incoterms of the Inter- 
national Chamber of Commerce, 
available from banks, Bureau of 
Foreign Commerce and textbooks. 

A casual reading of these pub- 
lications gives the impression that 
terms used in foreign trade are 
easy to understand and interpret, 
sort of a Hoyle for the inter- 
national trading game, which they 
are. Experience proves, however, 
that they are contractual booby 
traps into which the neophyte and 
even old timers at the game can 
become legally tangled. Complete 
understanding between the parties 
is the only practicable defensive 
measure. 


What About Letters of Credit? 


As in domestic buying, knowl- 
edge of credit terms and practices 
is important, but unlike domestic 
marketing transactions foreign 
trade purchases are seldom made 
“cash on the barrel head.” Thirty, 
sixty, even ninety days are the 
usual periods employed. To liqui- 
date these debtor obligations both 
sight and time drafts are used. 

These documentary drafts are 
frequently drawn against letters 
of credit, without doubt the most 
advantageous method of financing 
foreign imports. The buyer is pro- 
tected against errors or careless- 
ness on the part of the seller or 
beneficiary should he omit neces- 
sary documents, give the incorrect 
description of the goods or other 
details, Letter of credit terms are 
very precise and bankers examine 
them with extreme care to see 
that every requirement has been 
fulfilled; if not, the seller will 
either not get his money or pay- 
ment will be delayed until the 
mistakes are rectified. 


It's a Tougher Job 


The purchasing agent will work 
more understandingly and har- 
moniously with other departments 
and they with him when the in- 
tricacies of overseas purchasing 
are understood. The same funda- 
mentals face the importing p.a. as 
when he buys in the domestic 
market, except that there are 
more documentary and financial 
details to master which makes the 
buyer-seller relationship more 
complicated. > END 
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Weary OF requisitions for 
three dozen lubricants piling up 
on his desk on their way to pur- 
chasing, Plant Engineer E. Menke 
decided to modernize his plant’s 
lubrication program. He gained 
efficiency and economy by stand- 
ardizing on 16 lubricants and set- 
ting up specifications and code 
numbers for each group. This en- 
abled him to transfer complete 
buying responsibility to purchas- 
ing which opened up opportuni- 
ties for more competitive buying. 


iii 


How to Standardize 
Your Lubricant Purchases 


Although elaborate lube speci- 
fication systems are used by the 
large plants, they are rarely found 
in medium size companies such 
as Edward Valves, Inc., East Chi- 
cago, Ind., a subsidiary of Rock- 
well Mfg. Co. But Menke, by tak- 
ing a common sense approach to 
lubricant coding, eliminated the 
need for elaborate analyses, tests, 
etc. 

In many plants, the number of 
lubricants used may range any- 
where from 30 to 50. With so 


Purchasing agent Jim Gilbert (r.) and plant engineer E. Menke review 
lubricants and code numbers. They meet periodically to discuss buying 


trends and new lubricants. 


many types, the chances that the 
wrong lubricant will be used are 
greatly increased. Ordinary fre- 
quency and number of requisi- 
tions are excessively high. And 
because so many lubricants are 
involved, buying tends to become 
rigid, with the same kinds being 
purchased year after year. 

Buying authority is frequent- 
ly diffuse, with numerous people 
having a say about lubricant pur- 
chases. And it is not uncommon 
for the foreman of Dept. 11 to 
maintain an unswerving allegi- 
ance to Red Dog Grease No. 
12XL, which may now be ob- 
solete. 


Selecting Lubricants 


Modern machines are faster 
more precise, and have more bear- 
ing points—factors which place a 
premium on proper lubrication. 
Without a program to reduce the 
numbers of oils and greases to a 
sensible level, lubrication sched- 
uling can become a hodge-podge. 
Fortunately, broad performance 
lubricants are available to assist 
inventory simplification. Their 
higher cost is more than repaid 
by their advantages. 

The task of selecting and cod- 
ing lubricants requires effort. 
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Lubricant classification sheets show lube code 





Lubricant specs to fit a code number are listed on this form. With these 
sheets, purchasing can quickly determine if a supplier's lubricant meets 


or exceeds the specs. 


Menke based his choices mainly 
on equipment manufacturers’ rec- 
ommendations for different lube 
points. He compared viscosity in- 
dices, oxidation, and other lube 
properties covered in the recom- 
mendations with those of avail- 
able general and special lubri- 
cants. By making realistic com- 
promises, he finally settled on 16 
oils and greases which he believed 
would meet the needs of 350 ma- 
chines and pieces of equipment in 
the plant. 


Gives Code Numbers 


Menke gave code numbers to 
the 16 lubricants. (Included in 
the 16 were two spindle oils; three 
hydraulic oils, one of which can 
be used as a general lubricant; 
two lubricants for machine ways; 
three gear lubricants; two bearing 
greases; one compressor cylinder 
oil; one engine crankcase oil; and 
two high temperature oils with 
synthetic bases). 
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numbers and description. Names of suppliers 
are at left. When a supplier has a lubricant 
fitting a code number, its brand name appears 
in code number column. The sheet serves as a 


quick-check form for purchasing. 


On separate sheets, Menke list- 
ed all the properties lubricants 
had to have to qualify under the 
specific code numbers. Copies of 
these specification sheets were 
forwarded to purchasing so that 
it could make quick comparisons 
»9f the lubricants offered. 

Also for purchasing’s benefit, 
Menke prepared lubricant classi- 
fication sheets. (See illustration.) 
Four lubricant code numbers and 
a general description of the lu- 
bricants are listed in columns 
across the top of the sheet. At the 
left is a column for the names 
of current suppliers. Rockwell- 
Edward lists nine. When a sup- 
plier makes an oil or grease that 
fits the specs of a code number, 
the brand name of his lubricant 
appears in the code number col- 
umn. 

With these forms, purchasing 
can determine at a glance whether 
a lubricant brand is eligible under 
a code. If a new lubricant is offer- 


ed, purchasing can check its spe- 
cifications against those of the 
pertinent lube spec sheet. Of 
course, lubricants that surpass 
specifications are candidates for 
purchase. 


Can Buy Competitively 


By setting standards for lubri- 
cants, Menke knows he will get 
what he needs. Meanwhile, he has 
made it possible for purchasing to 


buy competitively, in greater 
bulk, and with far less paperwork. 

Through intelligent purchasing, 
Rockwell-Edward intends to avoid 
certain pitfalls of specification 
buying. It has happened at some 
companies that after specs were 
set for lubricants some companies 
refused to consider any others. In 
effect, this inflexible attitude bars 
new and better oils and greases 
from a plant. But Rockwell-Ed- 
ward’s MRO buyer is willing to 
consider new oils and greases if 
they offer advantages. > END 
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Karl E. Brammer, P.A. for 
the Ormet Corp., Burnside, La., 
has an interesting set of forms 
to meet his purchasing require- 
ments. Shown here are the 
eight basic forms used by 
Ormet (a wholly owned sub- 
sidiary of the Olin Mathieson 
Chemical Corp. and Revere 
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Copper & Brass, Inc.): 


1 Purchase Requisition is used 
when item required cannot be pro- 
cured with a blanket or release 
order. Items ordered repetitively 
are requisitioned witha... 
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4 Traveling Stores Requisition is 
forwarded to the purchasing de- 
partment. If competitive bids are 
requested or necessary an inquiry 
is sent out and... 


5 Tabulation of Bids prepared. 
This form provides space for a 
complete breakdown of bids from 
four vendors. 


6 Purchase Order is a hecto- 
graph or spirit carbon. It produces 
the inquiry, the tabulation of bids 
and all. . . (Turn Page) 
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7 Receiving Sets. Nine copies of 
this form are run off. It is blank ex- 
cept for a special data section at 
ihe bottom. 


8 Material Discrepancy Report 
is a snap-out form. It’s used in case 
of overs, shorts or damaged mate- 
rials. It provides a positive record 
for claim and adjustment purposes. 
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What About Tie-In 


Service Contracts? 


Not specifically covered by the Clayton Act, tie-in service 


contracts are illegal only if they can be proved to be a 


conspiracy in restraint of trade. 


By Albert Woodruff Gray, 


Legal Editor 


Trew CONTRACTS that re- 
quire the purchase of unsought 
articles as a condition to buying 
those that are sought, are gener- 
ally regarded as violations of the 
antitrust laws. However, a recent 
decision has emphasized that tie- 
in service agreements, as distinct 
from tie-in purchasing agree- 
ments, may not be illegal. 

The case involves a Pennsy]l- 
vania manufacturer of communi- 
ty television antenna equipment. 
The corporation found that its 
distributors did not have suffi- 
cient technical training and 
knowledge to install these com- 
plex systems properly. To main- 
tain goodwill and reputation, the 
company was compelled to read- 
just equipment that had been pur- 
chased by the customers of its 
distributors. It decided, there- 
fore, that equipment should be 
sold only with an agreement giv- 
ing the company sole right to 
make adjustments and repairs and 
with a service contract assuring 
the company exclusive super- 
vision over installation and main- 
tenance. 

In an action brought before the 
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United States District Court in 
Pennsylvania, the federal govern- 
ment charged that the manufact- 
urer’s insistence on the execution 
of such tie-in service contracts 
was a violation of the Clayton 
antitrust law. 

This law provides: “It shall be 
unlawful for any person engaged 
in commerce, in the course of 
such commerce, to lease or make 
a sale or contract for the sale of 
goods, wares, merchandise, ma- 
chinery, supplies or other com- 
modities . on the condition, 
agreement or understanding that 
the lessee or purchaser thereof 
shall not use or deal in the goods, 
wares, merchandise, machinery, 
supplies or other commodities of 
a competitor where the effect... 
may be to substantially lessen 
competition or tend to create a 
monopoly in any line of com- 
merce.” 


Tie In Agreement Unlawful 


In the Pennsylvania case the 
government contended that the 
service contracts were tie-in 
agreements with the sale of an- 
tenna equipment and therefore 


unlawful under the antitrust 
laws. It claimed the company was 
using its marketing power to in- 
duce the purchase of services 
thereby restricting freedom of 
choice and restraining compe- 
tition. 


Sherman Act Decides Case 


The court’s decision empha- 
sizes an important feature of the 
antitrust laws that such tie-in 
service contracts are not prohib- 
ited by the Clayton Act, but only 
if they offend the Sherman Anti- 
trust Act as a conspiracy in re- 
straint of trade. 

“The Government,’ comment- 
ed the court, “concedes that the 
Clayton Act does not apply to 
this situation because that section, 
by its terms, only concerns ‘goods, 
wares and merchandise, machin- 
ery, supplies or other commodi- 
ties.’ It does not apply to any con- 
tract involving services.” 

The exclusion of tie-in service 
contracts from the prohibitions of 
the Clayton Act was also featured 
in another recent action brought 
by the United States against the 
Northwestern Pacific Railway Co. 
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"YOU HAVE TO TAKE 

HER IF YOU WANT 

ME .THIS IS A TIE- 
| _—-IN CONTRACT." 


Tie-in service contracts are not prohibited unless they offend the Sherman 
Antitrust Act as a conspiracy in restraint of trade. 


In its leases of over three million 
acres of land the railroad had 
stipulated that the lessees would 
ship their products (cattle, ore, 
oil and timber) over the lines of 
this railroad. 

A dissenting opinion to that de- 
cision directed attention to the 
necessity of the government bas- 
ing its suit on the Sherman Act 
rather than on the Clayton Act 
section condemning conditions 
against transactions in the goods 
of competitors of the seller. 


Pay For Ed Sullivan 


A suit broughi against the Ford 
Motor Company by the owners 
of a motor car sales agency in 
South Carolina took a similar 
turn. A distributor had charged 
that the automobile manufac- 
turer sponsored a Lincoln-Mer- 
cury Dealers Advertising Associa- 
tion that required dealers to con- 
tribute to an advertising fund $25 
for every car sold as a condition 
to the continuance of their sales 
franchise. The money was to be 
used for the expense of the Ed 
Sullivan television program. 

This plan, the prosecution con- 
tended, was a tie-in contract with 
this manufacturer in the sale of 
motor vehicles and a violation of 
the Clayton Act. The court ruled, 
however, that such an agreement 
was outside the restrictions of 
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this law as it affected only the 
sale of merchandise. Quoting from 
an earlier decision, the court said: 

“Congress passed the Clayton 
Act to promote competition by 
protecting it from certain prac- 
tices which might lessen it or tend 
to create monopoly. This section 
strikes at practices relied on to 
limit competition in the distribu- 
tion of goods which restrict the 
right to deal in competing prod- 
ucts. 

“Among these are the so-called 
‘exclusive dealing arrangements’ 
and ‘tie contracts.’ The former in- 
volves the condition that the pur- 
chaser or lessee of goods shall 
deal only in the goods of the seller 
or lessor and refrain from deal- 


ing in the goods of competitors. 


Money Is Not a Commodity 


“The latter involves a condition 
that the goods sold or leased shall 
be used only with other goods of 
the seller or lessor, the purchaser 
or lessee agreeing not to deal in 
such other goods of competitors 
or the leasing of equipment on the 
condition that it shall be used 
only with the supplies of the 
lessor. 

“It will be seen that the ‘tie’ 
contract has two very definite 
essentials, (1) that goods sold or 
leased by the seller should be 
used only with other goods of the 


seller or lessor, and (2) that the 
purchaser or lessee agrees that he 
will not deal in such other goods 
of a competitor.” 

To this the court added, “But 
the element common to all prac- 
tices reached by the statute was 
exclusion of rival sellers—either 
by the terms of the arrangement 
or its necessary effects.” 

Another aspect was brought out 
in an injunction suit. The U. S. 
government charged that a Min- 
nesota company had violated the 
statute by lending money on real 
estate mortgages with the condi- 
tion that it should sell the mort- 
gagors whatever insurance they 
should be required to carry. 

The court denied the injunc- 
tion. “Money,” it said, “which is 
the only thing involved in the so- 
called lease, sale or contract for 
sale here, is not a commodity, 
goods, wares, merchandise, ma- 
chinery or supplies within the 
meaning of this section of the 
Clayton Act. 


Terms Used Are Specific 


“The terms, ‘goods, wares, mer- 
chandise, machinery, supplies’ 
were undoubtedly used in their 
ordinary sense by the framers of 
the Act. For otherwise they would 
not be ‘commodities of which sales 
would naturally be made.’ Wheth- 
er a sale or lease and whether the 
subject of that sale or lease there- 
fore, was a ‘commodity’ within 
the meaning of the Clayton Act 
or necessarily related, and the 
terms must be interpreted in the 
light of each other. 

“Commodities must be given 
therefore its usual and natural 
meaning. That meaning does not 
include money which is a medium 
of exchange. Reference may be 
made to the Report of the House 
Judiciary Committee which made 
the following comment concern- 
ing the effect of Section 3: 

“It prohibits the exclusive or 
tie contract made between the 
manufacturer and the dealer by 
purchase or lease whereby the 
latter agrees as a condition of his 
contract, not to use or deal in the 
commodities of the competitor or 
rival of the seller or lessor. It is 
designed merely to prevent this 
unfair trade practice which is gen- 

(Please turn to page 176) 
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NS SPECIAL WIRE TRANSMITS 


Doctors are saving more lives today in heart 
surgery cases through the transmission of carefully 
timed electrical pulses into the heart. Many patients 
suffering from lost heartbeat due to surgery or other 
causes have been restored to active life through 
such heart stimulation. 

A LEADING MEDICAL INSTRUMENT COMPANY de- 
veloped a pocket-size electronic package to generate 
the electrical impulse, which is transmitted to the 
heart through the jugular vein by a tiny stainless 
steel braided wire. 


In their search for the right conductor to carry 


the electric pulses to the heart, researchers came to 
National-Standard for help in developing a wire 
flexible enough to follow the intricate path of the 
circulatory system, while, at the same time, soft 
enough to avoid damaging the blood vessels or the 
heart itself. In addition, the wire had to be very 
thin, strong enough to withstand the constant flex- 
ing of the heart, and with just the proper electrical 
characteristics. 

NATIONAL-STANDARD ENGINEERS developed a 
braid of 16 wires, each .0036” diameter, or about the 
thickness of human hair. Using type 302 stainless 





SPARK OF LIFE 


steel wire, NS engineers produced a braided wire 
with high tensile strength, good resistance to frac- 
ture, good conductivity and flexibility just right for 
the delicate application. 

EXPERIENCED ENGINEERING HELP of this kind, 
for jobs requiring high-quality wire, to meet special 
or unique applications, is available to you from 
National-Standard. Write for additional information 
to National-Standard Company, Niles, Michigan. 


f A 


v¥ 


NATIONAL-STANDARD COMPANY 
Niles, Michigan 


| 





NS SPECIAL WIRE transmits spark of life from transis- 
torized, battery-powered package, through jugular vein, to 
the heart. Carefully timed electrical pulses train tired hearts 
to beat normally again. 
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Capitol count down 


= INSURES NO FAILURES! 


A union is more than a fitting. Installed, it is a retinery... 
a skyscraper ...an atomic-energy plant! Continued operation 


depends on it. 


And you can count on Capitol forged steel unions... 
because they give you 4-way service insurance, 

(1) Leak-proof connections assured because Capitol unions 
POSITIVE SEATING have more threads, accurately cut and double-checked according 
to Army-Navy gauging practice. Both hand-tight and pressure- 
tight threads are checked, two operations instead of the one 
required for American Standard gauging. The extra threads 
mean on-the-job assurance of tight installations. (2) Positive 
seating because each union is individually pressure-tested. (3) 
Clean/over-all protection, each male and female part completely 
phosphate coated; each nut electro-zinc plated. (4) Easy 
wrenching/faster make-up because all three parts have a definite 
octagon shape. 

You get all 4 important advantages at no extra cost when 
you specify CAPITOL forged steel unions .. . one of the full- 
line of Army-Navy gauged forged steel fittings. Now more than 
one million in service... and not a single failure. 

CAPITOL MANUFACTURING CO., 
Division of Harsco Corporation, Columbus, Ohio. 


SOLD ONLY THROUGH H 
RECOGNIZED DISTRIBUTORS “Oey ce ee ————————— 
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Products and ideas 


Buying Work Gloves 


A PRICE LIST recently issued 
by a prominent work glove manu- 
facturer listed 79 different styles 
of leather palm gloves varying in 
price from $5.70 to $18.25 per 
dozen. While a few of these were 
specialty items, the great major- 
ity were standards in daily use. 

Why should any one manufac- 
turer burden his inventory and 
production with so many differ- 
ent styles? And why should one 
glove cost up to three and one 
half times another? 

The answers to these questions 
point up a problem for buyers of 
work gloves. No one wants to pay 
$10.25 per dozen if an $8.75 per 
dozen glove will do the job. On 
the other hand, no one wants to 
economize at the risk of sacrific- 
ing safety. To be sure that you get 
just what you need, you should 
understand the features that de- 
termine the price of a glove and 
the job it will do. 

The first consideration is the 
quality of the leather. There are 
two basic types commonly used 
in work gloves—side split and 
shoulder split. 

Side split is the portion of the 
hide that covers the rib area of 
the animal. It is usually more uni- 
form, has less imperfections— 
such as scars, open fibers, or weak 
fibers—and is more flexible. 

Naturally it is more expensive 
than the shoulder split, which 

(Please turn to page 100) 
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That Fit the Job 


There is more to a leather palm work glove than 
meets the eye. Keep costs down by knowing what 


brings them up. 


By Robert B. Medvin 


important Features of 
Leather Paim Gloves 








CONTINUOUS 
PULL PATCH 


Continuous Full Thumb 


Leather Thumb 


FULL LEATHER 
FOREFINGER 
FINGERTIPS 
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Full Leather 
Forefinger 


Three-Quarter 
Leather Back 


These are the four basic types of work gloves. Generally, the more 
leather a glove has, the higher the price. 
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NEWEST IDEA for storing drums—strong, low-ccst 
Republic Portable Drum Racks. Of all-steel 
channel construction, the racks assemble quickly 
and save valuable floor space. Available for 
immediate delivery. Mail the attached coupon 
for more information. 























Apex worked closely with Republic, and Thornel and Associates in determining the best box 
design for their job. The Republic Drop Bottom Boxes are 54” wide, 62” long, and 45” deep. 


MEASURE, CUT, ASSEMBLE. That quick, with 
Reput METAL LUMBER” you have stronger, 
framing for any application where com- 
building materials are now being used. 


Comes in two gages, two widths, standard 
bundles of 10- or 12-foot lengths. Send coupon. 





FORMING 


CONTRACT MANUFACTURING SPECIALISTS. From design 
through engineering and fabrication, rely on Republic 
for contract production of sheet metal products. Wide 
range of facilities means that Republic can handle 
your complete job (or any phase of it)... 
considerable savings. Send for information. 


often at 











Apex mechanizes material handling with Republic Drop Bottom Boxes... 


OPERATING ECONOMIES TO PAY FOR 
NEW EQUIPMENT WITHIN 2% YEARS 


From scrap receiving to melting furnaces, Apex 
Smelting Company, Chicago, has mechanized 
and streamlined operations with 900 new 
Republic Drop Bottom Steel Boxes. Here is 
modern containerization in action—eliminat- 
ing manual handling; stopping scrap material 
loss; facilitating an accurate records system; 
and saving dollars every step of the way. 

According to Mr. P. R. Janney, Apex project 
engineer. operating economies resulting from 
the use of Republic Drop Bottom Boxes will 
pay for the new equipment over a short, easily 
amortized period of from 2 to 2% years. 

Apex buys scrap metals, which are sorted, 
prepared, stored, and finally melted down and 
poured into pigs of specification aluminum 


alloy for resale. Formerly scrap was transported 


mete) 


to the sorting equipment in a variety of tem- 
porary containers — drums, wood cartons, 
burlap bags. After sorting, it was stored in bins, 
then hand and power shoveled into containers 
to go to the melters. 

Now scrap is mechanically loaded into 
Republic Drop Bottom Boxes at the receiving 
dock, carried to the sorter by fork trucks, 
sorted, prepared, and reloaded into the same 
boxes. Card pockets on each box speed identi- 
fication of its contents for charging into melters. 


WHATEVER YOUR MATERIAL HANDLING OR CON- 
TAINERIZATION PROBLEM, Republic’s Material 


Handling Engineers can help you solve it. 
Republic equipment is engineered and built to 
your specific job requirements. Send the 
coupon for more information. 


REPUBLIC STEEL 


Republic Has The Fee! For Modern Steel 


REPUBLIC STEEL CORPORATION 
DEPT. PH-1962 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


Please send more information on the following: 


C) Republic Material Handling Units 
O METAL LUMBER® 


Name 


0) Contract Facilities 
O Drum Racks 





Firm 





Address 





City 











Leather palm work gloves, designed for rugged jobs, come in dozens 
of different styles and range in price from around 50 cents to over $1.50 
a pair. P.A.’s can save by selecting the right style for the job. 


comes from the shoulder and neck 
of the animal. Here the fibers 
tend to be more coarse, less uni- 
form, and stiffer. 

The choice of side or shoulder 
split is detemined by the degrees 
of protection and flexibility re- 
quired. Usually the rougher the 
job, the better the quality need- 
ed. 


Fingertips Are Second 


The weight, or thickness, of the 
leather also affects the ability of 
the glove to provide protection. 
Ounces are the unit of measure- 
ment here. One ounce simply 
means that the leather is 1/64” 
thick. When the weights of the 
leathers are not given, it is still 
simple to compare two otherwise 
similar gloves by the total ship- 
ping weight per dozen. 

Just as important as quality is 
the quantity of leather used. For 
practical purposes, the basic leath- 
er palm work glove has a full 
leather palm and thumb and a 
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canvas back. 

In ascending order, the next 
type is fingertips. Small 
leather sections are sewn to the 
backs of the fingertips of gloves 
used on jobs requiring extra pro- 
tection to prevent injury here. 
Extra leather is also often added 
to the back of the forefinger when 
the job exposes this area to pos- 
sible injury. 

Knuckles are another danger 
spot. For this reason a strip of 
leather, called a knuckle strap, 
can be added. This strip not only 
protects, but also helps lengthen 
the useful life of the glove. Con- 
stant bending of the hand makes 
the knuckles a point of stress— 
and this spot can be one of the 
first to tear on canvas backs. 

Then there is the three-quarter 
leather back. Instead of having 
finger tips and knuckle strap with 
canvas in between, one continuous 
length of leather is used to cover 
this entire area. The three-quarter 
leather back is essential if pro- 


best 


tection for the back of fingers is 
required. Should the entire back 
of the hand need such protection, 
gloves are also available with full 
leather backs. Of course, the more 
leather required on a glove, the 
costlier it will be. 

There is one point on the palm 
side of the glove where extra 
leather is often added. This is 
a small patch to cover the wrist 
and is called a pull. Wrist in- 
juries can be serious, and the pur- 
pose of the patch is to give extra 
protection—as well as to add life 
and wear to the glove. 


it Costs More 


There are two basic types of 
pulls—the pull patch and the con- 
tinuous pull. The patch is a sep- 
arate piece of leather sewn to the 
palm at the wrist seam. The con- 
tinuous pull is a continuation of 
the same piece of leather as the 
palm. 

The continuous pull is more 
costly than the patch, since it re- 
quires a larger piece of quality 
leather. The separate pull can be 
made from scraps which might 
otherwise be wasted. While both 
types give good wrist protection, 
the advantage of the continuous 
pull is longer wear. 

Gloves are put on the hand by 
pulling the cuff, which places 
strain at the wrist seam. The con- 
stant strain eventually tears the 
wrist from the palm. However, as 
the continuous pull and palm are 
both made from the same piece of 
leather, there is no seam to part. 
It absorbs the strain, giving the 
glove considerably longer life. 


Construction Adds to Value 


In addition to the quality and 
amount of leather used, there are 
certain construction features that 
add to the value of the glove. One 
of these is welted seams. A welt 
is a piece of material, usually 
leather, sewn in between the 
seams. It crushes between the 
fabrics seamed together, thus pro- 
tecting the seam from wear and 
tear. The softer the welt, the more 
comfortable the glove. 

Another feature is the elastic 
back strap, an elastic strip sewn 
onto the back of a glove just be- 
low the cuff. Its function is to give 
a snug fit and to keep the glove 

(Please turn to page 104) 
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label 
your 
products? 





You know the costs of the labels themselves informing, selling and reordering job your 


and the labor to apply them — but there are 
some other “costs” as well, whether you buy 
labels or make them yourself. How many be- 
come obsolete before you’ve had the chance 
to use them — and how much money do you 
have invested in label inventory and storage 
space? Can you easily and inexpensively change 
from one label — or one imprint — to an- 
other as demand requires — or should you add 
in the inconveniences and cost of delays while 
you wait for new labels? Another “cost” con- 
sideration, in every sense of the word, is the 


Model 126 — one of 80 Markem 
machines. From low cost blank stock, 
produces complete professional qual- 
ity paper or fabric labels in one or 
two colors; allows imprint changes 
in seconds; makes 70-100 labels/min. 


labels are doing: if they lack readability, com- 
pleteness and lasting attractiveness, they’re 
probably more of a liability than an asset. 

We make machines, type and inks for printing 
all kinds of labels. (We also make many other 
machines for marking products, parts and 
packages directly, when that method is more 
practical than labeling.) The offer we make is 
simple and could save you several thousand 
dollars a year: send us some of your labels 
and if we can’t show you a better method that 
will give you informative, good-looking labels 
at the lowest cost, we'll certainly recommend 
that you stay with what you have now. Thou- 
sands of firms use Markem methods to save 
money and get better labels. Perhaps you can, 
too. Markem Machine Co., Keene 34, N. H. 


HELPING YOUR PRODUCT SPEAK FOR ITSELF MARKENM 
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KOPPERS|| PRODUCTS AND IDEAS THAT CAN PAY OFF FOR YOU 


Pick a roof. We'll bet it’s leak-proof! 


Almost every major building you see here in New 
Haven has a Koppers Coal-tar Pitch Built-up Roof—a 
watertight roof, bonded for 20 years of trouble-free 
service. New Haven’s current redevelopment program 
puts special attention on use of best possible materials 
for all new construction and modernization projects. 
Comparative studies of existing buildings have proved 
that Koppers Coal-tar Pitch Built-up Roofs perform 
better and last longer than any other type. There are 
now more than 370 Koppers roofs in this one city! 

Alternate layers of coal-tar pitch and tar saturated 
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felt, topped with slag or gravel, make Koppers Built- 
up Roofs so watertight that hundreds of them through- 
out the country have already far outlived their 20-year 
guarantees. Coal-tar pitch, with its remarkable prop- 
erty of “cold flow” actually seals hairline cracks if 
they develop, and stops trouble before it starts. It’s 
automatic maintenance, and it’s part of the reason for 
the remarkable performance record of Koppers Built- 
up Roofs everywhere. 

Check the coupon for complete information about 
leak-proof roofs that are guaranteed for 20 years. 
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Wood that won't rot 


Florida’s Everglades are rough on wood. If it doesn’t 
rot, it’s eaten by termites. But the architects wanted 
the clean look of natural wood for this pavilion at 
Caribbean Gardens, so the lumber was treated with a 
WOLMAN® preservative solution. In a large pressure 
vessel, air was drawn out of the wood cells and the 
WOLMAN solution forced in under high pressure. It 
permanently protects the wood from termites and 
decay; leaves no odor or discoloration. This WoL- 
MANIZED® lumber can stand for decades. Check the 
coupon for complete information. 


Creosoted wood piling 
Saves money 


Koppers pressure-creosoted wood piling, permanent 
and economical, can safely support working loads of 
more than 40 tons per pile. This is twice the maximum 
working load previously associated with wood piles, 
and makes possible significant savings in foundation 
construction costs. Recent tests in Chicago with pres- 
sure-creosoted wood piles show that 40-ton loads can 
be safely carried in Chicago-type soils. Loads con- 
siderably in excess of 40 tons per pile are possible 
under other soil conditions. Check the coupon. 
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Wood towers for high-voltage lines 


To demonstrate new materials for improved high-voltage 
transmission towers, RILCO DiIvISION OF WEYERHAEUSER 
supplied GENERAL ELECcTRIC’s Project EHV with a 135- 
foot tower made from laminated wood. The timbers were 
glued with PENACOLITE® adhesive, a Koppers product 
which is 100% waterproof and makes a bond as strong 
as the wood it joins. The laminated beams have excellent 
structural strength, and because they were pressure- 
creosoted they won’t corrode—will never need paint. Low 
installation cost, low maintenance cost . . . a solid idea 
for many types of construction. Check the coupon. 


Divisions: Chemicals & Dyestuffs 
a Engineering & Construction + Gas & Coke 
KOPPERS|| Metal Products - Plastics - Tar Products 
Ww Wood Preserving + International 


PUT THESE IDEAS TO USE NOW! 


To: Fred C. Foy, Chairman 
Koppers Company, Inc., Room 1429 
Koppers Building, Pittsburgh 19, Pa. 
Please send additional information about: 


Koppers Built-Up Roofs 
WOLMANIZED® Lumber 

PENACOLITE® Adhesives 
Pressure-Creosoted Piling 


Name 
Company 
Job Title 
Address 


Zone_ State 
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Union, N 
Detroit, Mich 
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Buy Work Gloves 
That Fit the Job 


(Continued from page 100) 


from slipping. In some operations, 
a loose fitting glove is preferable 
so that the worker can fling off 
the glove in case of emergency. 
In such a case, there is no sense 
paying for the material and labor 
of an elastic back strap when a 
less expensive glove will do a bet- 
ter job. 

The quality of the lining and 
the care with which it is sewn 
affects price as well as comfort. 
Other items that affect the price 
involve the cuffs, such as the ma- 
terial used, whether it is water- 
proof, and whether it be washed 
or dry cleaned. 


Analyze Requirements 


These are the basic features that 
determine the cost of a leather 
palm glove. For maximum protec- 
tion and wear, it’s best to get 
what the particular job requires. 
It’s wrong to scimp—and it is 
poor policy to buy more than you 
need. 

Analyze the job requirements. 
Ask your sources of supply for 
assistance. Most good manufac- 
turers are equipped to conduct 
free on-the-job surveys in your 
plant and to run tests to help 
you select the best gloves to fit 
your needs. 





—COMING— 


PURCHASING MAGAZINE’S 
ANNUAL VALUE ANALYSIS 
ISSUE 


Hundreds of Cost-Saving 
Case Histories, plus a 
study of General Electric 
Company's Pace-Setting 


Value Buying Program. 


WATCH FOR IT 
MAY 8 














| figure we're 
saving 25% 
on charts!” 


“By using only GC Recording 
Charts, we buy quality charts at 
the lowest prices and save plenty 
more in time and clerical work.” 

You save three ways when you 
standardize on GC Recording 
Charts. 


1. Efficient production by the 
world’s largest chart specialists 
makes possible lower prices. 


2. Periodic shipments get you the 
charts you need, when you need 
them. At the same time you place 
only one order—get the bulk price. 


3. Additional savings in time and 
clerical work are yours because 
you deal with only one salesman 
and write only one order instead 
of many. 


As for quality, you can count 
implicitly on GC just as over 5,000 
users are already doing. 

GC maintains a catalog selection 
of over 15,000 different types of cir- 
cular, strip and rectangular record- 
ing charts. Custom production 
orders receive prompt, expert 
attention. Write for Stock List and 
samples. 


oS RECORDING 
: CHARTS 


DISTRIBUTED BY: 
TECHNICAL SALES 
CORPORATION 


189 Van Rensselaer St., Buffalo 10, N. Y. 
A SUBSIDIARY OF: 
GRAPHIC CONTROLS CORPORATION 
Buffalo 10, New York 
For More Facts Write No. 206 
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quick facts 

about 
Fasteners... 


Whips: 
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AN NATIONAL 
THREAD FORM 


DIRECTION OF LOAD ON THREAD 


Can any fastener 


? 


actually become tighter in service? 


WELL, HARDLY. NOT JUST ANY FASTENER... 


But self-locking, extra-strength LOK- 
THRED® bolts, studs and screws do, and 
even after long service you can expect 
their breakaway removal torque to aver- 
age about 70% higher than at installation. 

Here’s the reason. Just take a look at 
the LOK-THRED profile. Notice the 
extra-wide root? And its converging 
angle? It’s held, strictly by design, to 
exactly 6 degrees. 

Now, see what happens, as you drive 
any LOK-THRED fastener. It re-forms 
the metal of the receiving thread, squeez- 
ing out every void, and forming an inti- 
mate metal-to-metal contact. And each 
of the angled roots becomes a 6-degree 
tapered wedge, with the loading con- 
stantly pulling against it to make its 
anchorage even firmer. 


That’s why LOK-THRED fasteners 
actually do become tighter in service. 
They’re self-sealing, too... fluids can’t 
leak past them. And yet they're fully re- 
usable... require no selective fits...can 
be used with ordinary tools. 

Take our word for it, there are plenty 
of reasons* why LOK-THRED is supe- 
rior for many kinds of fastening . . . and 
we'll be glad to help you develop any 
applications to your own products. 


*They’re all given in 
National’s LOK- 
THRED booklet, with 
plenty of supporting 
data. Write for your 
copy. 


Ye tiona a The National Screw & Mfg. Company ° Cleveland 4, Ohio 


PERLE 


California Division, The National Screw & Mfg. Company 
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Now one phone call can put you in business abroad! 


The Most Complete 
Marketing Service 


liver Developed 


¢ TO MAKE OVERSEAS BUS 
EFFICIENT. ECONOMIC 

¢ TO HELP CARGO AGED 

FORWARDERS EXPAND 

THROUGH PAN AM 


ORLD-WIDE 


nformation 


Current, valuable, authoritative 
information on 114 world trade 
centers in 80 foreign lands! 


Pan Am gets you marketing facts 


YESS E/ 


gr AR 
again 


WORLD-WIDE 


Transportation 


More flights direct to more major 
markets by the world’s largest, 
fastest overseas air cargo fleet! 


¢ Now, fastest delivery overseas from 





nm economic conditions, tariffs, cus- 
oms, currency. Plus special informa- 
ion needed for your product. 


Pan Am can help find markets for 
products —and products for markets! 
Also distributors, buyers, bankers 
verseas. 





Pan Am advises you all the way on 
ontainers, rates, insurance, routes, 
ollections. Our representatives are 
pecialists at solving problems. 





Pan Am keeps you on top of the 
arket — with “Horizons,” monthly 
lipper* Cargo magazine that brings 
ou “‘inside’”’ information on new 
evelopments, opportunities overseas. 





rade Mark, Reg. U.S. Pat. Off. 


anywhere in U.S.! Direc* service 
from 15 international gateways in the 
U.S., plus faster new ground proce- 
dures, cut delivery time by hours! 


* Now, simplified documentation — 
from one source—zips shipments from 
loading dock to plane to consignee. 
Works with world’s largest interna- 
tional truck-air system to slash trans- 
fers, handling, red tape. 





* Now, more space, more speed—with 
the world’s fastest all-cargo planes, 
world’s largest over-ocean Jet fleet. 





¢ Now, rates lower than ever! Inmany 
cases distribution now costs less by 
Pan Am than by surface. 





WORLD-WIDE 


Representation 


More American and English-speaking 
personnel to represent you 
and your product in foreign lands! 


*In effect, you get 114 world-wide 
offices — at no extra charge! Ship by 
Clipper Cargo and your product gets 
the individual attention it deserves, 
gets to market the way you want. 








¢ American viewpoint on the spot! 
Pan Am personnel are trained to 
American business methods (and 
ways of local market). Your product 
gets through customs fast! 





* World-wide contact service! Inte- 
grated sales/service takes hitches out 
of marketing around the world! 


¢ World-wide follow-through! Pan 
Am’s cargo control system, capacity, 
uniform procedures make world’s 
fastest delivery also world’s surest! 








PAN AM PUTS YOU IN BUSINESS ABROAD — WITH ONE PHONE CALL! 
Call your cargo agent, freight forwarder or Pan Am office today. 








its Jewel =Yatelat 
takes tough twists without 
FLAKING, POWDERING,or PEELING Vy, 


CHAIN QUALITY WIRE 


The Zinc Coated Wire with the Plated Look 

Brytite Wire is so shiny bright and satin smooth that elec- 
troplating and special finishing operations are not needed 
—a valuable saving in labor and materials! The coating 
is so tight that it withstands severe deformation of the 
base metal—takes hard turns and twists without flaking, 
powdering, or peeling. 





In Many Sizes, Finishes, Tempers and Analyses 
Specify BRYTITE in Satin Finish, Unwiped, or redrawn 
(in certain sizes) ... in various tempers and analyses in low 
carbon and medium low carbon steels...for quality 
weldiess or twisted wire chain, or wherever long-lasting 
brightness is desired. Special shapes, too 








Free Manual of Continental Manufacturers’ 
Wire. Contains details of BRYTITE and other 
types of Continental Wire. Write for copy. 


Fine Finishes in Manufacturers’ Wire 


CONTINENTAL STEEL 


CORPORATION—KOKOMO, INDIANA 


PRODUCERS OF: Manufacturers’ Wire in many sizes, tempers and finishes, 
including Galvanized, KOKOTE, Flame Sealed, Coppered, Tinned, BRYTITE, 
Annealed, Liquor-Finished, Bright, and Special Shaped Wire. Also Reinforcing 
and Galvanized Fabric, Nails, Continental Chain Link Fence, and other products. 
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High-Capacity Cable Has 
Flexibility of Rope 


A large-capacity, multi-conduc- 
tor electric cable is described as 
the first that can be safely bent 
and looped with the flexibility of 
a pliant rope. It is expected to 
find wide application as induction 
coil in stress relieving with induc- 
tion heating, and as easily-in- 
stalled and economical replace- 
ment for braided shunts used as 
electrical conductors between 
moving parts. Cable is made with 
multiple nickel-plated conductors 
encased in woven niplate copper 
sleeve. It comes in sizes ranging 
from 210,000 to 500,000 circular 
mills, with capacities from 250 to 
1000 amps. Electric Arc, Inc., 152 
Jelliff Ave., Newark 8, N. J. 
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Lock Washer Features 
Double-Strength Rim 


A folded rim lock washer has a 
double-strength rim for high 
torque and tension assembly ap- 
plications. Washer can also be 
used in sealing applications to 
eliminate thread leakage under 
high pressures and at tempera- 
tures up to 500 deg F. Added 
strength has been built in by 
turning back and crimping inside 
diameter, thus concentrating load 
on double-layer rim. Design helps 
washer resist extreme fastening 
stresses, preventing slipping or 
creeping during tightening and 
greatly increasing locking effi- 
ciency. Full line to match screw 
sizes from 5/16 to % in. is avail- 
able. Shakeproof Div., Illinois 
Tool Works, St. Charles Rd., El- 
gin, Ill. 
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Plugging 


a hole in 


paper profits 


Dow improves processes to create better products 


For every major break-through that hits 
the headlines, there are scores of less 
publicized advances which lead just as 
surely to making better products at 
better prices. For example: 

This page you're reading. It started 
as grey wood pulp. To make it white, 
bright, legible, paper makers bleached 
the pulp with the same chemicals that 
transform brunettes to platinum. Paper 
mills’ problem: how to hold brightness 
and cut 


cost? Dow’s solution: a new 


cal, Versenex® 80 chelating agent, 

slowed down decomposition of 
» peroxide bleaching solution. Result: 
Savings up to $3.50 per ton on bleaching 
... whiter paper at lower cost. 

Settling for $1 million. Not long ago 
could dig uranium out of the 
ground, but it took a king’s ransom to 
junds of uranium from tons of 
The process required vast settling 


anyone 


separate p 
rock. 
tanks, days of time. Then Dow’s experi- 
flocculating, or settling agents, 


ence 


THE DOW CHEMICAL COMPANY 


caused a revolution in uranium pr 
ing. Adding as little as one pound 
new Dow chemical, Separan 
speeded recovery up to 400% 

mill costs were cut more than $1 

a year—at a chemical cost of onl; 

a day! 

If you'd like information on the latest 
process developments in chelation or 
flocculation, write us in Midland. Or if 
you have a chemical problem 
area, let us help you solve it 


floecul 


any 








Industrial Sockets 





BUILT EXTRA TOUGH... 
to take a beating 


Just ask a SNAP-ON sales engineer about companies that have cut 
socket breakage and increased output by switching to SNAP-ON. 
These built-to-take-it industrial sockets have the extra heft, ac- 
curate dimension and special steel toughness to stand up to day- 
in, day-out production and maintenance work. Result: more work 
hours per socket — far less downtime due to socket failure. 


Wide range to fit your needs! 
SNAP-ON sockets are built in a wide range of sizes in 1/,-in., 34-in., 
1-in., 34-in., 1-in., 114-in., 214-in. and 314-in. square drive. Socket 
varieties include standard lengths, bolt clearance lengths, thin- 
wall types, magnetic sockets; special shapes for self-tapping screws 
and tapered hex nuts; semi-flexockets and full flexockets; plus a 
full range of extensions and handles. 

Talk sockets with your SNAP-ON man. He’s a tool specialist 
who can offer competent advice on what’s best for you in SNaApP- 
ON’s complete range of industrial sockets. Be sure to specify if 
sockets are for hand use or for power nut running or for power 
impact use. SNAP-ON makes different sockets for all these uses. 


Service as near as your phone! 
SNAP-ON industrial wrenches and mechanic tools are quickly 
available from stock warehoused at regional industrial and branch 
sales offices. You get fast action on regular or emergency needs. 
Write now for new 180-page industrial catalog. 


SNAP-ON TOOLS 


8019-D 28th AVENUE 2 KENOSHA, WISCONSIN 
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Door Heater Cuts 
Drafts Automatically 


A door heater serves a dual 
purpose, stopping cold drafts 
through plant shipping doors 
and supplementing plant heating. 
When door opens, heater pro- 
vides a high-velocity curtain of 
warm air to penetrate and temper 
in-rushing cold air. When door 
closes, damper is automatically re- 
positioned for discharge of warm 
air at normal velocity, to provide 
either room or perimeter heating 
under room thermostat control. 
In summer, fan may be operated 
without heat to promote air cir- 
culation. Door heaters come in 
ten sizes. Steam or hot water may 
be used as heating medium. L. J. 
Wing Mfg. Co., 2300 N. Stiles St., 
Linden, N. J. 
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High-Strength Plastic 
Aims at Volume Markets 


A high-strength, low-cost plastic 
is expected to replace millions of 
pounds of metals and other plas- 
tics in volume markets such as 
autos, appliances, containers, etc. 
Plastic is classified chemically as 
an acetal co-polymer (giant mole- 
cule). It has all qualities of high- 
strength engineering plastic, in- 
cluding hardness, stiffness, dimen- 
sional stability, light weight and 
resistance to abrasion and en- 
vironmental attack. In addition, 
it has particularly favorable qual- 
ities for economical injection 
molding into products of both sim- 
ple and intricate designs. It can 
also be extruded and blow mold- 
ed into containers and other plas- 
tic products. Celanese Corp. of 

(Please turn to page 114) 


For More Facts About Ad 
on Facing Page Write in No. 212> 












i 


o/ Uf 4, 


fas Prenufits for You 


The reputation of Roebling high carbon flat spring steel is 
based on two uncompromising facts: its unexcelled dimen 
sional and mechanical uniformity. 


They are qualities that contribute immediately and directly 


to your increased produ tion rates and decreased rejects 


You are taking advantage of a collection of benefits when 
you specify Roebling. Write Roebling’s. Wire and Cold 


Rolled Steel Products Division, Trenton 2, New Jersey, 


for complete information. 


BS Linc 


Roebling high carbon flat Fr <>» = 
spring steel is used for 

a wide variety of ports. Brar Offices ir 3! Cities _— 
et r Son [ vis ne 


Fuel and Iron Corporation 


Cebling. var Prodatt ts BA for tt 
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FIBRE FACTS FOR ENGINEERS 


NUMBER 4 


How to Punch Vulcanized Fibre to Reduce Fabrication Costs 
by K.H. Alverson, Product Standards Dwector 


Vulcanized Fibre’s capacity for easy 
punching makes this material highly 
attractive to the designer whose appli- 
cation calls for characteristics such as 
good dielectric strength, light weight, 
rugged strength, irregular contours and 
holes and indentations in the surface of 
a part. 

Punching is done with two kinds of 
precision: Rough punching uses the 
lowest cost solid dies, is rapid and eco- 
nomical, but leaves a fractured raw 
edge and is limited to stock thicknesses 
through 14 in.; smooth shaving uses a 


contour die ground to a sharp edge that 


ently legible markings with no increase 

in cost of the part. White or colored 
roll leaf characters can also be im- 
pressed into the surface to give color 
ontrast at very little added cost. 
Punched parts are also readily printed 
with rubber stamp. 








Spaulding Engineers who have been 
trained in Value Analysis can help you 
take advantage of the wide range of 
possibilities in designing to reduce costs 
through the use of vulcanized fibre 
parts. They also make available to you 
Spaulding’s extensive fabricating facili- 
ties and experience in working with 
this extraordinary material 


slopes away at 45°. The edge shaves 
stock when the part is forced into the 


¢ DIA 








die producing smooth edges in parts up 
to 1 in. thick. Holes can be punched 
easily, but should be generally spaced 
from each other and from any edge by 
at least the thickness of the stock. Non- 
circular holes and counterbores should 
be made circular for machining when 
the stock thickness specified is too thick 
to punch. 


For thickness under 3/64”, vulcanized 


fibre can be punched most economically 
with steel rule dies. Dies for simple 
parts usually cost much less than solid 
dies even for irregular contours. Tool- 
ing for scoring or creasing can also be 
added with little additional cost 

Most parts can be punched without 
additional conditioning if the vulcan- 
ized fibre has its normal moisture con- 
tent of 514 to 7%. For especially difh- 
cult punchings, or for parts thicker 
than | 4”, heating up to 200 F may be 
desirable. 

Additional economies may be ob- 
tained in thicknesses | and under 
by using coils slit from parent rolls, 
reducing waste of stock, speeding up 
the punching operation, and reducing 
Inspection COsts. 


” 
16 


Many extras may be incorporated in 
punching operations on vulcanized 
fibre. These include scoring or creasing 
for subsequent forming along estab- 
lished lines. Also practical are swaging 
or forming into special shapes, such as 
shoulder bushings or angles. 


Stamping letters and numerals into 


brication of this shut-off switch insu- 
monstrates vulcanized fibre’s facility 
inching and swaging. Previously 

yut of nylon, the part is now made 


| / 
| x ; 
\ sp ol 
. % 
j 
3 


_ 


64 


32 


by swaging both sides and punching vulcan- 
ized fibre —all in the same operation and 
at lower costs both for material and 


processing 


Cond for your FREE copies 
of thig literature 


Value Analysis Brochure — 


case histories of design impr 


vement and 


cost reductions that have been 
accomplished through Spaulding’s value 
analysis of customer products 


Vulcanized Fibre Engineering Data — 

a design reference book which 
comprehensively covers all the application 
specs of vulcanized fibre 


SPAULDING FIBRE COMPANY, 


311 Wheeler Street 
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Millions of miles in corrugated 


Millions of shock absorbers, spark plugs, headlights, seat 
covers; thousands of windshields and grills...a bumper-to- 
bumper crop of automotive products is shipped in Hinde 
& Dauch Division corrugated boxes. Hinde & Dauch is a 
major supplier to leading companies in this great industry 
...a reliable source of boxes in volume at competitive prices. 
Call the Hinde & Dauch Division plant nearest you. 




















West Virginia 
Pulp and Paper 


Hinde & Dauch Division 


17 Plants ¢ 42 Sales Offices * Sandusky, Ohio 








Needed: Kid-proof plastic 
for Jukebox base 


FORMED WITH 
CAMPCO STYRENE 


The base for this jukebox is vacuum 
formed using Campco S-540 Styrene— 
an extra high impact strength material, 
durable and tough enough to take chil- 
dren’s rough treatment in stride. Its 
high gloss finish (an integral part of the 
sheet) remains unimpaired in extremely 
thin forming operations. In addition, 
S-540’s excellent formability means 
higher production—greater economies. 


CAMPCO Sheet and Film 


division: Chicago Molded Products Corp. 
2717-F Normandy Ave., Chicago 36, Ill. 





Products 


(Continued from page 110) 





America, 180 Madison Ave., New 
York 16, N. Y. 
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Expendable Pallets 
Carry 10,000 lb Loads 


An expendable bantam-weight 
corrugated pallet provides ship- 
pers with a low-cost, easily trans- 
portable base capable of carrying 
strapped loads as heavy as 10,000 
lbs. One-piece pallet weighs only 
three to four lbs, depending on 
size selected. Ten pallets folded 


flat for shipping fit in same space 
as single conventional wooden 
pallet. One man using staple gun 
can easily assemble pallet. Two 
men using optional jig can put 
pallet together in four minutes. 
Unit comes in ten sizes. Leg de- 
sign permits four-way entry by 
fork lift truck. Packaging Corp. 
of America, 1632 Chicago Ave., 
Evanston, Ill. 
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Improved Smelting Gives 
Extra-Clean Aluminum 


An extra-clean aluminum ingot 
is vastly superior in resmelting 
furnace operations. Induction fur- 
nace grade ingot is result of im- 
proved smelting process which 
removes oxides and similar ma- 
terials. Absence of contaminants 
minimizes common deterrent to 
remelting efficiency — heavy de- 
posits of oxides and other unde- 
sirable solids which cover furnace 
walls and plug tapping channels. 
Aluminum Company of America, 
782 Alcoa Bldg., Pittsburgh 19, 
Pa. 
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Need a fast solution 
to a fastener problem? 


YOU GET INDIVIDUALIZED SERVICE 
FROM THOMPSON-BREMER 
We are one of the few fully integrated manufac- 
turers of Sems, lock washers, thread-cutting 
screws, terminals and cold-headed specialties. 
Since our engineering services and components 
manufacturing are together under one roof, we 
are particularly well able to give you fast, in- 
dividualized service at competitive prices. We'll 
bid on your specials requirements, or fill orders 
for standard items on short notice from the 
extensive line of EVERLOCK products stocked 
by your local distributor. Send for catalog and : 
samples or call your EVERLOCK representative. : “¥ 
For More’ Facts Write No. 215 on Information Card—Page 32 a 
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Thompson-Bremer & Co. 
Division of 

American Machine 

& Foundry Company 


én) Fverlock 


INDUSTRIAL FASTENERS 


: Thompson-Bremer & Co. 

+ Dept. 6112 

> 228 N. LaSalle St., 

* Chicago 1, iil, 
- Please send me EVERLOCK fastener cata- : 
: logs and _sample sets of EVERLOCK indus- . 


‘ trial fasteners and cold-headed specialties. 
> Name Ls 





. 
+ Company 


* Street 














‘INDUSTRIAL DEPARTMENT 


Industria} Product. Cao. 


Division of Day o ¢ 


Melrose Park, [it 


Dori ation 


Engine Parts j, inuf rer Saves Up To $7000 Pe 
By Switching lo Dayt -0g-Belts On Spinner Dri, 


_ 


ves, 


These are ft 


Application: Ntrifugal Spinning €quipment for 
Ylinder Sleeves, 


Drive Condit i Reverse bend, high Speed, 


©) 
©OnStant Starts 


and Stops, 
€vious Standard Delt life, 


aDout 


Cog-Belt Result “aSted 6 MOnths on average, 


Cy 


go Belt Profit 


ONLY DAY 














Now, Acme Steel brings you (literally!) 
the world’s first strapping machine with 


. 
> 

A 
. 


FULL-SIE 6 
PERFORMANCE... 





THE REVOLUTIONARY , 


. «80 compact, we can carry it right into 
your plant . . . so complete, it does every- 
thing you want a powered strapping ma- 
chine for: fast feeding, tensioning, seal- 
ing and cutting. And so conservative in 
cost ! 

The new F7 is not a stripped down fac- 
simile of a larger machine. Its surpris- 
ingly low initial cost and operating 
economy are engineered into the strap- 
ping mechanism—a 75 pound, self-con- 
tained unit that doesn’t rely on complex 
(and costly to service) electronic circuits. 
You can adapt it for any regular duty 
strapping job, equip it for the exact de- 
gree of automation you desire (at right 
are a half dozen actual applications). 

Now, even modest volume operations 
can discard outmoded methods. Big 
users can set up additional strapping 
lines at a fraction of their former cost. 
And everyone can give production bot- 
tlenecks the slip—the low-cost F7 strap- 
ping mechanism can be replaced with a 
standby in a few minutes! PACKAGING COSTS 

Call your Acme Idea Man for a quick 
carry-in demonstration. See how the new 


‘ ° IDEA LEADER IN 
F7 can handle your packaging operation ACME 
at a greater profit. Or, return the coupon STRAPPI NG 
for full facts. STEEL 


ACME STEEL COMPANY 


Dept. PIS-41, 135th St. & Perry Ave. 
Chicago 27, Illinois. 

2 J | would like an F7 demonstration in my plant. 
[J Send complete information on the new F7. 


NAME 


TITLE 
FIRM 
ADDRESS. 


CITY ZONE___STATE 






































Los Angeles.. -key West Sanat Air Freight center Rome. 


.. ever-expanding market for all U.S. goods 


ONLY TWA carries freight between 70 thriving U.S. cities and 
23 busy world centers overseas. Daily JETSTREAM EXPRESS 
flights ... world’s most dependable, longest-range all-cargo service 
... fly your shipments non-stop coast-to-coast and to Europe. Next 
time you ship, call your freight forwarder...or TWA Air Freight. 
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Flexible Couplings 


Resist Corrosion 


A chemical-resistant flexible 
coupling combines 316 stainless 
steel and glass-filled DuPont Tef- 
lon. Couplings are designed for 
pumps handling corrosive media, 
where leakage along shaft or 
chemical atmospheres would 
cause rapid deterioration of or- 
dinary coupling materials. Self- 
aligning couplings compensate for 
mismatch, misalignment and end 
movement of the shaft within 
reasonable limits. They may be 
removed from the shaft for serv- 
icing pump gland without dis- 
mantling drive. Lightweight (ap- 
prox. 10 oz.) and available from 
stock in bore sizes from 5/16 to 
3%4 in. Eco Engineering Co., 12 
New York Ave., Newark 1, N. J. 
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Extra-High Heat Paint 
Features Ten Colors 

A line of paint which will with- 
stand temperatures up to 1700 de- 
grees without blistering or burn- 


ing has been extended to include 
ten standard colors. Paints are 


composed of clear silicone base 
blended with special aluminum 
pigment. Combination air-dries to 
bright finish in approximately 30 
minutes. When heated it virtually 
fuses with surface, forming a me- 
tal coating that resists moisture 
corrosion, mild acids, alkalis and 
industrial fumes. Paint is recom- 
mended for condensers, heat lines, 
compressors, mufflers, stoves, etc. 
Colors are aluminum, gold, red, 
orange, green, black, gray, brown, 
yellow and blue. Brush, spray or 
dip. Chem Industrial Co., 3784 
Ridge Road, Brooklyn 9, Ohio. 
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Dip Basket Container 
Comes in Two Sizes 


A dipping basket container for 
cleaning or applying protective 
coatings to tools, machine parts 
and other shop products and ac- 
cessories comes in 1% and 6 gal. 
sizes. Container is designed 
against leakage and head is com- 
pletely removable. Strainer basket 
has perforated bottom for quick 
draining, hooks for attaching it 
to container during drainage and 
legs to keep it clear of any sedi- 


ment on the container bottom. 
Inside height of 14 gal size is 7's 
in.; of 6 gal size, 14% in. Diam- 
eters are 858 and 11% in. re- 
spectively. Other sizes and designs 
on request. Container Div., Jones 
& Laughlin Steel Corp., 3 Gate- 
way Center, Pittsburgh 30, Pa. 
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Glass Filament Acetate 
Film Tape Announced 


An economical electrical hold- 
ing tape features acetate film in- 
sulation, glass filament strength, 
and a solvent-resistant thermoset- 
ting adhesive. Tape is designed to 
replace cotton cloth and paper 
tapes in many holding applica- 
tions, with reduced costs and bet- 
ter holding and insulating qual- 
ities. Seven mil tape has an elec- 
tric strength of 5000 volts, tensile 
strength of 130 lIb/in. and an 
electrolytic corrosion factor of 
1.00. It may be used on al! fine 
wire applications and will not 
cause corrosion under prolonged 
exposure to humidity and elec- 
trical stress. Minnesota Mining 
and Mfg. Co., 900 Bush Ave., St. 
Paul 6, Minn. 
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ideas and news 


More air... less wear, with vibra- New control centers designed for savings: 
tion-free compressors: RO-FLO You save space, simplify wiring, reduce in- 
compressors with sliding-vane ro- spection and maintenance expenses with 
tary design eliminate operating new Allis-Chalmers low-voltage motor con- 
losses inherent in reciprocating trol centers. Plug-in terminal blocks and 
machines. Centrifugal force keeps drawout construction cut inspection time 
vanes in close contact with cylin- by speeding withdrawal or removal of units. 
der walls, automatically compen- Pushbuttons and pilot lights mounted on 
sating for wear. In addition, fewer the removable frames eliminate failures 
moving parts result in less wear, common with hinged wiring. Special connec- 
reduced maintenance costs. tors prevent loosening of bus connections. 


df v 


New transformer cuts installation 
costs: Allis-Chalmers lightweight, 
dry-type transformers can be 
mounted in half the time of ordi- 
nary types ... as easy as install- 
ing a wall switch or an up-to-date 
motor starter. Simple procedure: 
fasten the dry-type panel to the 
wall, install the coil/core section, 
and attach the front panel. No 
special hookup cable needed, 
thanks to a low temperature-rise 
level. These compact, wall-mount- 
ed units weigh 35% less than 
conventional designs. In addition, 
advanced A-C dry-type transform- 
ers incorporate every known factor 
in noise-level control, for quiet op- 
eration. Designs rated from 3 to 
25 kva. 


‘ 


Which one of these productive ideas could 
be working for you? 


Compressors that defy wear . . . transformers that cut installation costs .. . 
advanced control centers. These examples demonstrate the extra value that 
is standard with A-C ... the greater efficiency and added productivity which 
are yours when you buy A-C products, systems and services. Call your A-C 
representative or distributor for details on A-C “worth-more” features. Or 
write Allis-Chalmers, Milwaukee 1, Wisconsin. 


ALLIS-CHALMERS PRODUCTS FOR INDUSTRY: compressors, controls, coolers, 
crushers, earth-moving equipment, engines, generators, industrial systems; kilns, 
lift trucks, mills, motors, pumps, rectifiers, screens, switchgear; thermal, hydro 
and atomic electrical generating equipment; transformers, unit substations. 


Ro-Flo is an Allis-Chalmers trademark. 


ALLIS-CHALMERS 





MOST ADVANCED 


HIGH SPEED STEEL 

N EW : BAND SAW BLADE 
AVAILABLE 

FROM Va 

e EXCLUSIVE ““FLOW-SET”’ — Newly developed 

DISST equipment produces extremely precise setting of 

' ON saw teeth. The precision “flow-set’’ evenly dis- 

tributes the chip load to each set tooth. You get 

maximum cutting efficiency, smoother cuts and 


longer blade life — up to 30 times over that of 
regular blades. 


e EXCLUSIVE “‘UNI-HEAT”’ — New heat treating 
units developed by Disston metallurgists con- 
sistently reproduce the delicately balanced com- 
bination of hard, wear-resistant teeth and a 
tough flexible back. Controlled hardening is 
maintained from coil to coil. You can cut 12 
times faster and at higher temperatures with a 
Disston band. Production is actually increased. 


e EXCLUSIVE “FINE LINE’? TEMPER — New tem- 
pering furnace, electronically regulated, assures 
uniformity of tempering temperatures through- 
out. Each tempering cycle is sentry guarded. You 
get straighter cuts without danger of breaking 
from these unusually strong Disston bands. 


e@ EXCLUSIVE “LIFE WELD’ — New, specially 
built welding equipment is used in the joining of 
each Disston band. Perfect match of teeth, proper 
blade alignment and superior weld dressing give 
you a smoother running blade. 


e@ EXCLUSIVE “EXTRA SMOOTH” — New satin 
finish means less friction guide drag and closer 
guide adjustment for straighter, truer cuts. Uni- 
form coolant flow and minimum material build-up 
on side of blade. 


Add up these Disston exclusives — see why new 
Disston High Speed Steel Bands offer more for 
your money than any other blade! 


DISSTON DIVISION (1) 4. K. PORTER COMPANY, INC. 
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Yeats Ahead 


FHP MOTORS 


CENERAL@ ELECTRIC 
MOTORS = | 


A delivery schedule is a promise made—one to be 


You Get MORE THAN A MOTOR with kept. And we’re proud of General Electric’s Form G 


motor record on that score. 

General Electric’s Form G... for example vo A total of five highly automated manufacturing 
lines in three separate plants stand ready to make 
sure you get the exact fhp motors you ordered .. . and 

The get them when you want them. 

In other areas, besides on-time delivery, Form G 
@ motor purchases help you gett MORE THAN A 

Right Mot or MOTOR benefits. For instance: 

Your manufacturing—Assembly operations can be 
S simplified and time required reduced. It takes just a 

Delivered few minutes to mount a Form G motor on your prod- 

uct, only seconds to make electrical connections. 


on Timm e Your designers—Form G motors are versatile. Mount 


them at any angle, direct or belt drive—whatever your 





THESE YEARS-AHEAD FORM G MOTOR FEATURES 
MEAN LONG LIFE, RELIABLE PERFORMANCE 


1. RELIABLE SWITCH—Centrifugally- 
operated switch has been life-tested to 
last for more than 3,500,000 operations. 


2. LONG-LIFE STATOR—heavy-duty 
stator bonding dip and Mylar*  insu- 
lation protect against damage caused 
heat, stress, moisture. Stator 
clamps provide additional rigidity. 


, J Dependable switch mechanism operates by 


Baik é 


with positive snap action. 


r 
%:. 
qtt 3. RUST-RESISTANT SHAFT—special 
% ’ i gunmetal-like treatment of motor shaft 
resists rust and 


4. LONG-LIFE LUBRICATION—over 
50% more oil than in old-design motors 


corrosion, and an efficient oil retention system 


simplifies 
product service. Fans, pulleys, and cou- 


plings are easy to remove 


5. THRUST 


from any direction, regardless of motor 
angle. The assembly also acts as an oil 
seal for long motor life. 


PROTECTION—lInterlocking 
washer assembly withstands normal thrust 


contribute to motor’s doubled lubrication 
life; cut maintenance. 


6. COMPLETE LINE—Over 850 basic 
models—and literally thousands of vari- 
ations—mean there's a standard Gen- 
eral Electric Form G motor to meet your 
product's exact requirements. 


* Registered trade-mark of Du Pont Co 


product requires. General Electric engineers are always 
available to help solve unusual motor applications. 
Your salesmen—Form G’s years-ahead design makes 
any product easier to sell. Both your salesmen and 
your customers know that G-E Form G motors are 
built for long life and reliable performance. 

Your product service—Your customers can get fast, 
local service from a nationwide network of G-E Elec- 
tric Motor Service Stations. 


You get these added values at no extra cost. So 
why settle for less? 

Form G fhp motors are available in NEMA 48 
and 56 frames. For more information, call your G-E 
Sales Engineer or write for a copy of GEA-6424 to 
Section 721-05, General Electric Co., Schenectady 5, 
N. Y. Also ask for a copy of GED-3877 “Productive 
Purchasing,” which describes a new concept on how to 
get more from your purchasing dollars. 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 





Now...a complete NEW line 
of Halsey Taylor fixtures + 


+ 
4+ 


You are looking at the very newest 
in face-mounted wall fountains... 
exciting new designs dramatically 
created in stainless steel by Halsey 
Taylor. They're just some of the 
many fountains and coolers in the 
complete new Halsey Taylor line! 


The Halsey W. Taylor Co. 
Warren, Ohio 


In addition to these, you can obtain 
recess and semi-recess wall types, 
coolers for all purposes, class-room 
fixtures and wall brackets...all in 
lustrous stainless steel. 

And you also get all the extra 
Halsey Taylor features, such as 
dependable performance, health- 
safety, maintenance-free service, 


Fountains illustrated: | 


Top View. . .13” back 
Centre 1°" back 
At right 6” back 


Write for latest catalog, or see 
Sweet’s or the Yellow Pages 


THIS MARK OF LEADERSHIP IDENTIFIES THE MOST 
COMPLETE LINE OF MODERN DRINKING FIXTURES 


For More Facts Write No. 222 on Information Card—Page 32 





Products 





Portable, Compact Unit 
Welds Vinyls Rapidly 


A portable welding unit is one 
of a line of electro-hot air welding 
tools designed for rapid, low-cost 
welding of vinyls, polyethylene 
and other thermoplastic materials. 
Completely self-contained tool, 
which is only 15 in. long, com- 
bines electric motor, air turbine, 
heating elements and a jet in one 
compact tool. No separate air sup- 
ply is required. It plugs into any 
wall outlet and produces a hot air 
stream of considerable pressure, 
absolutely free from oil, at a tem- 
perature adjustable from 350 F to 
over 1000 F. Handle is of nylon 
plastic and all metal parts are of 
non-corrosive alloy steel. Weldo- 
tron Corp., 841 Frelinghuysen 
Ave., Newark 12, N. J. 

Write No. 30 on Information Card—Page 32 
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[PURCHASING 


“J. B. | wish you wouldn’t take your 
job home every night!” 


PURCHASING 








. . select the type and size of steel you require 

..any amount, in any variety...and your 
Steel Service Center can provide it, one 
two—three! # A phone call is all it takes to 
get Steel Products Delivery... fast . . . and de- 
pendably! #@ For example, your nearby Steel 
Service Center is ready to take care of your 








Wiad 


eos. | 


AI SH: 


SERVICE CENTER 


STEEL 





INSTITUTE J 





INLAND 
y> STEEL 
COMPANY 


30 West Monroe Street 
Chicago 3, Illinois 


needs for such Inland Steel products as Ti-Co* 
galvanized sheets or coils, Ledloy® leaded steels, 
1-Way® Safety Plate, bars, flat-rolled and struc- 
tural steels. & Wide selection and speedy deliv- 
ery are but two of the many advantages offered 
by your Steel Service Center. It will pay you 
to get all the facts. Why not call today. 
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His specialty is collision insurance 


Thorne Kitchel’s ‘‘crash program’’ can often save thousands 


of damage-claim dollars for corrugated box users. 


5 apttatnn KITCHEL is strictly a no-chances- 
taken man. The battery of tests he puts 
new containers through assures that the 
design and construction are adequate for 
a product before production begins. 


Thorne heads up a team of seasoned 
‘security analysts’’ at Union-Camp’s 
packaging laboratory. In his 15 years as 
a corrugated box specialist, he has tested 
thousands of boxes designed to protect all 
kinds of products. He’s also helped save 
thousands of damage-claim dollars for 
their owners in the process. 


At the Union-Camp packaging proving 
ground, Thorne and his staff test new 
shipping containers for their ability to 
withstand almost any conceivable threat 
to product safety. Sudden rail-car stops 
and starts, for example. Punctures from 
sharp objects. Resistance to extremes of 
temperature. Accidental falls. Vibration. 
Or the extent to which a shipping con- 
tainer will protect your products under 
the crushing pressure of high stacking. 


Even the components and materials 
that go into your box must run the gaunt- 
let before they are used. They are tested 
individually—then in relation to each 
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other— to determine the combination of 
properties that will insure maximum 
safety for your product... whatever it 
may be, wherever it may be shipped. 


This comprehensive quality control pro- 
gram is just one part of Union-Camp’s 
complete corrugated service available to 
shippers. The service also includes box 
development and design—both construc- 
tion and visual. It provides specifications 
control, art and merchandising counsel as 
well as a study of your packaging opera- 
tion and many other features that can 
help you move and market your products 
more effectively, more economically. And 
it doesn’t cost a penny extra. 


Your Union-Camp man will be glad to 
give you full information. Case histories 
are on file that show what we have done 
for companies like yours. A note on your 
letterhead will bring a prompt reply. 


= UNION-CAMP” 


CORRUGATED BOXES 


Union Bag-Camp Paper Corporation .233 Broadway N.Y. 7. N.Y 


Plants: Savannah, Georgia « Trenton, New Jersey + Chicago, Illinois + Lake- 

land, Florida + Spartanburg, South Carolina + Jamestown, North Carolina 

Subsidiaries: Allied Container Corporation, Dedham, Massachusetts 
The Eastern Box Company, Baltimore, Maryland. 





Office Equipm«s 


and Supplies 





Tips on Buying Office Furniture 


Many PURCHASING agents 
planning to remodel, renovate or 
“do over” their companies’ offices 
picked up some valuable and 
timely tips at a panel discussion 
during the recent National Office 
Furniture Association Convention 
in New York City. 

A two-hour program on the 
subject “Why Should a Large 
Consumer Buy from an Office 
Furniture Dealer?” was sponsored 
by Office Appliances Magazine. 
The panel was composed of three 
office furniture dealers and three 
purchasing agents. Walter S. Len- 
nartson, editor of Office Appli- 
ances, served as moderator. 

Purchasing representatives were 
Norman Lewis, Erwin Wasey, 


Ruthrauff & Ryan Advertising 
Agency; Arnold Koplik, Port of 
New York Authority; and Wil- 
liam Dahl, Esso Standard Oil. 

The furniture dealers on the 
panel were Arthur Poliquin, man- 
ager of Horder’s Furniture Divi- 
Dan Waldner of the D. 
Waldner Company; and Lawrence 
Caldwell, John Wanamaker Com- 
pany. 


$10Nn; 


Salesmen Help Designers 


The forum opened with the top- 
ic of designers and architects. 
Poliquin said “I don’t feel that the 
architect (or designer) is capable 
of making recommendations. If he 
is a good architect, then all of his 
waking hours would be consigned 


New designs in office furniture are being pioneered by many manufacturers 


of basic materials. 


to being a good architect.” 

Aesthetically, he added, the de- 
signers do good work. “I’m not 
so sure that their grasp: of the 
functional needs is as detailed or 
as good as the competent furniture 
dealer,” he said. 

“Our salesmen,” Poliquin de- 
clared, “are furniture specialists. 
They recognize functional require- 
ments and have a knowledge of 
the overall equipment in the in- 
dustry. They must recommend 
‘tools’ that will best fit the func- 
tional need.” 

Waldner joined in to agree with 
Poliquin. We expect, he said, our 
office furniture salesmen to have 
enough knowledge to help our de- 


(Please turn to page 130) 
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CONTROL AT 


TEXAS INSTRUMENTS 


John R. Brougher, Jr., Manager of Data Processing and Computation Department of Texas Instruments Incorporated 


THE SETTING: Production and quality assurance 
in the Semiconductor-Components division of 
Texas Instruments Incorporated requires collect- 
ing and analyzing a mountain of facts. TI’s com- 
ponents include transistors, diodes, rectifiers, 
resistors, capacitors . . . the highly intricate units 
used in missiles and space vehicles. Checking 
production, production rates, and quality calls 
for processing, verifying, and printing facts in 
various report forms. 


THE SYSTEM: Tab card job tickets are used to 
accumulate cost and production data at each 
work station. Pre-punched with constant infor- 
mation, the cards collect production data at 
each work stage and are sent to the Central 
Data Processing Center for computer processing. 
Fourteen product departments, with many 
individual production lines, 3 shifts, and more 
than 5000 part and operation numbers, are 
placed on magnetic tape for processing. The 


“‘We control component production on Speedifiex”’ 


computer calculates operation performance. 
various changes and rates, percentage yield, etc. 
In the area of quality control, automatic test- 
ing machines create a punched test record 
card for each component. These cards are 
then used in computer processing for statistical 
analysis purposes. A 7-part Moore Speediflex 
form is used to detail production data on the 
Weekly Line Summary. This is TI's control 
in print. 


THE FORM: “Timely production of reports on 
our high-speed printer requires uninterrupted 
runs. The flexible bonding action of Moore 
Speediflex is excellent for a printer that won't 
take stapled forms,” remarked Manager John 
Brougher of Data Processing and Computation. 
If you have a forms construction problem or 
need help in revising your processing system, 
look up the Moore man in the telephone direc- 
tory or write the nearest Moore office. 


MOORE BUSINESS FORMS, INC. 
Niagara Falls, N. Y. * Park Ridge, 
ii. * Denton, Texas + Emeryville, 
Calif. * Over 300 offices and facto- 
ries across the U.S., Canada, Mex- 
ico, Caribbean and Central America 


Build control with 


MOORE BUSINESS FORMS 
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HOW TO CONTROL 


MINIMUM INVENTORIES 


\ 


Faced with minimum inventory policies? The Standard Register salesman 
can help you modernize out-dated purchasing paperwork so you can get 
swift, accurate, reliable “paperwork answers” to the four big problems of 
minimum inventory control: 
WHAT’S NEEDED? Requisitions must be so streamlined that origination, ap- 
proval and processing takes place in hours, not days. 
WHAT’S TO BE BOUGHT? Your Request-for-Quotation system must minimize 
specification errors and misunderstandings by slashing the number of re- 
writes between requisition and request for quotation. 
HOW DO WE STAND? Prompt, informative feedback of order status informa- 
tion to requisitioners is vital for planning and scheduling. 
WHERE IS IT? Material on the receiving dock isn’t the answer—the point 
is to get the material where it’s needed. 

If you aren’t getting the right answers, sharpen up your purchasing and 
allied paperwork. Call in your Standard Register salesman. 


STANDARD REGISTER 
@ BUSINESS FORMS 


PAPERWORK SIMPLIFICATION / THE STANDARD REGISTER CO., DAYTON 1, OHIO 
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Tips on Furniture 
(Continued from page 128) 


sign group in making and plan- 
ning a functional office. 

The buyers on the panel ap- 
proved this basic idea—with the 
understanding that buyers of 
office furniture are best served 
when furniture salesmen and de- 
signers work together harmoni- 
ously and not in competition with 
each other. 

Lewis nailed the point down 
when he said “I would frown 
upon an architect who wasn’t in- 
terested in a dealer’s advice and 
services.” 


Call Dealer Early 


Some of the major points 
brought out during the discussion 
included: 

@ Young architects and design- 
ers too often have no training in 
traditional interiors. Their edu- 
cation, while substantial, is more 
often limited to contemporary de- 
sign. 

@ There’s vast difference be- 
tween a designer and a decorator. 
The former is a professional man 
and very close to being an archi- 
tect; the decorator works with a 
somewhat limited knowledge. 

@ Most purchasing agents do 
not call in the office furniture 
dealer soon enough. The architect 
is on the job at the very begin- 
ning and during all planning 
stages. By the time the dealer is 
called in, everything is sewed up 
and his suggestions sound more 
like objections to what has gone 
before, rather than another ap- 
proach to the solution—based on 
functional characteristics of furni- 
ture and equipment. 

@ Dealers have trained crews 
to adjust chairs, bolt files to- 
gether, inventory present equip- 
ment and put the new office in 
complete operating order. 

@ Dealers will generally ac- 
cept liability for a “design” error 
and do whatever is necessary to 
correct an unsatisfactory situa- 
tion. 

@ The real profit from new 
office furniture comes from using 
it. By making it easier for person- 
nel to produce one more purchase 
order or letter per day, the furni- 
ture contributes to the company’s 
productivity and profits. 


PURCHASING 








PAPER PET 


outlook clear 
disposition sunny 
more than that 

she'// save you money 


Bring a kitten, goat or your favorite han r to the office—the | nay Tix you with the evil eye. But here 
pet he'll welcome. Ozafax 120, the n, table-top copier that put ney in the bank. By streamlining your 
receiving-paying cycle. Narrowing your shipping g gap from 8 days to 2! Getting your bills out, your money 
company saved $17,000 another $15,000 with fast, error-proof Ozalid billing. Besides g 

date, Ozafax handles other 


errr 


~—s 





Ozafax 120 ng Fav é west priced one step diazo copier WE REPEAT 
with aut t eparatior mple aving, dependable 


Ozalid F r and Oczalid ipplie we repeat; use Ozalid 
Paper a zalid Supplie DIVISION OF GENERAL ANILINE & F 
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(%, \ as 

\.. 2/100 years 
_ ago. 


watermark insignia 


in 
Record Papers 
assures 


"The quality 
which has 
earned its 
reputation” 


L.L. BROWN 


PAPER COMPANY 


Adams: Massachusetts 
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An all-aluminum schedule board 
with double tracks into which pre- 
printed or typed cards are snap- 
ped was announced by Game- 
time, Inc., Litchfield, Mich. Spaces 
wide by 11/16” high. 
Standard boards are available 
from 25 columns to 60 columns 
and heights from 15 to 60 col- 
umns. The board can be hung on 
wall brackets with special lock- 
ing hooks. 

Write No. 31 on Information Card—Page 32 


are 13%” 


Four new office chairs have 
been added to the product group 
of Lyon Metal Products, Inc., 2 
Plant Avenue, Aurora, Ill. The 
new chairs have foam cushioned 
seats, covered with elastic, resin- 
coated vinyl. All models have 
contoured backs. 
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A catalog of business form jog- 
gers was recently published by 
Syntron Company, 903 Lexington 
Avenue, Homer City, Pa. The 





two-, three-, or four-bin joggers 
are used for proper alignment of 
checks, punch cards, account 
cards, and many other forms. 
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A lightweight aluminum easel 
which sets up for chalk, flip-pad, 
chart, or flannel presentations has 
been introduced by Chart-Pak, 
Inc., Leeds, Mass. Fully extended, 
the new easel measures 72” and 
can be brought down to 45” for 
conference table use. 
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Plastic sheets’ with a font of 
letters which can be transferred 
to any surface was announced re- 
cently by Arthur Brown & Bro. 
Inc., 2 West 46th Street, New 
York 36, N. Y. The letters are 
opaque black or white. No back- 
ing or carrying sheet is trans- 
ferred—just the letter itself. A 
sample sheet and catalog of type 
styles wil be sent without charge. 
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HOW DO YOU DO... I'm here tosell paper. PLovER Bonp, that is. PLovER BOND is whiter, 
brighter, stronger and visibly better. Compare a sheet of PLOVER BoNpb with any other cotton fiber 
content paper — you'll see the difference immediately. Print something on PLOVER BOND — say your 
company’s all-important corporate image-building letterhead — and your customers, prospects and 
other business friends will get a brand new view of your company. A vivid, imaginative reflection of 
your personnel, products and business. It’s as descriptive as a firm, warm handshake. Sheet-after- 
sheet, PLOVER BOND is uniform all the way through. Try it the next time you order paper. At the 
same time you might want to consider modifying your present letterhead design. If you would like 
some help and a kit of handsome examples, ask your PLOVER BonpD Paper Distributor for a compli- 
mentary copy of our new WORKBOOK OF CREATIVE LETTERHEAD DESIGN or write directly to us. 


WHITING- R a PAPER COMPANY, STEVENS POINT WISCONSIN 
~* 


better papers are made with 
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IF YOU RELY ON SERVICE, 
YOU'LL LIKE DOING BUSINESS WITH 


COLUMBIA-SOUTHERN 





Photographed in limestone mine of PPG's Chemical Division at Barberton, Ohio. 


Hydrogen peroxide cotton bleaching time cut 60% ... 
that’s what Columbia-Southern technical ability linked 
with knowledge of industry needs developed for the 
textile trade. Vapor degreasing output boosted to all 
time high . . . that’s an example of results achieved by 
the combination of Columbia-Southern Trichlor and 
knowledgeable technical service to the metalworking 
industry. 

Pulp processors, glass manufacturers, leather tanners, 
petroleum refiners and other producers rely heavily on 


columbia} southern 
G chemicals 


CHEMICAL DIVISION 


PITTSBURGH PLATE GLASS COMPANY 


the service that supports Columbia-Southern Chemicals. 

They’ve learned that this counsel gives them the best 
mileage on the chemicals they buy. Because of this prac- 
tical technical assistance, combined with consistently 
high quality standards and cost-cutting traffic control, 
discriminating buyers in every industry specify Colum- 
bia-Southern Chemicals. You too may profit by doing so. 

Chemical Division, Pittsburgh Plate Glass Company, 
One Gateway Center, Pittsburgh 22, Penna. Offices in 
principal cities. In Canada: Standard Chemical Limited. 


Chlorine « Caustic Soda « Caustic Potash * Soda Ash * Ammonia 
Solvents * Sodium Bicarbonate * Chromium Chemicals 
Barium Chemicals * Sulfur Chemicals « Agricultural Chemicals 


Reinforcing Pigments * Calcium Chloride * Hydrogen Peroxide 


Muriatic Acid * Calcium Hypochlorite « Titanium Tetrachloride 





Association News 





. 
Due STATE of New Jersey’s 
ad J S$ annual purchase volume, which 
ew ersey tate was more than $30 million in fis- 
cal 1960, is expected to reach $33 
P million in the current fiscal year. 
Pp. A. Ss Foie These figures were reported by 
Charles F. Sullivan, director of 
the Division of Purchase and 
6th Annual Meeting Property, at the sixth annual 
meeting sponsored by the state 

Purchase Bureau. 

Sullivan also reported that the 
bureau wrote 45,000 purchase or- 
ders during the year. Over 200 
state purchasing officials and rep- 
resentatives of using agencies at- 
tended the meeting. 

Deputy Director Herman Crys- 
tal and Purchase Bureau Super- 
visor Charles Hibbs discussed 
purchase operations and proced- 
ures and plans for the coming 

; year. Officials of the state Bureau 

f of Weights and Measures spoke 

\_y - 2 on the importance of accurate 

t e weights and measurements to 

i good purchasing. They also de- 

State purchase officials prepare to open New Jersey’s 6th annual meeting: scribed how using agencies could 
(Il. to r.) Herman Crystal, deputy purchase and property director; Charles F. assure vendor reliability with 


Sullivan, director, Division of Purchase and Property; and Charles H. Hibbs, proper weighing techniques and 
Purchase Bureau supervisor. equipment. 


Samuel J. Christie, Jr., deputy state 

superintendent of weights and mea- 

sures, discussed the importance of 

accurate quantities to good purchas- 

ing. 
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Over 200 purchasing officials and representatives of using agencies attended 


the meeting which was held in the assembly chamber of the State House 
in Trenton. 
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...AND YOU DONT 
HAVE TO CHANGE 
YOUR FIXTURES! 


NEW WESTINGHOUSE HIGH EFFICIENCY LAMPS 
GIVE YOU 1/3 MORE LIGHT AT NO EXTRA COST! 


YOU'RE LIGHT-YEARS AHEAD WITH WESTINGHOUSE... 
and the brightest, most economical fluorescent lamps you can 
buy! Now you can increase lighting levels without changing a 
single fixture .. . without increasing power costs . . .and without 
paying premium lamp prices, New Westinghouse ‘‘High Effi- 
ciency” fluorescent lamps give you a full third more light than 
daylight lamps ...and 15% more light than cool white lamps... 
without consuming an extra watt of power! 

“‘H.E.” lamps are so new even the color. tint is different—and 
only Westinghouse has it! A special blend of phosphor particles 
coating the inside of each lamp provides the higher lumen out- 
put... with a pleasant and restful green tint. Users everywhere 
feel this new green-white light gives a softer, more comfortable 
light... the most efficient light yet. Try “‘H.E."’ lamps in an en- 
tire area. If you don’t agree that they provide the most efficient 
light ever, we will gladly exchange them for any Westinghouse 


fluorescent, any color shade, of your choice! 

With ‘‘H.E.”’ and other Westinghouse lamps, the Westinghouse 
Lighting Cost Reduction Plan gives you one or more of these 
benefits: 

1. Reduced cost of lamp purchases! 

2. Reduced lamp replacement labor costs! 

3. Increased lighting level for the same or lower costs! 

4. More efficient use of power! 


Order new Westinghouse ‘“‘H.E.” lamps today and get more 
information on the Lighting Cost Reduction Plan from your 
authorized Westinghouse Lamp Agent or your nearest West- 
inghouse Lamp Sales Office! You can be sure.../f it's Westinghouse. 


Westinghouse 


Westinghouse Lamp Division, westingnouse Electric Corporation, Bloomfield, New Jersey 





lf there’s a road near you, 
any steel in a hurry from 





Portland Service Center Seattle Service Center Moline Service Center St. Paul Service Center 
CApitol 2-3283 MAin 3-3014 Phone 764-5616 Midway 6-7311 
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MOLINE © 


San Francisco Serv. Center 
MA 1-4988 EN 1-0017 Fe SAN FRANCISCO 
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@ LOS ANGELES 





HOUSTON e 


Los Angeles Service Center 
LUdliow 5-0101 


U. S. Steel Supply 
Division of 
United States Steel 
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St. Louis Service Center Dallas-Ft. Worth Serv.Center 6.1.5) once Houston Service Center 
JEfferson 5-0440 WH 3-7356 CR 5-2747 aerials ORchard 2-8351 
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ss) U.S. Steel Supply 


Milwaukee Service Center Chicago Service Center Cleveland Service Center Boston Service Center 
Mitchell 5-7500 Mitchell 6-3211 BRoadway 1-5000 STadium 2-9400 


Newark Service Center 
BI 2-8000 BA 7-7711 


_—<iaa _—<“é ; , g a ; " a PaO 


| Memphis Service Center Birmingham Service Center Pittsburgh Service Center ‘Baltimore Service Center 
WHitehall 8-6741 STate 7-9611 FAirfax 2-4200 VErnon 7-4900 
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Experimental Seminar Is Huge Success 


A UNIQUE experiment in as- 
sociation programming drew a 
record crowd to the March meet- 
ing of the Purchasing Agents As- 
sociation of New York. The all- 
day meeting was devoted to pro- 
fessional development, featuring 
a seminar on “Vice Presidents 
Discuss Purchasing” and a dinner 
meeting address by Harold A. 
Berry, chairman of the N.A.P.A. 
Committee for Professional De- 
velopment. 


Purchasing V.P.'s Speak 


Between these major sessions, 
members had a choice of attend- 
ing three different forums. E. Al- 
bert Ovens, dean of the Academy 
of Advance Traffic, spoke at the 
general forum on “Traffic Loss 
and Damage Claims”; William D. 
Lamborn, assistant vice-president, 
Lamborn & Co., discussed “To- 
day’s Sugar Suvply Problems,” at 
the Food Industry Buyers forum; 
and a round-table discussion was 
featured at the Office Supply and 
Equipment Group forum. 

Top-ranking executives from a 
variety of industries participated 
in the “Vice Presidents Discuss 


Purchasing” seminar. Among the 
speakers and their subjects were: 
Ralph C. Moffitt, vice president- 
U. S. Steel Corp., “A 
Purchasing;” Roy E. 
Foun president, Value Pro- 
grams for Industry, Inc., “Cost 
Reduction Without Loss of Qual- 
ity or Reliability;” William H. 
McConnell, vice-president, Dia- 
mond Alkali Co., “Purchasing- 
Sales Relationship;” John S. Carl- 
son, vice president, Shippers’ Car 
Line Division, ACF Industries, 
“Purchasing and Traffic Coordi- 
nated Buying Reduces Raw Mate- 
rial Cost at Your Production 
Line.” 


purchases, 
Portrait of 


tain, 


2 Committees Are Sponsors 


Also, Herman K. Intermann, di- 
rector of purchases, Union Car- 
bide Corporation, “Supplier Rela- 
tions;’ James C. Traister, assist- 
ant to vice president-purchases, 
American Smelting & Refining 
Co., “Purchases—Capital Equip- 
Phillip B. Hoyt, vice pres- 
ident-purchases, American Car & 
Foundry Division, ACF Indus- 
tries, “Centralized vs. Decentral- 


ment;” 


Please turn to page 144) 


The New York Association’s precedent-setting program opened with a day- 
long seminar, “Vice Presidents Discuss faphegmee . 


Phil Hoyt of ACF discussed the merits 
of centralized and decentralized pur- 
chasing. His speech was well received 
by those attending. 


Dave Gibson, Worthington Corp., pro- 
voked the most discussion of the day 
with his talk on “Purchasing Perform- 
ance Evaluation.” 
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STEEL HUB 

SPROCKETS for single 

or multiple width chains, 
completely machined to 
the highest standards 
































A th z 
Cullman Sprockets and Roller Chains 


You can be sure of meeting virtually every 




















power transmission requirement with 
CULLMAN SPROCKETS AND ROLLER CHAINS — 
a complete selection of types and styles de- 
veloped from almost 70 years’ experience. 
Need specials? Here too, Cullman can serve 
you by manufacturing to your specifica- 
tions. A national network of distributors 


and sales engineers, backed by regional 
warehouses, is always ready to serve you. 


whe el eu 


1344 Altgeld Street - Chicago 14, Illinois « BUckingham 1-2800 


GRIP-MASTER 
SPROCKETS 

all steel construction 
hardened teeth in pinion sizes 
interchangeable hubs 
and bushings 


STEEL PLATE 

SPROCKETS 

for single or multiple width 
chains can be supplied plain 
with drilled or tapped holes 
counterbored or split 


WRITE 


today for free Cullman 
literature ... get assistance 
on your power 
transmission problems. 


FACTORY WAREHOUSES AT 
821 South Santa Fe Ave 
Los Angeles 21, California 
2618 Carnegie Avenue 
Cleveland 15, Ohio 
205 North 11th Street 
Tampa 2, Florida 


Soller Cain Drives funee 1893 





( 
LINING 


can help you solve design, performance 
and cost problems because it offers you 


ANY SHAPE from 
simple rectangular 
blocks to intricate, 
curved segments. 


ANY SIZE from 
massive industrial 
blocks to precision 
segments. 


ANY FRICTION 
required for brak- 
ing systems and 
power control de- 
vices operating dry, 
wet or in oil. 


ANY QUALITY 
needed to meet per- 
formance specifica- 
tions and the finest 
quality available at 
the price you want 
to pay. 


ANY QUANTITY 


from a few samples 


for evaluation to 
carload lots . . 


ANYTIME to meet 


your schedules. 


WORLD BESTOS 
offers you design 
and engineering as- 
sistance, modern 
production facilities 
and over 30 years of 
experience in pro- 
ducing precision pre-tested and scientifically-proved 
as ke lini d oth fricti 

ra ec ining an oO er riction 

eae | materials that fit and perform as 

} Py specified. New four-page _bro- 

2» chure No. 1051 lists standard fric- 

aia oe tion parts and compounds cur- 

rently in production and avail- 

able for immediate delivery. For 

eg additional information and a copy 


: _ of the brochure, write or call... 


WORLD BESTOS vic ssccson + 2990 
DIVISION OF THE 


Firestone 


TIRE & RUBBER COMPANY 
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Industrial and Automotive Brake Blocks and 
ningseSpecial Clutch 
Facings « Vibration Controls « Sheet Packing 


BEST TODAY — STILL BETTER TOMORROW 


LiningseTransmission | 
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Franklin standard motors 
of LIGHTWEIGHT aluminum 


ad 


NE 


YOU CAN ALMOST MAIL THEM! 


New Franklin integrals are light! Save more than 

15 pounds shipping cost on each Franklin 5 hp 

single phase motor mounted on your equipment. 

Less worker fatigue, too. Quicker work, lower cost of 
production. See these lightweight, work horse motors! 
And write Department P-4 for free brochure. 


BLUFFTON, INDIANA 
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No damp mopping 
No buffing ... EVER 


Apply... dry sweep 
daily... that’s all 


Just fomiliar simple steps 


FLOOR MAINTENANCE 
with the 


t 
p tin Eesuteian fru Cunan Be 
, td re xiU Uly QWEeY Uy 


PLASTIC FINISH 
TOP SKID RESISTANCE 


NO THICK, BLACK i 
TRAFFIC MARKS @ Strip with CINDET 


Get all wax off 
It's easy with Cindet 


2. Mop application — 


2 thin coats of NOFALS 
Hard gleaming plastic finish 
No buffing at all! 


be Dry Sweep with 
MOPWHYVTE treated cloth or mop 
It’s magic the way dirt adheres Hf 


AN if 
THAT'S ALL FOR 6-8-10 WEEKS 


DON'T WORRY ABOUT BUILD-UP AT BASEBOARDS 
IT'S A BREEZE TO STRIP WITH CINDET 


a 
WESTPORT, CONNECTICUT 


A cinch to wash clean 


For full information write to: 


For More Facts Write No. 234 on Information Card—Page 32 
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on Facing Page Write in No. 235> 

















Call Crucible for specialty steel in stock 


Ask the Crucible inside salesman for 
any type, form, size and quantity of 
special purpose steel. He'll confirm 
immediate delivery from stocks on his 
own center's floor, 


His center is literally a “one-stop” 
source for thousands of steel items, in 
quantities from less than a pound to 
over a ton. Suppose you need a dozen 
different types of tool steel, for exam- 
ple. He can fill all the requisitions — 


for air-, water-, oil-hardening types; 
hot work tool steels; high speed steels; 
or others. Or suppose you need stain- 
less. His in-stock records show more 
than 20 types in all forms, finishes, 
si . The same holds true for alloys, 
free machining steels, drill rod. 

He can also process your requisition 
through other Crucible steel centers or 
mills. He’s linked by teletype with an 
electronic computer for inventory con- 
trol at Crucible headquarters, So, he 
can make arrangements for immediate 


delivery while you’re on the phone. It’s 
the fastest and most extensive commu- 
nications system in the business. 
For information, call the local Cruci- 
ble steel center or write: Crucible Steel 
Company of America, Four Gateway 
Center, P. O. Box 88, Pittsburgh 30, Pa. 


CALL CRUCIBLE 
— and ask to have your name 


added to the mailing list to 
receive local stock lists 






y CRUCIBLE | STEEL COMPANY OF AMERICA 


—j NEED 
= ===! TUBING? 


We 


_— have it 
in stock! 


shapes and grades of 
steel and aluminum tubing 
are carried in our stocks 
available for immediate 
shipment. 


In addition we con furnish 
mill quantities of tubular items 
for standard 


and special applications. 


Seamless and Electric Welded 
Cold Drawn Butt Welded 
Hydraulic Pressure Tubing 
Squares and Rectangles 
Stainless Tubing and Pipe 
Stainless Fittings and Valves 
Stainless Aircraft Tubing 
Aluminum Tube and Holobar 
Aluminum Pipe and Fittings 


Write Dept. N-4 for stock list 


C.A.ROBERTS CO. 


Sloe EAbtuminum Tue Specialists. 
2401 25thAve., Franklin Park, Ill., GLadstone 5-6400 


6 warehouses serving the middlewest 
CHICAGO «© DETROIT © INDIANAPOLIS 
ST. LOUIS * TULSA « N. KANSAS CITY 
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on Information Card—Page 32 





144 





Experimental Seminar 
Is Huge Success 
(Continued from page 140) 


and David 5. 
vice president-purchases, 
Worthington Corporation, “Pur- 
chasing peewee Evaluation.” 

The seminar was sponsored by 
the Profesional Development and 
Value Analysis - Standardization 
Committees of the New York As- 


sociation. 


ized Purchasing;” 
Gibson, 


Urge Rise in Dues 

Mr. Berry, manager of pur- 
chases and materials for Chicago, 
Rock Island & Pacific Railroad, 
president of the Chicago Associa- 
tion, and national professional de- 
velopment Committee chairman 
spoke out strongly in support of 
the proposal to raise N.A.P.A. 
He described the thinking 
behind his committee’s profession- 
1 development program and de- 
plored the misleading publicity 
about it that had aroused opposi- 

“What we have in mind,” he 
said, “is for N.A.P.A. to accelerate 
its spending for certain basic pro- 


dues. 


4.5 
Harold Berry, national Pro-D chair- 
man, lays down the challenge: “Give 
us the money we need to give you 
the program you need.” 


probably at the rate of 
$50,000 a year after the program 
is operative. 

“While some complain that we 
are desirous of buying too much 
education, others accuse us of 
wishing to substitute certification 
or titles for knowledge. What we 
are after is to make each member 
worthy of obtaining the salary 
and recognition which he would 
like to have.” 


Srams, 





Machining 
Bond on 
Castings 


} Here’s the MBC plan: if you un- 
cover a flaw while working on one of 
our castings, we pay your machining 
cost. This is in addition to replacing 
the casting without charge. 

a) Our customers like the Machin- 
ing Bond on Castings. It is one more 
assurance that it pays to buy high 
quality castings in the first place. 
Please write for our booklet on the 
Resources and Capabilities of: 


Morris Bean & Company 
Yellow Springs, Ohio 


aluminum and ductile iron castings 
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Amerikansky products are so good because they use something called Bostitchka. 


Fasten it better and faster with 


R 
Call your Bostitch Economy Man. He’s listed in the Yeliow Pages. os 0 S : { | CH 


ee oe oe STAPLES 


724 BRIGGS DRIVE, EAST GREENWICH, RHODE ISLAND 
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small and fine pitch gears 
for precision equipment 


No matter how fine your gear requirements — Perkins can solve your 
problems. Perkins unique custom-gear engineering service, available to 
your engineering staff prior to the blueprint stage, will... eliminate 
production headaches . . . cut excessive costs. This service — recognized 
by leaders in the radar, electronic and missile fields, and backed by 52 
years of custom gear experience — assures the precision quality needed to 
guarantee trouble-free operation. Don’t gamble with gear performance 
..- Perkins skilled personnel, 
together with modern up-to- YOURS ON REQUEST 
date equipment guarantees Folder showing cus- 
fast delivery on prototypes tom gears Perkins has 
cord oduction runs. Call or . semuabies tor slecesh, 
write Perkins for complete automotive, precision 
information on custom-gear 4, ements, one 
engineering and a quotation PERKING 49 penne ee a, 


Includes Perkins fa- 
( = cilities for producing 

various gear types and 

sizes. Write today. 


judge for yourself. 


on your requirements. Then i ae and other products. 


MACHINE AND GEAR CO. 


Dept.2G West Springfield, Mass. 
Telephone: REpublic 7-4751 
For More Facts Write No. 239 on Information Card—Page 32 
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Major Metals Is Topic 
At Pittsburgh Meeting 


A recent meeting of the Pur- 
chasing Agents Association of 
Pittsburgh presented the prob- 
lems and prospects of steel, cop- 
per, and aluminum. An expert 
in each metal was on hand to 
explain demand, new  technol- 
ogies, and competition from other 
materials. The overall topic was 
“Mystics Of Major Metals.” 

John Timberlake from Jones & 
Laughlin had the steel assign- 
ment; Herbert M. Weed, Ana- 
conda, gave members his views 
on the copper situation; and 
Frederick J. Close, Aluminum 
Company of America, addressed 
himself to the subject of alumi- 
num. 


District 7 Vice President 


M. B. Eubanks, Jr., chairman of the 
public relations committee of the 
National Association of Purchasing 
Agents, was elected vice president of 
District 7 at the council meeting in 
Chattanooga. He is director of pur- 
chasing and transportation for Riegel 
Textile Corp. 


Editor Recommends 
Code of Ethies 


In light of the recent business 
scandals, purchasing gains by 
comparison, declared Paul V. Far- 
rell, editor of PurcHastnc Mag- 
azine, at a meeting of the Tulsa 

(Please turn to page 150) 
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Laminated plastics problems are not 
always solved easily. Many factors 

flame retardancy, moisture absorp- 
tion, flexural or dielectric strength, 


delivery, cost— may affect yourchoice. 


A call to CDF can quickly bring the 
right answer to your problem. CDF 
offers 60 years of experience and 
leadership in laminates . . . and the in- 


dustry’s widest selection of materials. 


CONTINENTAL-DIAMOND FIBRE 


Your satisfaction is assured, because 
CDF research and technical service 
combine to provide a knowledgeable, 
practical approach to your applica- 


tion... at reasonable cost. 


CONTINENTAL-DIAMOND FIBRE CORPORATION, NEWARK, DELAWARE ®# A SUBSIDIARY OF THE -A¥afé COMPANY 
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Rust-Oleum 


HORIZONS 


System 





Here is a modern, functional system that combines four im- 
portant points. (1) the ability to\stop rust, (2) modern color 
harmony,.{3) durability to last and last, (4) ease of application. 
From machinery, equipment, and structural steel to tanks, steel 
fences and meta} sash — the Rust-Oleum New Color Horizons 
System can proyide lasting beauty in the colors of your choice. 
Ask your Rust-Oleum Industrial Distributor, together with your 
Rust-Oleum Factory Specialist, to make a survey of your plant 
and provide complete recommendations. Rust-Oleum Industrial 
Distributors maintain complete stocks for prompt delivery in all 
principal cities of the United States, Canada, and in many coun- 
tries around the world. 


Rust-Oleum, in its various forms, can also save you time and money on problems 
like these: Heat Resistance, Water Resistance, Chemical Resistance, Coating 
Galvanized Metal, Speedy-Dry Coatings (less than thirty minutes to dry). 


PROVED THROUGHOUT INDUSTRY FOR OVER THIRTY-FIVE YEARS 


® 
See our catalog in Sweet's OPS 
be @ 


Distinctive as 
your own fingerprint 
® There are imitations 
but only one Rust-Oleum 


Insist upon industry-proved Rust-Oleum. Accept no substitute 


STOP RUST by applying Rust-Oleum 
769 Damp-Proof Red Primer directly 
over the sound rusted surface 


Save time, money, and metal. Brush y RUST-OLEUM CORPORATION 


Rust-Oleum 769 Damp-Proof Red 2985 Oakton Street © Evanston, Illinois 
Primer right over the remaining 


sound rusted surface after scraping ; At no cost or obligation, please send me: 


and wirebrushing to remove rust § F New full-color catalog on New Color Horizons 
scale and loose rust. Specially- 


f ‘ System and specialized Rust-Oleum systems, 
processed fish oil vehicle pene- : including color charts and applications. 
trates rust to bare metal as proved . 


in radioactive tracing studies. : ; FREE TEST SAMPLE of Rust-Oleum 769 Damp- 
: i Proof Red Primer. 


Please have your representative contact us 
to discuss a plant survey. 
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Close up of sling specially designed for Tex-Tube showing quick-disconnect 
feature. Traveling choker hooks can be pulled off crescent thimbles once 
the load of pipes has been lowered. Sling can then be easily removed from 
under the load with minimum of load damage. 


TEX-TUBE’S method of pipe handling 
improved with CF.l-WICKWIRE SLINGS 


Handspliced slings that are used to “choke up” long, heavy loads of 
pipe have a tendency to unlay as they are pulled out from under 
the load. 

Tex-Tube, in cooperation with CF&I-Wickwire’s Houston Sling 
Shop, came up with an entirely new sling assembly, (pictured above), 
which provides a quick-disconnect feature without the disadvantages 
previously encountered. 

Art Pitkin, Tex-Tube Purchasing Agent, says: “This sling im- 
proved the safety of our pipe-handling operations and reduced the 
possibilities of marking the pipe. We've been using it successfully for 
several years.” 

CFalI-Wickwire can help solve your sling problems. For details 
on our complete line of standard or custom-designed slings and wide 
range of sling assemblies and fittings, send for your free copies of 


Folder WR-729 (Wire Rope Slings) and Folder WR-744 (Swing 
Slings). 


DENVER + OAKLAND +» NEW YORK 
Sales Offices in All Key Cities 


‘i 

EAD 

THE COLORADO FUEL AND IRON CORPORATION (F. h 
MI 


8075 
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Association of Purchasing Agents. 

Farrell urged his audience to 
be realistic and to recognize that 
the problem of unethical practices 
exists. “Don’t try to hide it, bury 
it, or sweep it under the rug,” he 
said. 

He recommended two possible 
ways of eliminating or reducing 
unethical practices in purchasing: 

@ Establish a code of conduct 
for yourself and your department, 
and then stick to it. 

@ Select morally responsible 
people for your department and 
pay them well enough to remove 
any temptation to accept com- 
mercial bribery. 

Farrell said purchasing agents 
should not let their realism turn 
to cynicism. Instead he urged 
them to use their position as an 
ethical and social force in the 
world of business. 


Evansville P.A. Elected 
District 4 Vice President 


Charles S. Schrader, director 
of purchasing for Potter and 
Brumfield division of American 
Machine & Foundry Co., was re- 
cently elected vice president of 
District Four of the N.A.P.A. He 
is a charter member and former 


Charles S. Schrader 


president of the Evansville Asso- 
ciation of Purchasing Agents, 
which he helped to organize. Dis- 
trict Four includes 13 associations 
covering the states of Indiana and 
Michigan. 
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fine products 
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Josprtal Supply Hand Lotion ; 
ratorie r Skin Cleanser 


pana Toothpaste 





Rexall Hand Cream 


Sea & Ski Suntan Lotion 


Tanfast Sur reen Crear ~~ lia 
\ ) e€ re 4 SS!” 
aC now 


n available from stock 


when 

you make 
your next 
packaging 
decision, 
we'd like 

to be 

on hand 
showing you 
how readily 
liquids 
dispensed 
by the new 
captive cap 
closures 
are used, 
used up, 
and bought 
again 


Garmold Plastics Division, Totowa Borough, New Jersey (cc) CONTAINER CORPORATION OF AMERICA, CHICAGO 3, ILLINOIS 








RBsaW fastener survey of refrigeration unit 
suggested that hex screws be substituted for studs 
...and Castings be tapped with less costly clearance fit. 


When there are no special design 
requirements or space clearance con- 
ditions, using studs of l-inch diam- 
eter and smaller often penalizes the 
user needlessly. First, in direct 
costs, since the more economical! hex 
screws will do the job. Second, in 
production costs, since studs require 
holes tapped with an expensive 
interference thread fit. 

The RB&W Man pointed this out 
when his survey revealed over 250 


stud fastenings per refrigeration 
nit. For this application, 250 hex 
screws cost $8.45... for a saving of 
better than $22 over the studs and 
nuts. Annually this would total to 
$7800 ... clear profit. And on top 
of this, reduced tapping costs, too. 
Want to get the most from your 
fastener dollars? Ask for an RB&W 
man to make a survey. Contact Rus- 
sell, Burdsall & Ward Bolt and Nut 
Company, Port Chester, N. Y. 


Specifying studs for fear that hex screws might damage castings during 

disassemblies is based on a groundless fear. Hex screws in threaded holes 
with clearance fit can be reused repeatedly without damaging the casting. In the 
test casting shown above, the hex screws were first tightened and removed 50 
times—then torqued to breaking point. Cutaway section showed casting threads 
were still perfect, with no sign of stripping. 
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116th year 


Plants at: Port Chester, N. Y.; Corcopolis, Pa.; Rock 
Falls, ill.; Los Angeles, Calif, Additional sales offices 
at: Ardmore (Phila.), Pa.; Pittsburgh; Detroit; Chi- 
cago; Dallas; San Francisco. Sales agents at: Cleve- 
land, Milwaukee; New Orleans; Denver, Fargo. 
Distributors from coast to coast. 
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Now...a complete M«T plating “package” offers 
single responsibility for quality bright plating 


It’s now M&T all the way with a complete line of proc- 
esses and supplies for copper, nickel, chromium plat- 
ing. It’s the same technical service man who now 
takes the trouble to keep trouble out of the whole 
bright plating operation. 

More than this, each M&T process in the package 
brings genuine operating advantages. Each contrib- 
utes to a quality finish. Related supplies are of the 
highest possible quality, backed by all of the know- 
how accumulated by M&T in over 50 years of serving 
the plating industry. 

M&T offers several different types of copper plating 
materials to meet any plating requirement. Nickel 
plating materials include the finest type of anodes — 


produced by INCO, which appointed M&T an author- 
ized distributor. In chromium plating, M&T’s SRHS" 
Chromium Plating Compounds have no equal for 
speed and quality, especially for plating the thicker, 
more corrosion resistant chromium being specified 
today. They make up baths that are up to 80% faster 
than the ordinary chromium plating bath, and which 
control themselves automatically, 

By any value analysis, there’s dollar value in M&T’s 
long experience in this field. Put it to work for you; 
let it help your company cut bright finishing costs, 
reduce trouble and rejects. It’s part of the “package” 

it costs you nothing. An M&T Plating Engineer will 
be glad to provide details. 


plating products : welding products 
coatings - chemicals + minerals + detinning 


METAL & THERMIT CORPORATION, General Offices: Rahway, New Jersey 
In Canada: M&T Products of Canada Ltd., Rexdale, Ontario 





Association News 


Top Westinghouse P. A. 
Speaks in New England 


“Purchasing’s Place in Manage- 
ment” was the title of the recent 
meeting arranged by Program 
Chairman Stuart H. Flanders, 
Maxim Motor Co., for members 
of the New England Purchasing 
Agents Association. 

This important message was 
brought to New England by one 
of the country’s top purchasing 





agents, Andrew Kennedy, vice 
president, purchases-traffic, West- 
inghouse Electrie Corp. 

The professional development 
committee, at the afternoon fo- 
rum, sponsored a program on 
“Price Analysis” under today’s 
competitive market conditions. 
Francis G. Jenkins, Sprague Elec- 
tric Company, was the speaker. 
His talk covered the factors that 
make up price, comparative prices 
and trends, economic conditions, 
analysis of costs, and contract pro- 
visions from the P.A.’s viewpoint. 





iii, 


ERIE 


BOLTS « STUDS 
CAP SCREWS «+ NUTS 
IN ALLOYS 
STAINLESS 
CARBON me 
ONZE 


ae 





THE CORRECT FASTENER FOR THE JOB... 


It will pay you desirable dividends in satisfactory results to place your 
fastener specifications in the hands of specialists. For nearly a half 
century we have furnished widely diverse industries with fasteners to 
meet the rigors of extreme temperatures, corrosion, tensiles, fatigue, im- 
pact and shear stresses. Send us your specifications for prompt estimate. 
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District Two Elects 
Vice President 


At its recent meeting in Dallas, 
the District Two Council of 


N.A.P.A. elected C. L. Maier, 


C. L. Maier 

Lone Star Steel Co. ‘ice presi- 
dent. He will take office at the 
conclusion of the National Asso- 
ciation of Purchasing Agents con- 
vention in Chicago. He succeeds 
W. Adamek, American Electric 
Co. 





An expert’s 


complete coverage of 


Procurement 


THE MopERN SCIENCE 
OF PURCHASING 


By HENRY G. HODGES 
University of Florida 


The handling of purchasing, 
a top-management function 
today, often makes the dif- 
ference between operating at 
a profit or a loss. Here is 
expert coverage of every 
phase of the operation —a 
handbook for purchasing 
agents and for students in 
business administration. “A 
copy should soon be found 
on every purchasing officer’s 
desk.”"— RussELL H. EwInoc, 
Management Consultant. 
$7.50 


At all bookstores or from 
HARPER & BROTHERS 
New York 16 
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Bundy can mass-fabricate practically anything 


If you are a purchasing agent with tubing Type III. Delivery? When you order from 
problems... call on Bundy’s trouble-shooting undy, you expect your tubing to arrive on 
experience. Take cost, for example. Bundy ime...and it does. Call Bundy when you need 
has developed exclusive mass-fabrication tech- ubing. Bundy Tubing Co., Detroit 14, Mich. 
niques that make possible * 

really low unit costs. Quali- 


* * 


Bundyweld, double-walled from 
tv? Bundywelde steel , a single copper-plated steel strip, 
‘ ‘ : " . ee sically bonded throug 
tubing 1S rated tops in be th ¥ is metallurgically bonded tnt ugh 
co 2en° c ve . act t 4 lioht- 
the automotive and refrig- 360° of wall contact. It is light 
; : weight, uniformly smooth and 
eration industries. Bundy- 
weld meets ASTM-254;: ably high bursting and fatigue 


Govt. Spec. MIL-T-3520, strengths. Sizes up to °s” O.D. 


easily fabricated I remark- 


BUNDY. TUBING COMPANY 


DETROIT 14, MICH. ¢ WINCHESTER, KY. © HOMETOWN, PA. 
WORLD'S LARGEST PRODUCER OF SMALL-DIAMETER TUBING. AFFILIATED PLANT 
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Gulf Harmony” oil has the extra stability 
press operation at Chance Vought... 


Chance Vought Corporation, Dallas, Texas, de- 
veloped a unique production technique to speed pro- 
duction of jet fighters. It’s a 1000-ton press with elec- 
trically heated dies that permits the forming and 
stress-relieving of a titanium part in one operation. 
However, this advanced technique created several 
problems. One, according to Doy Stanley, General 
Foreman, Facilities, was the heavier burden placed 
on operating parts of the press. When forming and 
stress-relieving were combined in one operation, high 


temperatures and pressures had to be applied for long 
periods of time. Under these conditions, maintenance 
of the press is very important. According to Mr. Stan- 
ley, “We've always stressed efficiency in our oper- 
ation. And downtime is, as you might say, doubly 
inefficient.” 

Proper lubrication of hydraulic mechanisms and 
other press parts subjected to elevated temperatures 
and pressures is a must to keep production right on 
schedule. Says Mr. Stanley: “We have never had any 





F8U Navy fighters near the end of the assembly line. Aircraft’s 
leading edges use titanium part that has been formed and 


stress-relieved in one operation. 
' : a ae, 
Ge: ay 
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Doy Stanley, left, discusses hydraulic oil applications with 
Grover Garrison, Gulf Sales Engineer. Hamilton Press shown 
in background is one of various presses at Chance Vought 
that use Gulf Harmony oil. 


On this 1000-ton press, simultaneous forming and stress 
relieving of titanium takes place at 1000 deg. F. Quality Gulf 
Harmony oil protects the vital hydraulic system. 


needed for high temperature 


downtime, or any trouble at all that can be attributed 
to lubrication. This excellent record is due mainly 
to the fact we use a high quality hydraulic oil that 
won't break down under heat.” 

That “high quality hydraulic oil” Mr. Stanley re- 
fers to is Gulf Harmony. It not only withstands heat, 
but resists oxidation, which improves service life and 
prevents sludge formation. Also, a corrosion inhibi- 
tor guards against rust, and an anti-foaming additive 
assures a smooth transfer of power. 


If you have problems involving hydraulic fluids, 
or any petroleum product application, may we have 
the opportunity to prove to 
you that Gulf makes things 
run better! Call your nearest 
Gulf office, or write us for 
additional information. 


GULF OIL CORPORATION 
Dept. DM, Gulf Building 
Houston 2, Texas 









A new finish for Blaw-Knox Grating for 


better wear—and corrosion-resistance 


By the time most grating is erected, much of the normal factory-applied 
coating is worn off. Unless it is repainted at once, costly corrosion starts 
to take its toll. 

However, “Ponbake,” the new epon base, high polymer synthetic paint 
process, developed by Blaw-Knox especially for grating, stays factory-new 
almost regardless of the treatment it gets. 

This is the most rugged, durable finish available on gratings today. It 
has greater resistance to wear, abrasion, corrosion, chemicals and weather- 
ing than any other. Costs less than on-the-job painting. Write if you would 
like more information, or ask for a Blaw-Knox Grating salesman to show 
you a sample. 

Free facts on grating. Write for Bulletin No. 2581. Blaw-Knox Com- 
pany, Pittsburgh 38, Pennsylvania. 


BLAW-KNOX 


GRATING 


Blaw-Knox designs and manufactures for America’s growth industries: METALS: 
Rolling Mills * Steel Processing Lines * Rolis * Castings * Open Hearth 
Specialties * PROCESSING: Process Design, Engineering and Plant Construction 
Services * Process Equipment and Pressure Piping * CONSTRUCTION: Con- 
crete and Bituminous Paving Machines * Concrete Batching Plants and Forms 
Gratings * AEROSPACE: Fixed and Steerable Antennas * Radio Telescopes 
Towers and Special Structures * POWER: Power Plant Specialties and Valves 


BLAW-KNOX 
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Association News 





Rhode Island State P. A. 
Elected V. P., District 9 


J. Joseph Fogarty, procurement officer 
for the State of Rhode Island, was 
elected vice president of District 9, 
National Association of Purchasing 
Agents. Mr. Fogarty will assume office 
at the National Convention in Chicago. 


D. C. Association Leader 
Elected 5th District V. P. 


Dalton A. Cook, director of purchases 
for the Mayflower Hotel in Washing- 
ton, D. C., was recently elected to 
serve as vice president of the Fifth 
District, National Association of Pur- 
chasing Agents. The first member of 
the Washington Association to receive 
this honor, he will represent associa- 
tions in Pennsylvania, Delaware, Mary- 
land, Virginia, and North Carolina. 





Coming — May 8, 1961 
Purchasing Magazine's 
Annual 
Value Analysis Issue 
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Look to 


FAFNIR 


for leadership in 
ball bearings 


speed is : 
your problem... 


Today’s high speeds put the spotlight on bearings. For when bear- 
ings fail, costs rise . . . and profits drop. Machine tool builders 
know this. That’s why they specify Fafnir Ball Bearings for 
high speed applications — 100,000 rpm and up. So, when you’re 
up against speed ... or any bearing problem . . . look to Fafnir 
for the diversity, the capacity, and the research to find your 
answer. The Fafnir Bearing Company, New Britain, Connecticut. 


FAN EAINIIEX 


BALL BEARINGS 


For More information 
Write No. 80 on Place Mark Card 





Look to 


FAFNIR 


for leadership in 
ball bearings 


Where heat is your problem... 


Some bearings ‘“‘freeze’”’ under prolonged high heat. When they 
do, performance drops off . . . costs rise . . . and the heat’s 
on you! The answer? Fafnir Ball Bearings engineered for high 
temperature service. For instance, in the X-15 manned rocket, 
they’re used by the hundreds at critical points. So, when you’re 
up against heat... or any bearing problem .. . look to Fafnir 
for the diversity, the capacity, the research to find your answer. 
The Fafnir Bearing Company, New Britain, Connecticut. 





"*MADE IN 
U. S. A."" 


This stamp on 

a Fafnir Ball 

Bearing means 

finest quality and 
workmanship . . . depend- 
able supply . . . competent 
engineering help .. . and 
responsibility in meeting 


BALL BEARINGS 


worth bearing in mind. 











For More Information 
Write No. 81 on Place Mark Card 





Meet the “Pickle Packer- 
, Its Life Depends on Stainless Steel! 


Pickles fly when this ingenious “Pickle Packer” goes into action. With 


unbelievable precision it packs 6,000 a minute—fills 18,000 jars an hour fy» 





..-even guarantees full measure in the bargain. Seven times faster than 

previous methods...it’s far less costly! COMPLETE 
Despite corrosive brine, trouble-free operation and long life pose no 

problem...the “Pickle Packer” is completely made of corrosion resistant STAINLESS 

Stainless steel. Stainless steel protects product purity—is easily cleaned STEEL 


... Meets Sanitary codes. S E RV I C E 


Stainless steel bars, angles, sheets, plates, tubing and pipe are used 





in the “packer”... yet every item is shipped from stock by Frasse. Frasse Bars Forgings 

carries every rolled form—in a wide range of sizes and analyses...has a Sheets Strip 

wealth of know-how in applying stainless to build sales. Plates Tubing 
Think your product can use more life—and the built-in sales appeal Pipe Wire 


of stainless steel? You'll profit by a call to Frasse. Fittings Valves 





= 
WE mili 
Peter A. l | & Co., Inc. SERVICE CENTER| 


oe. Ra dea AT SH es 


J INSTITUTE 








New York 13. N. Y. Philadeiphia 29, Pa. Buffalo 5, N. Y. Syracuse 1, N. Y. Hartford 1, Conn. 
17 Grand St. 3911 Wissahickon Ave. P.O. Box 102 P.O. Box 1267 P.O. Box 1949 
WaAlker 5-2200 BAidwin 9-9900 TR 6-4700 HOward 3-8655 JAckson 9-6861 
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LOOK 


ALLMETAL 


FOR— 


SURE 
MACHINE 
WORK 


AND SPECIAL 
PARTS 


adie 
Aaty 


You can look to Allmetal for fine screw machine work in all metals...plus cold 
heading and hot forging. Complete secondary operations. Prompt production 


on long or short runs. Intricate shapes, precision tolerances, large, small 
miniature sizes, 


j 


oe 
> 
° 
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@ 30 YEARS OF KNOW-HOW e RIGID QUALITY CONTROL 
@ SINGLE AND MULTIPLE SPINDLE AUTOMATICS 
@ BATTERIES OF COLD-HEADERS e@ TOOL ROOM 

@ HOT FORGING EQUIPMENT e@ LARGE MODERN PLANT 


For standard stainless steel fasteners, you can depend on 


Allmetal to provide immediate shipment from “the world’s 
largest stock of stainless fasteners.”’ 


REQUEST 132-page catalog #60 (on your letterhead). 
Packed with helpful fastener data plus stock list. 





MANUFACTURERS OF STAINLESS STEEL FASTENERS SINCE 1929 


22144 Ge ZAG 


SCREW PRODUCTS COMPANY, INC. 


GARDEN CITY, N.Y. PI 1-1200 | 221 STEWART AVENUE, GARDEN CITY, NEW YORK 
NEW YORK, N.Y. F] 3-5800 MIDWEST SALES OFFICE 


NEWARK, NJ. MA3-1117 } 6424 West Belmont Ave., Chicago 34, Ill. 
BOSTON, MASS. LA 3-61 19 WEST COAST OFFICE & WAREHOUSE 


CHICAGO, ILL AV 2-3232 } 5822 West Washington Blvd., Culver City, Calif. 
CULVER CITY, CAL. WE 3-9595 


Ree tome ar 
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Industry 


A third wire and cable plant of 
the Electric Autolite Company, is 
now supplying the aircraft and 
electronics industries. The 26,000 
square foot facility at El Segundo, 
Calif., has been equipped with 
special wire drawing and braiding 
and coating process machinery. It 
will have a capacity of 500,000 
feet per day. 

The majority of production will 
be special wire and cable har- 
nesses under contract to West 
Coast air frame and space vehicle 
builders and special assemblies 
for electronics manufacturers. 


The Du Pont Company has an- 
nounced the start-up of a new 
plant at its Belle, W. Va., site to 
make methylamines and their de- 
rivatives. As a result of expected 
economies, the company also an- 
nounces a reduction of more than 
30% in the price of dimethylaceta- 
mide, plus reduced freight costs 
and faster service to customers in 


the East and Midwest. 


A new acetylene plant, to sup- 
ply Colorado Fuel & Iron Corpo- 
ration is under construction at 
Pueblo, Colo., by Linde Company, 
Division of Union Carbide Cor- 
poration. It will be completed near 
the end of April and will have a 
capacity of 1.5 million cubic feet 
per month. 

Bulk of the acetylene will be 
used by CF & I’s Pueblo plant 
but supplies will also be available 
for other industries in the Rocky 
Mountain area. 


Regular deliveries of hydrogen 
peroxide are being made from the 
new midwestern distribution cen- 
ter in Villa Park, Ill, which has 
recently been completed by the 
Becco Chemical Division of Food 
Machinery and Chemical Corpo- 
ration. 

The new center will provide a 
convenient source of supply of 
chemicals for pulp and paper 
mills, textile finishing plants, and 
for customers in the electron- 
ics, metal-finishing, plastics, and 
chemical processing industries in 


the Midwest. 
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Only Wolverine Tube has a 
complete line of finned tube! 


If your heat transfer application calls for 
additional service and extended surface tube— 
then Wolverine Tube can help you do a better 
job. From Wolverine’s more than 30 years of 
experience has come the industry's most 
complete line of finned tube. You can, for 
example, specify integrally finned tube in 
low-fin form for shell and tube applications, 
in high-fin form for air-cooling or heating 
operations, with external-internal fins for 
maximum heat-transfer surface on both sides 
or in low-fin or high-fin duplex form for 
maximum corrosion resistance. And, for 
applications such as direct expansion water 
chillers, there’s Wolverine aluminum insert 
water chiller tube—a copper tube with an 
aluminum insert. We'll be happy to tell you 
about any or all of them. Just wire, write or 
call—or ask your Wolverine Tube salesman 
—HE KNOWS! 


WOLVERINE TUBE 


DIVISION OF 





WOLVERINE TRUFIN® TYPE S/T 


LARBAALLAM 


eeeuneve' 


~ 


ia 


WOLVERINE TRUFIN® TYPE L/C (Bimetal) 


WOLVERINE TRUFIN® TYPE W/H 











x Calumet-« Hecla, Inc. 


DEPT. L., 17250 SOUTHFIELD RD., ALLEN PARK, MICH. 





WOLVERINE TRUFIN® DUPLEX S/T 


WOLVERINE TRUFIN® TYPE H/R 


WOLVERINE TRUFIN® TYPE H/A 





SECURE YOUR 
PRODUCT QUALITY 
with 


HUBBELL 


*COLD HEADED =—ROLLED THREAD 


FASTENERS 


Hubbell c/h* turns 
out parts faster, 
better and at 

less cost than screw 
machining ever could 
... they’re stronger, 
more accurate and 
more uniform. 


Don’t be a slave to 
screw machine waste! 
Check Hubbell c/h* 
today. Free part 
analysis. No 
obligation. 


HARVEY 


HUBBELL, 


ia fetel- ite). : 
MACHINE SCREW DE 
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News 


New York Distributor 
Has Open House for P.A.’s 

Alisco Co., a division of All- 
metal Serew Products Co., Inc., 
held an introductory open house 
last month at its Garden City, 
L. I. plant for purchasing agents 
and other executives in the New 
York metropolitan area. 

The company is a distributor 
of a selective number of industrial 
items. It has three national stock- 
ing points: Garden City, Chicago, 
and Culver City, Calif. 

General Manager Milton Kauff 
said that Alisco and its customers 
work on a one-year contract basis. 
He added that his company spe- 
cializes along industry, instead of 
product, lines. 

Among the manufacturers rep- 
resented by Alisco and Quaker- 
Thermoid, Heli-Coil, Armour, 
Permacel, Proto Tools, Whitman 
& Barnes, Faultless Caster, Camp- 
bell Chain, S. S. White Plastics, 
Alemite, Disston, Black & Decker, 
Monadnock Mills, Schrader, and 
Thomas & Betts Co. 


Kaiser, USW Extend 
Contract Until June 1962 


Kaiser Steel Corporation and 
the United Steelworkers of Amer- 
ica have extended their present 
labor contract, scheduled to ex- 
pire June 30th, 1961, until June 
30th, 1962. 

The agreement is now due to 
run out on the same date that 
union contracts terminate with 
the other major steel producers. 
If, however, an agreement is not 
reached between the USW and 
the other steel companies by the 
deadline date next year, the 
Kaiser contract will automatically 
continue for another 60 days. 

The present Kaiser agreement 
provides for a wage adjustment of 
approximately 8% cents-an-hour 
on October 1, 1961. Effective Jan- 
uary Ist, the company will begin 
paying 90% of the costs of un- 
employment compensation. 

In the negotiations to extend 
the agreement, C. F. Borden, ex- 
ecutive vice president, represent- 
ed Kaiser, and Charles J. Smith, 
District No. 38 director, repre- 
sented the union. 





An attractive answer to 
new code requirements 


THREE-WIRE CORD SETS are now 
required by UL, NEC and other codes 
for grounding many products. But to 
comply with these requirements, you 
don’t have to sacrifice sales appeal. 
Miller Electric co-ordinates style and 
colors in 3-prong plugs, matching 
adapters and job-rated strain reliefs 
molded on vinyl insulated wire. With 
Miller’s imaginative approach to cord 
set design, your products become more 
functional, more attractive, more recog- 
nizable as yours alone —your trade- 
mark can be molded in! And this 


Patented 
FINGER PULL 
style available 


design advantage doesn’t cost more — 
may even cost less. Extremely efficient 
production and respect for your sched- 
ules save time and money. 

Select from the industry’s largest 
line of stock vinyl plastic cord set 
components or Miller’s complete, cost- 
conscious engineering service will 
design and develop custom cord set 
components for you. : 

A look through Miller's Design Digest 
will give you new ideas about cord sets 
and their value to your products. 


Write Dept. P-3 


Be) ern c= cvcornrc co] 


120 Main St., Pawtucket, Rhode Isiand 
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CRUEL TURNS, RAW SPEED—VICTORY RIDES ON ROLLER BEARINGS! 


This pit stop is for tires, gasoline, but no repairs! Winning 
the race against time and keen competition demands peak 
performance from every mechanical component . . . no 
matter how violent the torture. Roller bearings, for instance, 
must perform so well they can be taken for granted. This is a 
familiar challenge for Bower engineers. Their many original 
contributions to roller bearing design have helped improve 
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BEARINGS 


performance, minimize maintenance and reduce bearing 
failure to a rarity. That’s why Bower Roller Bearings are 
widely used by the automotive and practically every other 
type of industry. If your product uses bearings, select from 
Bower’s complete line of cylindrical, tapered and journal 
roller bearings. For technical assistance, write Bower Roller 
Bearing Division, Detroit 14, Michigan. 


DIVISION OF 
FEDERAL-MOGUL-BOWER 
BEARINGS, INC. 


IMPROVED DESIGN INSURES TOP ROLLER BEARING PERFORMANCE 


§ 
ERS ea 
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time saving, personal 
ONE-SOURCE SERVICE 


Your Miller sales representative—like all Miller men— 
offers you one-source service on brass, bronze and nickel- 
silver strip, and copper and copper-alloy tube in special 
shapes and sizes. Your Miller man is more than just a 
shopping center though, he’s an expert on special metals 
and their application. He’s backed up by people at the 
Miller mills who never regard their job as completed 
until your metal is in your plant, on your machines and 
satisfactory in every way. For meticulously produced 
high-grade metal, expert technical help and dependable 
delivery call on the specialists at Miller... where you’re 
a name, not just a number on the job ticket. 


ROLLING MILL 
DIVISION 
Meriden, Connecticut 


Tube Subsidiary 


A. H. WELLS, INC. 
Waterbury, Connecticut 
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David A. Pritchard has been 
appointed to the new position of 
manager—sales for General Elec- 
tric’s Wire and Cable Department. 
Bridgeport, Conn. Mr. Pritchard 
has been associated with GE’s 
Lamp Division since 1942. At the 
time of his new appointment, he 
was manager of product planning 
for the Photo Lamp Department 
at Cleveland. Previous assign- 
ments were as application engi- 
neer, district engineer, and con- 
sumer sales specialist. In his new 
position. Mr. Pritchard will man- 
age all devartment sales activities 
including district sales office. 


Peter A. Frasse & Co., Inc., 
New York, N. Y., has announced 
the election of Lester E. Brion, 
Jr. as president. He succeeds Rus- 
sell B. Barnett who has retired. 

Mr. Brion began his career in 
the sales department at N. Y., 
working successively as a clerk, 
inside salesman, field sales analyst 
and as assistant sales manager. 
During the Korean War, he was 
assigned the position of stee] and 
alloy specialist in the National 
Production Authority by the 
American Steel Warehouse Asso- 
ciation (now the Steel Service 
Center Institute) and given a 
leave of absence. Upon his return 
to Frasse in 1953, he was elected 
assistant vice president. In 1956 
he was elected vice president— 
sales and merchandising, and in 
1957 was elected executive vice 
president—the position he held 
prior to assuming his new office. 


With the formation of two 
new divisions from the former 
Consolidated Ashcroft Hancock 
Division, Manning, Maxwell & 
Moore, Inc., Stratford, Conn., has 
named several new sales execu- 
tives. 

New Valve Division sales ex- 
ecutives include W. H. Bolin, gen- 
eral sales manager; R. F. Attner, 
marketing manager for “Hancock” 
valves; G. F. Bright, market- 
ing manager for “Consolidated” 
valves; T. J. Naughton, product 

(Please turn to page 168) 
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JOHNSON AIR 
COMPRESSORS 


45 QUALITY-BUILT MODELS 


The right equipment 
for every job— 
rete} fo] me telallale B 
paint touch-up, 
buildings and 


ro imel lalet-Miaat-liali-jal-lalet—e 


POWER AIRE — compact, self-con- 
tained unit has % hp direct-drive 
capacitor-type motor. Delivers 1.8 
cfm and 50 psi. 


fofeo)4-ial- Mme) Mmelisi-1a-3. 


ad! 


THE “6003” SERIES — 21” single THE “200” SERIES—large-capacity 


cylinder, air cooled, single stage % piston-type units handle any air re- 


hp unit. Delivers 70-80 psi. Vertical quirement up to 1.0 cfm at 90 psi. 
or horizontal 30 gal. ASME tank. Storage tank optional. 


THE “400” SERIES — heavy-duty 
piston-type compressors deliver up 
to 2.8 cfm of air, up to 125 psi. Hor- 
izontal or vertical tank. 


THE AIR SULKY — new portable 
compressor delivers 1.0 cfm of air 
at 100 psi. 14 hp, 115 v motor oper- 
ates from any handy service outlet. 


Johnson’s wide line of compressors and accessories provides you with one 
dependable source of air for nearly all plant applications. 


And, you get the extra advantage of proven-quality design and construction, 
for every Johnson air compressor is built to the same quality standards that 
have made Johnson pneumatic equipment famous for 76 years. This is your 
assurance of unquestioned performance and unmatched value. 


JOHNSON COMPRESSORS 


OHNSON SERVICE COMPANY 

° Compressor Division, Dept. DP 

Write today for new 1961 Milwaukee 1, Wisconsin 
catalog covering all 45 
Johnson air compressors. 


Apri. 24, 1961 
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Rhodium Plate Baa ™ Suppliers 


(Continued from page 166) 
W y ones manager for “Hancock” valves; 
On | qe J. C. Rainey, mid-eastern (Pitts- 
i se burgh) district manager; D. D. 
| Clayton, southeastern (Atlanta) 
ur. ‘ Tac ¢ district manager; and A. J. Pfister, 


Pacific Coast (Los Angeles) dis- 


P il | — ev i trict manager. 
ordinary » RHODEX j 
or Ge « q rhodium jig jj For the Gauge & Instrument 


Division: F. J. Murphy, assistant 
general sales manager; M. S. Pal- 
mer, director of O.E.M. market- 
ing; E. M. Dederer, assistant 


director of O.E.M. marketing; L. 
F. Kirby, product manager for 
“American” industrial instru- 


ments; and N. C. Rardon, mid- 


produces compressively stressed deposits western (Chicago) district man- 


ager. 
assuring crack-free, peel-free service. Here’s proof! The photograph demon- 
strates the high tensile stress of conventional rhodium electroplate and the 


CS of RHODEX. Dissolving the basic metal caused the conventional rhodium Walter E. Brewer has been 
electroplate to disintegrate into small crystalline flakes. The Sel-Rex 
RHODEX electroplate remained unimpaired, and in a continuous film. named to the newly created post 


RHODEX does not peel or crack regardless of thickness! Write for details. of general sales manager for the 


SEL-REX CORPORATION Industrial Division of Nopco 


' - Chemical Company, Newark, N. 
od NUTLEY 10, NEW JERSEY ee 
The world’s largest selling precious metal electroplating processes J. Mr. Brewer will work from 
Si Wa Nopco’s main office at 60 Park 
For More Facts Write No. 258 on Information Card—Page 32 Place, Newark 1, N. J. 











Lamb® three-stage gearmotor in- 
corporates special brackets, re- 
é versing switch and connecting cord 
for pipe threader. Frame 4% * 2% 


motors like these 


STAY AHEAD 


of competition... 
Lamb® four-pole split 
phase motor with re- 
silient cradle base for > 
business machines. 
Frame 442 x2% 


Lamb® 110 Voit OC 
Lamb Electric works in so many fields—where motors that have vastly servo motor designed 


different jobs to do are sold to vastly different markets—that experience Gis ae _ 
gained in one field often helps solve problems in other fields. tape reel driveon 
For example, we are able to incorporate in motors for appliances, port- i gue = 
able electric tools, and similar products, developments that came about 
in research and engineering work on military and other precision motors. 

This broad experience—available to all of our customers—is one way ‘ 
in which Lamb Electric special application motors can help your product Lemee custom: 


Se built motor and 
stay ahead of competition. fan assembly for 
Let us demonstrate the value of this experience in bringing to your cus- upright domestic 


. ' vacuum cleaners 
tomers improved products and to you more business and better profits. 


p> 


8-page folder 
describes these and 
other Lamb Electric motors. 


THE LAMB ELECTRIC COMPANY .- KENT, OHIO 
A Division of American Machine and Metals, Inc. 
in Canada: Lamb Electric—Division of Sangamo Company Ltd.—Leaside, Ont. 
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HOW 
KEYSTONE WIRE 


wlll Sibes Gyvel 


to bobby pins... 








To manufacture millions of identical bobby pins, 
Sta-Rite Ginnie Lou, Inc., Shelbyville, Illinois, 
needed a high quality spring wire that would per- 
form consistently with long runs in their high-speed 
automatic wire forming machines. 

For extra “sales appeal”, Sta-Rite Ginnie Lou 
specified a wire with superior surface that would 
take an attractive finish to please discriminating 
women. It had to have high test flex and maximum 
spring back qualities. This called for uniform tem- 
per and close diameter tolerance throughout the 
coil. 

Keystone Metallurgists, in close cooperation 
with Sta-Rite Ginnie Lou, developed a white liquor 
finish, high carbon completely clean spring wire 
with all these qualities. The large coils are specially 
packed with rust preventive in payoff packs for 
long trouble-free runs. 

Says Vaughn C. Wallace, Vice President in 
charge of manufacturing, “Keystone Wire, with its 
superior finish, produces a bobby pin which meets 
our high standards of quality and ready accept- 
ance in thousands of outlets across the nation.” 





Keystone’s excellent wire forming features are the 
result of accurately controlled thermal treatment 
and correct chemical analysis to provide the right 
structure for this difficult cold rolling and forming 
operation. 

Keystone Wire Specialists can produce a wire 
for your most exacting specifications. Contact your 
nearest Keystone Wire Representative soon. Or 
write us concerning your wire problems. 





Keystone Steel & Wire Company, Peoria, Illinois 


KEYSTONE 


WiRE FOR INDUSTRY 


MANUFACTURED AT PEORIA, ILLINOIS. U.S.A 





Answers 
your 
questions 
on 


CONVEYOR and 
ELEVATOR BELTING 


for the asking... 


You can be a real expert on con- 
veyor and elevator belting with this 
28-page booklet. Includes many ref- 
erence tables and other data to help 
you choose the proper belting for 
each service. Complete information 
on each of the many belts made by 


Republic Rubber. 


o REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OMIO 


INDUSTRIAL RUBBER PRODUCTS 


REPUBLIC RUBBER DIVISION 


YOUNGSTOWN I, OHIO 


Please send me your Conveyor 
and Elevator Belting Catalog 





Company 
. Address 








City Zone State 





Vendor Rating 
Takes Teamwork 
(Continued from page 73) 
deal with a supplier who is rated 
only “fair”. In such a case engi- 
neering and quality control ex- 
perts inspect his plant and make 
suggestions on how he can pro- 
duce to required standards. At 
the same time the buyer keeps 
close track of the vendor’s prog- 
ress. “If a fellow is basically com- 
petent and willing,” Sprigle says, 
“he can become a reliable sup- 
plier.” 

Obviously, you can’t develop a 
vendor rating system without a 
great deal of effort. Today it op- 
erates smoothly, but the begin- 
ning was rough. Accumulating 
the original information and then 
weeding out the bad vendors 
major obstacles. The 
program still involves a lot of 
paperwork, but in the opinion of 
those involved the extra work is 
far outweighed by avoiding the 
problems that come with poor 
material or cost and confusion 
caused by slow deliveries. 


were the 


All in all, the people responsi- 
ble for vendor evaluation believe 
the program has improved De 
Laval’s own performance as well 
as that of its vendors. “Our origi- 
nal purpose was to develop better 
control, to give our buyers a way 
to select good vendors,” Sprigle 
comments. “But it has also given 
them a chance to do better buy- 
ing; to find out what good buying 
means to the comvany; to see 
how bad buying hurts other de- 
partments. 


Vendors, P.A.'s Profit 
“The program,” he continues, 
“gives us a chance to explain to 
our vendors what we believe is 
their responsibility to the custo- 
mer. Many sellers don’t recognize 
these responsibilities. Both ethical 
and legal problems are involved 
here. In my opinion, a supplier 
is not living up to his contract 
when he delivers late or produces 
materials of poor quality. We be- 
lieve our program makes our 
vendors better suppliers not only 
to us, but to all their customers.” 
& END 
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Just three of H & K's new patterns 


are illustrated here. 


NEW 


decorative 
patterns 


PERFORATED 
MATERIALS 


Many more 


contemporary and traditional de- 
signs are available in steel sheets 


for immediate shipment from stoc 


k. 


And there is also a vast selection 


of additional patterns 


cated from existing dies. 


Send for General Catalog 75 
and/or Stock List Brochure 


THE 


Jqarrington 


PERFORATING CO. 


Chicago Office and Warehouse @ 


5622 Fillmore St., 
Chicago 44, Illinois 


and open 
areas which can be custom fabri- 


FIND NEAREST 


| Hak AGENT 


| Yellow Pages 


tC — 


& 


Listed 

der 
“Perforated 
Metals” 


ing 
INC. 


New York Office and Warehouse 


114 Liberty St., Dept. PC 
New York, New York 
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A NEW PRODUCT DEVELOPMENT FROM BARDEN 


AIMING THE 
WORLD'S MOST 
ACCURATE 
SHOT 


Hitting a marble placed at the far end of a block-long playground is child’s play compared to the 


performance of an intercontinental ballistic missile. Our ICBMs have proved capable of striking 


within two nautical miles of a target a quarter of the way around the world. Holding ICBMs on 
target are inertial guidance gyros that rotate on the world’s most precise and dimensionally consistent 
ball bearings — made by Barden. 


000020” TOLERANCE BEARINGS 


To meet ICBM requirements, 14 ball bearing tolerances had to 
be reduced to 20 millionths of an inch —a 10-fold advance in the 
state of the art. Today “20-Millionths” ball bearings are in 
volume production at Barden — probably the most precise 
mechanical assemblies ever manufactured in quantity. 


NEW GAGING TECHNIQUES 


To develop and produce 20-Millionths bearings, Barden devised 
a radically new approach to production and gaging. For example, 
a whole new group of special gages had to be designed, utilizing 
two principles new to high-precision mass production — 
motor drives and recorded readouts. 
Motor-driven gages and recorder provide actual traces to EACH BEARING DOCUMENTED 
n hel 2 ll ing ts . . . 
COREE: PPI ES MARES SPIN Searing pares All inner and outer rings are numbered serially, as are the 
bearings assembled from these parts. When shipped, each bearing is 
a im mec aa Thine. eae accompanied by documented evidence of compliance with 
dimensional and functional specifications. A tally sheet backed up 
Roundness (Bore or 0.0.) 000020” | .000020 " . . = es 
by gage traces shows the actual dimensions of inner ring and outer 
Taper (Bore or 0.D.) 000020” | .000020’ Sy f ee SP ied 
ring of each bearing, all accurate within 20-millionths of an inch. 
Side Runout (with Bore or 0.0.) | .000020” | .000020” “a, : s . : 
Seen This tolerance, a maximum, is usually bettered, with dimensions 
Raceway Roundness 000020” | .000020” - oad ; 
- often held within 5 or 10 millionths. 
Raceway Parallelism with Side | .000020” | .000020” 


Radial Runout .000020” | .000020” 
Parallelism of Sides 000020” | .000020” PROTOTYPES AVAILABLE 
Prototype quantities of 20-Millionths angular contact bearings 
are now available; .250000” bore, .625000” O.D. in two 
.000020” calibration groups for bores and O.Ds. For further 
information, ask for 20-Millionths Booklet TWM. 









































Barden is a major producer of precision ball bearings for instruments, weapon systems, computers and other high quality equipment. 


for reliability... specify 


BARDEN PRECISION BALL BEARINGS 


THE BARDEN CORPORATION, 239 Park Ave., Danbury, Conn Pioneer 3-9201 
Western Office: 3850 Wilshire Bivd., Los Angeles 5, Calif. OUnkirk 5-O034 
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ACTUAL | SIZE 


THESE “WIRE-WOUNDS” ARE 
CIRCUIT SHRINKERS...... newy 


expanded line lets AXIOHM® power resistors go into smaller circuits! 


Ward Leonard AXIOHM power resistors 
are now available in seven sizes—down 
to 2 watts, up to 12.5. 

They’re ideal for miniaturization in 
printed-circuits, industrial instrumen- 
tation and automation circuitry. But 
they’re recommended for any electrical 
or electronic application where the high- 
est stability and maximum overload ca- 
pacity are required. 

The seven AXIOHM sizes come in a 


complete range of resistance values (see 
table) from 0.1 to as high as 75,000 
ohms. Naturally, they feature the qual- 
ities Ward Leonard has made famous in 
powell resistors: 

Vitrohm vitreous enamel; Ward 
Leonard’s specially made ceramic core; 
specially selected and matched resist- 
ance wire; and strong, permanent, low- 
resistance, spot-welded, lead-to-end-cap 
junctions. 





SIZES AND RATINGS 





Rating Type 


Resistances (ohms) 


Dimensions (inches) | 





(in watts) 


Max. Length* | Diam. 








10 
12.5 














5,000 % %, 
10,000 Y x, 
15,000 ‘, x, 
20,000 15%, X, 
25,000 1 %, 
50,000 | 1% 5%, 
75,000 | % 

















*Less leads. 





Get complete details in Supplement C to Catalog 15. Write for your copy and a 


list of stocking distributors today. Ward Leonard Electric Co., 50 South Street 
Mount Vernon, New York. (In Canada: Ward Leonard of Canada, Ltd., Toronto.) 


RESULT-ENGINEERED CONTROLS SINCE 


, 


1892 


WARD LEONARD 
ELECTRIC CO. 


NEW YORK 


RESISTORS ¢ RHEOSTATS « RELAYS « CONTROLS « DIMMERS 
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Order Writing 


Without Error 
(Continued from page 82) 


from ten to 15 minutes on a sin- 
gle report.” 

Today, a Bruning reproduci- 
ble master form is used as the 
second copy of the p.o. On the 
right side of the form are ver- 
tical columns to cover informa- 
tion on up to four shipments. (See 
p. 82) Should there be more than 
four shipments, a blockout form 
can be used to add another four 
columns. 

The reproducible copy of the 
p.o. is sent to the receiving clerk. 
When an order arrives, he jots 
down date received, quantity, 
shipping weight, and other in- 
formation in the first column at 
the right side of the form. Proc- 
essing the master form on the 
Bruning machine, he reproduces 
three copies of the report. 

The white copy goes to purchas- 
ing, which matches it against the 
invoice and p.o. The yellow goes 
to the traffic department which 
charges off transportation—and 
the pink accompanies the mate- 
rial to the requisitioner. (Copies 
cost less than 1¢ each.) 

If the shipment is not complete, 
the clerk files the master in the 
pending file, attaching copies of 
packing tickets for possible ref- 
erence. When another shipment 
arrives, the process is repeated. 

The receiving form can be du- 
plicated in less than a minute. 
Clerical notations, which can be 
swiftly made, provide cumulative 
shipping data, showing the status 
of each order. It’s just another 
shortcut in Stewart’s highly effi- 
cient purchasing operation. > END 
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“Instead of a raise this year, we’re 
putting the coffee machine next to 
your desk!” 








PURCHASING 





a new look at hollow conductors 


Cross sections of some typical hollow copper conductors produced by Anaconda American Brass Company 


Anaconda makes conductors to meet new needs 
in fluid cooling of windings, bus, and heat sinks 


The high electrical and thermal conductivities of copper 
—the highest among commercial metals—are being uti- 
lized in fluid-cooled conductors to do a host of new jobs. 

Fluid-cooled copper conductors are making possible 
more compact electrical assemblies to handle high cur- 
rent densities and uses are growing rapidly in large elec- 
trical equipment. Generator output, for example, can 
be greatly increased, without increasing frame size, by 
cooling the stator bars. 

In such applications as heat sinks for power rectifiers 
and induction furnace coils—where controlled heat dis- 
sipation is essential—the use of fluid-cooled copper con- 
ductors is a natural. 

Water-cooled windings produce the very high flux 
densities needed in the compact equipment for the 
ceramic magnet manufacturing process. The current 
range in these “solenoids” is from a few hundred to 
about 2000 amperes. 

Of course, the most spectacular applications of fluid- 


Aprit 24, 1961 


cooled conductors are in nuclear physics magnets. 
These hollow conductors range from tube .182” square 
O.D. x .083 square I.D. to heavy rectangular bars with 
a round core for water cooling. 

TECHNICAL ASSISTANCE. The cross sections of hollow con- 
ductors shown above indicate but a few of the many 
ways in which Anaconda American Brass is shaping 
copper to meet these new needs. Whatever your re- 
quirement, Anaconda specialists will gladly help you 
work out the size and shape best adapted to your needs. 
For such assistance, see your Anaconda American Brass 
representative, or write: Anaconda American Brass 
Company, Waterbury 20, Conn. In Canada: Anaconda 
American Brass Ltd., New Toronto, Ont. 


ANACONDA 


COPPER PRODUCTS FOR THE ELECTRICAL INDUSTRY 
Anaconda American Brass Company 


617 
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.»»ASKS FOR TROUBLE! 


Funny thing. Many manufacturers get stand-offish when you 
ask for an order. But when you ask for trouble they’re very 
cooperative. Problems, they’|l give you plenty of. Yet, accord- 
ing to the Amplexologist, a problem is the next thing to an order. 


How so? Well, most manufacturing problems today revolve 
around cost and quality. How to keep one down and the other 
up. And that’s the Amplexologist’s specialty. Time after time 
he has replaced machined structural parts with precision powder 
metal parts that often cost no more than a rough casting and 
require no machining at all. Saves as much as 90%. Frequently 
improves product performance, too. 


We're happy to report that the Amplexologist—by asking 
for trouble—has won many friends. Many customers, too. 
In fact, asking for trouble has helped make us the world’s 
largest and most experienced producer of powder metal parts. 
Another reason leading manufacturers say: When it comes to 
powder metallurgy, Amplex has the answer. 





AMPLEXOLOGIST JF 
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Are you designing to series 60 standards? If so, specify Bristol. 
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This DOUBLE-DIAMOND knurl 
marks the BRISTOL “Series 60” 


THE BRISTOL COMPANY sects Sex, 2's 
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What About Tie-In 


Service Contracts? 
(Continued from page 92) 
erally regarded by everyone who 
has given the subject any serious 
consideration, as unjust to the lo- 
cal dealer and to the community 

as monopolistic in its effect. 

“*That Congress was attempt- 
ing to curb the so-called tie con- 
tract made by vendors of goods 
when they were sold to dealers 
or others upon the express provi- 
sion that the purchaser would not 
handle anyone else’s goods, seems 
evident from the history of the 
legislation.’ ” 

Only a few years after the en- 
actment of the Clayton Act in 
1914 a court decision outlined 
distinctly the field of business ac- 
tivity embraced by this section of 
that law and clearly defined the 
boundaries beyond which the stat- 
ute does not extend. 

In this case, the Federal Trade 
Commission charged the Curtis 
Publishing Co. with suppressing 
competition because it had refused 
to sell its publications to any 
newsdealers who would not agree 
to refrain from selling or distrib- 
uting the periodicals of competing 
publishers. The contract provided 
that agents should refrain “from 
wholesaling to boys or dealers any 
periodicals other than those pub- 
lished by the Curtis Publishing 
Company.” This condition, the 
Federal Trade Commission held, 
was a violation of Section 3 of the 
Clayton Act. 

When the controversy ultimate- 
ly came before the United States 
Supreme Court the decision per- 
manently set the boundaries be- 
yond which the prohibitions of 
the statute did not go. 

“Judged by its terms,” said that 
court, “we think this contract is 
one of agency, not of sale upon 
condition, and the record reveals 
no surrounding circumstances suf- 
ficent to give it a different char- 
acter. This, of course, disposes of 
the charges under the Clayton 
Act. The engagement of competent 
agents obligated to devote their 
time and attention to developing 
the principal’s business to the ex- 
clusion of all others, where noth- 
ing else appears, has long been 
recognized as proper and an un- 
objectionable practice.” ® END 
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FUNCTIONAL 
or DECORATIVE... 


APPLIANCE HARDWARE by NATIONAL LOCK 


DIVERSIFIED MANUFACTURING EXPERIENCE is one big 
reason why home laundry and other major appliance 
manufacturers depend on National Lock for superior 
hardware, fasteners and plastic components... 
including catches, latches, casters, brake casters, 
leg levelers, continuous hinges, screws, 

bolts and plastic items. National Lock is a 

major supplier to more than 40 different 

O.E.M. markets. Our diversified 

plant facilities and design- 

engineering skills stand ready to 

help you solve your hardware 

problems. Write us. 


NATIONAL LOCK 


INDUSTRIAL HARDWARE DIVISION ° NATIONAL LOCK COMPANY ° ROCKFORD, ILLINOIS 


INTERNATIONAL DIVISION «+ 13 E. 40TH ST., NEW YORK, N. Y. . CABLE: ARLAB 


HINGES» GASTERS « DIE CASTINGS « CATCHES « PLASTIC COMPONENTS e FASTENERS... ALL FROM 1 SOURCE 
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SAVED ON RUBBER MOLDS DIES 


specifying 
Atlantic India... 
really adds up! 


Yes, Atlantic’s collection of rubber molds and dies often 

supplies just the one you need. You save the expense of 

making new molds and dies, and at the same time deal 

with one of the oldest and most reliable manufacturers 
of rubber products. 

Your special problems are in 
good hands at Atlantic India, too! 
Our engineers and laboratory 
technicians are well qualified to 
help you develop special com- 
pounds, molds, and manufactur- 
ing economies for your long pro- 
duction runs. 

Join our mailing list. lf you or 
others in your company would 
like to receive our literature or 
catalog 52, write today. 


Atlantic India Rubber Wks., Inc. 


N 
Producers of the Al ide line of Rubber Products 


573 West Polk St., Chicago 7, Illinois 
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Are You Getting Through? 

(Continued from page 76) 
must build feedback into our communications 
process. 

We want to make sure the listener understands 
what we mean. If we ask “Do you understand?” 
in most cases the answer will be “yes.” But this 
doesn’t mean that he does understand what you 
meant. 


"Ashamed to Say No’ 


He may be ashamed to say “no” for fear of 
being considered stupid. So he’ll answer “yes” and 
hope to figure out what you mean later. On the 
cther hand, he may honestly believe he does 
understand everything you said when he actually 
comprehends only part of it. Or he may think he 
understands it, but interprets it quite differently 
from you. 

A better approach is to ask the person you’re 
talking to what he thinks you mean. There is a 
danger, of course, that you'll appear condescend- 
ing if you ask, “Now you tell me what I just told 
you.” You can handle the problem more diplomat- 
ically—and probably more effectively—by saying 
something like this: 

“So don’t get confused by all this, maybe it 
would be wise to recap our thoughts. Let’s go 
over it again. Now, how do you see this.. .” 


Question-Answer Periods Help 


Most of the time neither of you will have to go 
through the whole story again. By asking a few 
pertinent questions on key points you will be 
able to tell how well they have been understood. 
This technique will also give you a chance to ex- 
pand on those areas where your listener is vague. 

Feedback should also be used to check on writ- 
ten communications. Many companies schedule 
conferences or informal meetings after written re- 
ports have been submitted so that interested par- 
ties may discuss them. This gives the writer a 
chance to check the understanding of his ideas by 
the readers of his report. 

Feedback is not just one-sided. It can and should 
be used to check whether you fully understand 
what is told to you. 


P.A.’s Need Good Communication 


As a good listener you should be sure you have 
not missed any important point. After discussing 
a problem with your boss, your co-workers or the 
salesman who calls on you, use the above tech- 
niques to check yourself. Ask pertinent questions 
from time to time. If you have lost part of the 
conversation, a strategically placed question can 
get you back on the track. 

Communication is the key tool of the purchasing 
executive. Without the facility to get information 
from others and to convey ideas and material to 
others, his job would bog down completely, Yet 
barriers to clear communication exist in every 
person-to-person situation. It is necessary for us 
to recognize these barriers and do our utmost to 
overcome them. > END 
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Allis-Chalmers combines fend off corrosion... 


GUARDED BY GALVANIZED STEEL 


When you see a big Allis-Chalmers combine like this cut- 
ting grain on the farmlands of America you can be sure 
that galvanized steel has been used in its construction. 


Reasons? First, galvanized steel provides excellent weather 
protection and low maintenance cost. Neither dew nor 
drizzle nor drenching rain will find a chink in its zine 
coating. That holds true regardless of the severity of the 
fabricating steps to which it may be subjected. And in 
addition to its corrosion resistance, galvanized steel has a 
lot of resistance to high cost: It’s easy and economical to 
fabricate, construct and maintain. 


MIDWEST STEEL 


Portage, Indiana 


WEIRKOTE® IN PARTICULAR! The galvanized steel 
used in these combines is National Steel’s Weirkote. To 
the inherent strength, economy and versatility of steel, 
Weirkote adds enduring zine protection via the modern 
continuous process. As a result, Weirkote can be worked 
to the very limits of the steel base without chipping or 
peeling. And it assures you of long-lasting protection 
against corrosion. It is manufactured by two National 
Steel Corporation divisions, Weirton Steel and Midwest 
Steel. Write Weirton Steel Company, Weirton, West 
Virginia, for further details. 


i 
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WEIRTON STEEL 


Weirton, West Virginia 


divisions of 


NATIONAL STEEL CORPORATION 





Coming May 8, 1961... 


PURCHASING Magazine's Annual Value Analysis Issue 


featuring 


A Special Study of General Electric Company’s 
Productive Purchasing Program 


Within a few weeks, Purchas- 
ing Magazine will publish an- 
other of its trend-setting 
Value Analysis Issues. The 
May 8th edition will feature 
a comprehensive analysis of 
one of the outstanding pur- 
chasing operations in the 
country—the Productive Pur- 
chasing Program of the Gen- 
. eral Electric Company. In- 


In addition . . . this issue will include over 


cluded will be descriptions of 
GE’s approaches to purchas- 
ing automation, purchasing 
education, centralized and de- 
centralized buying, forecast- 
ing for purchasing, purchas- 
ing performance, value buy- 
ing, and many other pur- 
chasing areas. It will be a 
source of many practical ideas 
for you. 


300 actual case histories of audited savings classified for easy 
reference into 9 product categories: Production Tools, Component 
Parts, Materials, Electrical Equipment, Packaging and Shipping, 
Materials Handling, Power Transmission, M.R.O. and Safety 
Supplies and Office Supplies. 





I seit this coupon to: 
Paul V. Farrell 

| PURCHASING Magazine 

4 205 East 42nd Street 

New Yerk 17, N.Y. 


Please reserve for me 


Save 33-1/8 off the regular price! 


additienal copies of your May s,! 
11961 APPLIED VALUE ANALYSIS edition at the special pre-publica- | 
| tion price of $1.00 per copy. (Regular price of this edition is] 
$1.50 per copy). 


jo Bill me. 


Order your extra copies NOW! .. . at the 
special price of $1.00 per copy. Regular price 
for this edition will be $1.50 per copy. Take 
advantage of this limited one-third saving 
offer! 














“Only a quality business can endure” 


American Oil & Supply Co. 
meets chemical needs 
with flexibility 


Whether by the pound or by the truckload, on 

a rush or scheduled delivery basis, American 

Oil & Supply Company has kept pace with its 

customers’ expanding chemical requirements Dispatcher gives driver last minute instructions 
. for special truck delivery. 

since 1895. 


To supply its customers in the New York-New 
Jersey area, the company maintains ample 
stocks of a wide line of chemicals. A visible 
record file system allows for swift stock adjust- 
ments to meet fluctuating seasonal needs such 
as chlorine and HTH®. 


Adjacent to tidewater, the 6 acre Newark plant 
has 2 railroad sidings and loading facilities to 
handle 15 to 20 trucks simultaneously. An 


emergency delivery truck is held in reserve for Cylinders are filled with Mathieson chlorine 
. ‘ directly from tank car. 
rush deliveries. ® 


American Oil & Supply Company is typical of 
the outstanding chemical distributors handling 
Mathieson chemicals. We will be pleased to tell 
you about a distributor in your area. Write Olin 
Mathieson, Baltimore 3, Maryland. 


41 
CHEMICALS DIVISION ©SJ in 


Modern, bright, air-conditioned office makes 
for maximum efficiency. 


MATHIESON Chemicals —Ammonia * Sodium Bicarbonate * Carbon Dioxide * Caustic Soda « Chlorine * Formaldehyde * Hydrazine and De- 
rivatives * Hypochlorite Products * Methanol « Muriatic Acid * Sodium Nitrate * Nitric Acid * Soda Ash * Sodium Chlorate * Sodium Chlorite Prod- 
ucts * Sodium Methylate « Sulfur (Processed) * Sulfuric Acid « Urea « Ethylene Oxide * Ethylene Glycols * Polyethylene Glycols * Propylene Oxide * 
Propylene Glycols * Polypropylene Glycols * Ethanolamines * Glycol Ethers * Surfactants * Ethylene Dichloride * Propylene Dichloride 9518 
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Employment Service 








ASSISTANT 
PURCHASING AGENT 
Insurance company has fine 
opportunity for a young man 
experienced in purchasing of 
forms and other printing and 
stationery items and furni- 
ture and fixtures. Bank or in- 
surance company purchasing 
experience preferred. Must be 
willing to re-locate. Well bal- 
anced employee benefits pro- 

gram. Write Box 432. 











Experience: Eight years as a raw mate- 
rial buyer purchasing castings, forgings 
of all types, steel aluminum and non- 
ferrous, bars, tubes, rods, wire, M.R.O. 
items, etc., items for packing, shipping 
and office supplies. Experienced in 
vendor contact, cost reduction and value 
analysis. Production and material con- 
trol. 

Education: Montreal Technical School 
graduate, one year post graduate stu- 
dies of general shop practice. Two year 
extension course on purchasing at the 
University of Toronto. 

Will relocate. 

Write: Box 404 


Experience: Fourteen years in procure- 
ment work. P.A. for three years; five 
years with prime contractor for U.S. 
Government—senior buyer and super- 
visor. Also, I have been the administra- 
tor for fixed price, C.P.F.F. and fixed 
price redeterminable contracts, and 
have handled programming and imple- 
mented all procurement functions. Age 
39. Married with five children. 
Education: Three years at university— 
special procurement classes on Govern- 
ment prime contracts and subcontracts. 
Procurement law by purchasing associ- 
ates. 

Will relocate in intermountain West. 
Write: Box 402 


Experience: Five years in Govern- 
mental purchasing as director of pur- 
chasing, buying all types of supplies 
and equipment; supervising personnel. 
Can set up inventory control. Also ex- 
perienced in selling—have experience 
as salesman. 

Education: One and one-half years col- 
lege, company courses, business course. 
Will relocate. 

Write: Box 403 
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Experience: P, A. and manager of pur- 
chasing in Far East for ten years. Pro- 
duction control three years in Australia. 
P. A. and production control in Can- 
ada for seven years. Manufacturing of 
rubber product and communication 
equipment. Nationality Canadian. 
Education: University Bachelor of Eco- 
nomics. Languages: German, French, 
Dutch, Spanish, Malay. 

Location: Interested in serving overseas 
especially Far East or Africa. 

Write: Box 5 


Experience: Three years purchasing ex- 
perience in metal working industry. 
Responsible for productive and non- 
productive buying for the plant; raw 
materials, mill and warehouse. Seeking 
growth opportunity embracing wider 
purchasing responsibility. Have engi- 
neering and sales experience. Age 31. 
Resume furnished on request. 
Education: 2 years college. 

Will relocate. 

Write: Box 398 


Experience: Twelve years; two and one 
half years jr. buyer, seven as supervisor 
of purchasing and two and one half as 
P. A. Supervision of employees, cost re- 
duction methods and production and in- 
ventory control experience. Purchased 
steel, lumber, electronic components, 
hardware, office supplies. Coordination 
of sales and engineering to insure qual- 
ity control of materials. 

Education: Two years Marquette Uni- 
versity plus one year Marquette Eve- 
ning School purchasing course. 

Will relocate. 

Write: Box 6 





HOW TO APPLY 


Listings in this department 
are offered without charge. 
Both purchasing department 
personnel interested in chang- 
ing jobs and employers in 
search of replacement or ad- 
ditions to their departments 
may take advantage of this 
service. When writing, speci- 
fy whether you want the 
applicant’s form or the em- 
ployer’s form. Address all cor- 
respondence — whether for 
forms, or in answer to an em- 
ployment advertisement, to: 
Box No. Employment Service 
Department, Purchasing 
Magazine, 205 East 42nd 
Street, New York. 














PURCHASING AGENT 


Young man with basic pur- 
chasing training for small 
manufacturer, midwestern lo- 
cation. Must be somewhat fa- 
miliar with purchasing pro- 
cedures, blue prints, and wir- 
ing diagrams. Some experi- 
ence in purchasing of motors, 
electrical and mechanical con- 
trols and components helpful. 
Opportunity for present pur- 
chasing agent to step up. 
Challenging opportunity to 
associate with growing com- 
pany. Generous fringe bene- 
fits plus profit sharing. Write 
Box 433. 











Experience: Eleven years diversified 
experience in the chemical industry in- 
cluding sales, purchasing, research and 
development. Last seven years in sales. 
Seeking position in chemical or la- 
boratory purchasing. 

Education: A.B. in chemistry. One year 
graduate study in chemistry. 

Will relocate: Ohio area only. 

Write: Box 407 


Experience: Seventeen years progres- 
sive industrial experience as buyer, 
P. A. and purchasing manager for 
multi-million dollar manufacturing 
corporations. Extensive background in 
developing procedures and controls; ex- 
perienced in sub-contract administra- 
tion, source selection, cost type orders 
under ASPR, competitive bidding, de- 
partment liaison and personnel super- 
vision. 

Education: B.B.A. in management. 
Graduate study in economics and bus. 
adm. Certificate in mechanical engi- 
neering and chemistry. Dale Carnegie 
graduate. Courses in purchasing, pro- 
duction planning and control and meth- 
ods engineering. 

Will relocate. 

Write: Box 7 


Experience: Eighteen years experience 
in multi-plants as director of pur- 
chases and P.A. Proven record of cost 
savings for each year. Recognized pro- 
curement connections. Engineering 
background. Read blue prints, knowl- 
edge of tooling and manufacturing, 
planning, scheduling, production, prod- 
uct development. Age 50. Retired major 
in U. S. Army. 

Education: A. B. degree in bus. adm. 
Speak Italian and Spanish. 

Will relocate. 

Write: Box 12 
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ower ahd other things 


“‘where to get it” questions- 
by calling on the versatile custom-made to quality standards 
experience represented 

by these typical springs and 
stamped parts. Here is 
unusual ability to analyze 
your part from both design 
and production efficiency and 
to make cost-saving 
contributions where possible. 
Whether your requirements 
are large or small, routine or 
extreme precision, you’ll get 
a better brand of service 

and quality from the best 
springmakers in the business. 





Send for ‘‘Pocket Guide to 
Springs and Other Things”’ 
—a quick picture of our 
products and services. 











Associated Spring Cor poration General Offices: Bristoi, Connecticut 


Wallace Barnes Division, Bristol, Cona. and Syracuse, WN. Y. Raymoad Manufacturing Division, Corry, Penna. B-G-R Division, Plymouth and Ann Arbor, Mich. 
F. N. Manross and Sons Division, Bristol, Conn. Ohio Division, Dayton, Ohio Gibson Division, Mattoon, Ill. 

Dunbar Brothers Division, Bristol, Conn. Cleveland Sales Office, Cleveland, Ohio Milwaukee Division, Milwaukee, Wis. 

Wallace Barnes Steel Division, Bristol, Conn. Chicago Sales Office, Chicago 46, Ill. Seaboard Pacific Division, Gardena, Calif. 
Canadian Subsidiary: Wallace Barnes Co., Ltd., Hamilton, Ont. and Montreal, Que. Puerto Rican Subsidiary: Associated Spring of Puerto Rico, Inc., Carolina, P.R. 
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National Tube 
Division of 
United States Steel 


Columbia-Geneva Stee! Division, San Francisco, Pacific Coast Distributors 
United States Steel Supply Division 
United States Steel Export Company, New York 


This mark tells you a product 
is made of modern, dependable Steel. 


Smooth... inside, 
outside...and 
accurate, too! 


For a very fundamental reason, more and more 
Engineers, Designers and Purchasing Agents are 
specifying USS National Electric Resistance 
Welded Steel Mechanical Tubing—it saves money. 

Dimensional accuracy and closely controlled 
mechanical properties insure consistency —consist- 
ently low machining losses, uniform strength, low 
fabrication costs and high torsion resistance—and 
the tubing is smooth inside and outside. 

Whether your tubing application requires the 
dependability for a load-carrying member or the 
surface smoothness quality for a hydraulic cyl- 
inder, USS National Electric Welded Mechanical 
Tubing must be your first consideration. 

USS National Electric Welded Mechanical 
Steel Tubing is available in a wide range of cold 
drawn or hot rolled sizes from as small as 34” x 
.028” to as large as 5144” x .250”. Your National 
Tube Distributors throughout the country will 
gladly show you how tubing can reduce your costs. 
See your USS National Tube Distributor. 


USS and National are registered trademarks 





tear out this page 


as a handy reference source 
for good gears 





Whenever you want good gears... . at the right price. . \ 
and on schedule, call D. O. James. Complete facilities 
for producing: 


Continuous-tooth herringbone — the gear with the back- 
bone — up to 60” diameter — 20 to 2 DP. 


Worm gears — generated gear tooth, 1” to 60” diameter 
24 to 1 DP. 


Helical gears — 1" to 72” diameter — 20 to 2 DP. 


Bevel gears — (straight-tooth) 1” to 60” diameter — 24 
to % DP. 


Spiral bevel gears — 1" to 30” diameter — 24 to 1% DP. 
Spur gears — *%4" to 145” diameter — 24 to % DP. 


Internal gears — straight-tooth up to 54” ID, 60” OD 
2 to 16 DP. 


Machine cut racks — Our facilities for making machine 
cut racks are extensive — cutting in any length teeth 
from 24 to 1 DP. 


Also flexible couplings — designed on simple, sound, and 
thoroughly tested mechanical princi- 
ples to provide a flexibility that com- 
pensates for parallel and angular 
misalignment. Made in three styles 

D. O. James flexible couplings, Sierbath gear-type, and D. 

OQ. James universal couplings. Ask for catalog 48-B. 


D. O. JAMES GEAR MANUFACTURING CO. 
1140 West Monroe Street, Chicago 7, Illinois 


Since 1888, every type of gear and gear speed reducer. 


...where you always get good gearing 
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NEW SMALL MAGNETIC STARTER 


COSTS LESS, SAVES SPACE 
ON LOW-HORSEPOWER JOBS! 


Square D NEMA Size oo 
Starter Rated %4 to 2 Hp 
for 3-Phase Service 


e You no longer need to buy more 
starter capacity than you can use for low- 
horsepower jobs! This new Square D 
Size OO starter is compact, easy to in- 
stall, simple to use and maintain—and 
it costs 18% less than the Size O starter 
you formerly had to specify to get the 
advantages of magnetic control! With 
no sacrifice in quality, this new starter 
provides: straight-through wiring — 
pressure-type terminals— 1-piece over- 
load relays for complete motor protec- 
tion—pushbutton or selector switch 
optional in the cover. Also available 
without overload relays. 


GET THE COMPLETE STORY! Write for Bulletin 
SM-297. Square D Company, 4041 North 
Richards St., Milwaukee 12, Wisconsin. 


New starter is available 
either open or in NEMA 
Type 1 enclosure. Enclosure 
shown with selector switch 
in cover. 


CLASS 8536 





SQUARE J] COMPANY 


wherever electricity is distributed and controlled 
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A Reliable Way to Judge 


a COPPER TUBE 
Piping System 


® 
... Look for this Mark <> of Quality Control 
Surest kind of assurance that it is a QUALITY installation 
is given by the famous Jenkins “Diamond” on valves con- 
trolling the lines. 

Where “anything will do”, you’re not likely to see Jenkins 
Solder (or Socket) End Valves. But you can expect to find 
them on jobs handled by engineers and contractors who know 
an economy installation is one you can forget. 

Compare Jenkins Solder End Valves with any others. You'll 
see why they are trusted to give a lifetime of reliable service 
with a minimum of attention. 

Note the thick, smooth bore solder-joint ends that with- 
stand heating and contribute to a quick, leak-proof connec- 
tion. Look inside at the many Jenkins superiorities in design 
and construction. 

A complete line of top-quality Jenkins Solder End (and 
Socket End) Valves is available from your local Jenkins Dis- 
tributor. Ask him to show you a sample of the type you require. 
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SEND FOR NEW FOLDER No. 212 


Jenkins Bros., 100 Park Avenue, New York 17 


Send folder No. 212 describing all Solder End and 
Socket End Valves. 
LOOK FOR THE JENKINS DIAMOND ® i Name & Title 
\ A | \ } S <> Company 
ms Gros EN 
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